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Actual PROOF of the performance of the new Model 1420-C RAPIDAYTON 
is pouring in from all sides! Typical is this statement by the operator of 
one of the busiest service stations in America: ““These pumps not only meet 
our every expectation, but have far exceeded them.” 


This model pushes rather than pulls 
gasoline. The Centrifugal Unit is directly 
connected with the motor by means of a 
shaft and column and forces gasoline under 
pressure from foot valve to nozzle. It elimi- 
nates suction line troubles by preventing 
vaporization because the gasoline is confined 
under pressure. The motor is only 44 H. P. 
Power consumption per gallon of fuel dis- 
pensed is from 30 to 50°, lower than with 
other. pumping methods. It is absolutely 
quiet. No motor, pump or by-pass noises. 
Gasoline is delivered as long as there is 
any in the tank. When tank is empty the 
pump will not operate and there can be no 
registration on the dials. No priming 
or air-eliminating devices are neces- 

sary. It never needs priming. 

Model 1420-C Rapidaytons enable James Barnett Service Station, 


Braidwood, HUlinois, to give prompt, uninterrupted service. 


fT 











NEW BOOK GIVES COM- 
PLETE INFORMATION. SEND FOR IT 


The complete story of this revolutionary new pump is told in a profusely illus- 


trated book which will be sent you for the asking. It is very much worth your 
while to learn about this exciting new development in gasoline delivery. So don’t 


delay. Write at once and it will be sent promptly without the slightest obligation. 


THE DAYTON PUMP & MFG. CO., DAYTON, OHIO 





Presides at Oil Conspiracy Trial 


@ Federal Judge Patrick T. Stone, in the western district of Wisconsin, 
- who is hearing the trial of the oil cases at Madison, was appointed to 
the federal bench in this district in 1933 by President Roosevelt. He has 


lived in Wisconsin most of his life, attending Marquette University law 
school and later practicing law in Wausau. 


He is 48 years old and served 
in the navy during the War. 
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Surplus Profits 


Levy Condemned 


Jobbers’ Head 


By Teletype 
.P.N. News Bureau 


CHICAGO, ‘Oct. 12.—The third 
National Oil Marketers Assn. 
convention opened today with 
a review of its accomplish- 
ments during the past year by 
President M. B. Whiting of 
Clifton Forge, Va. 

The association’s future pro- 
gram is anticipated to start 
taking shape with the address 
at the banquet Oct. 13, by 
Congressman Fred Biermann of 
Iowa, author of the marketing 
civorcement bill, and at the an- 
nual business meeting the fol- 
lowing morning. 

Whiting reviewed legislation 
with which the association has 
concerned itself, taking up the 
divorcement bill, the Connally 
Act, conservation, federal co- 
yperative aid, regulation of in- 
lustry, and the undistributed 
profits tax. 

Credit for having the divorce- 
ment bills introduced in Con- 
rress Was given the association 
by President Whiting, who 
called it “a real accomplish- 
ment.” 

“If we can make it a law 

nd keep it on our books 
have it will 
done a for 
petroleum all 


come,. 


statute 
enforced, we 
service 
jobber for 


nd 
iave 
ine 


mes to 


. ‘ 
PTeCat 


he said. 


Texas Is Chided 


Texas was chided by Whiting, 
referring to the Connally 
Act, for getting the federal gov- 

nment to spend noney to 
police state laws. Senators and 
epresentat non-produc- 
ng states, if they feel justified 
have something 

rong with = view _ point 
toward their constituents, said 
Whiting, as “they seem to ap- 
prove what eetting 
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ot 


ive S 
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this -action, 


Texas is 

urmur, rt pe rm~it 
slaughter of our 
natural resources 
attempt whatever 
supply by 
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““Pffff’’, Said Skelly 
Men of Estimate 


TULSA, Oct. 11.—Manufac 
turers of. the equipment to be 
installed told Skelly Oil Co. 
ficials it require three 
weeks or a month to complete 
the special construction work. 

Skelly’s refinery workers had 
a different idea. When the unit 
where the equipment to 
be installed was shut down 
early Sept. 27, several score 
workmen started to “make 
things hum.” In less than six 
days they had completed the 
task. 

The evening Oct. 5 the 
workmen were of the 
company at a special dinner a 
El Dorado, Kans. “It was one 
of the finest pieces of co-opera- 
tive effort I have ever 
Emby Kaye, vice president 
charge of manufacturing, 
the men. 
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HOUSTON, 


The Houston 


ortn, 
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tion Independent Pe- 
troleum ciation of Ameri- 

s convention in Houston, t 
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They have retur 
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Associat 
office 
silvertip” 
16-year-old 
of the Hu 
Co., killed 
The Sumans, Dick 
William; R. Y. Smith, 
MeDannald, George W. 
Ernest Cockrell, and B 
Bridges, all of Houston; and Bill 
Gourley and Gurner Peoples 
Worth comprised the 
ing party. 
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DEFENSE IS REVEALED 


Donovan Explains Buying, Selling 


Programs in the Southwest 


By Teletupe 
By A. M. PETTY 

MADISON, Wis., Oct. 12. 
Parade of the government’s 
witnesses was in full swing late 
today, as the seventh day of 
the so-called oil conspiracy trial 
ended with attorneys in a spir- 
ited clash over “surprise” 
timony by one the govern- 

ment’s own witnesses. 

The 


tes- 
of 
cleared last 
government to 
ainst the 46 
companies 
journals, 
conspiracy to 
prices in the mid- 
when defend- 
attorneys outlined their 
for the first time in their 
opening statements to the jury. 
Opening statement of Col. 
Wm. J. Donovan, chief coun- 
sel for most of the oil company 
defendants, delivered only 
after prolonged argument as to 
what he could say about 
government “approving” activi- 
ties of the defendants. The gov- 
ernment’s opening statement 


path was 
week for the 
present its case ag 
individuals, 23 oil 
and three trade 
charged with a 
fix gasoline 
western § states, 
ants’ 


case 


Was 


was completed Oct. 5. 

Three independent oil jobbers 
and two brokers had testified up 
to the close of the Oct. 12 after- 
noon session. 
jobbers, all from 

12 that 


The three 
VAT 


visconsIn, 
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testified Oct 
they were offered the 


9AM 
amé¢ 


allegedly 
contract” as their 
current contract 


tried to get a 
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better 
supplier. 
Carl O. Berotl 

Petroleur 0., a 
ng Oct. harged that 
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quantities of gaso from. in- 
refi because, he 


; 
the major companies 


\eme broker, 
testifvi 
he v to buy 
line 
lependent ners 
said. of 


‘buying program” 


Although  Beroth _ testified 
from memory oduction, 
pipeline transportation, refin- 
ing, and marketing, including 
crude oil and gasoline prices 


and trends, on cross-examina- 


about pr 


the | 


tion he could “recollect” little 
of the information sought from 
him by Col. Donovan. He also 
asked Beroth about the Texas 
proration law but the witness 
said such matters were not “im- 
portant enough” to his business 
to remember. 

Donovan made the point that 
perhaps one reason refiners did 
not want to sell Beroth was be- 
cause they would have to sell 
the Chicago broker at a lower 
price than to jobbers. He also 
brought out that there were 
many refiners in East Texas and 
the Mid-Continent that Beroth 
had “never heard of” or had 
not contacted to buy from. 
of the 
counsel, 
marked nearly 
sion, occurred during Beroth’s 
testimony about his member- 
ship in the National Oil Mar- 
keters Assn 
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Clash Oct. 6 On Type of Defense Evidence 


instigated, encouraged and re- 
quested by government officials. 

Before Donovan resumed Oct. 
9, Judge Stone, in the absence 
of the jury, criticized Donovan 
for bringing in President Roose- 


velt and otherwise going “out 
of bounds” in his opening state 
ment. 

In front of the jury again, 


Donovan told about the so-called 
government buying programs 
in 1934 and later efforts of the 
larger companies to “help” in 
dependent refiners under In- 
terior Setretary Ickes’ letter of 
July 20, 1934, to C. E. Arnott, 
Socony-Vacuum Oijl Co., and 
then chairman of the oil code’s 
marketing committee. Arnott 
has been described as the “mas- 
ter mind of the conspiracy” by 
government counsel. 

Donovan explained what he 
called the “buying program in 


the Mid-Continent and the sell- 
ing program in East , Texas” 
under which certain major com- 


panies took surplus gasoline off 
the hands of small refiners and 
gave his reasons why they “con- 
tinued for approximately eight 
months after NIRA.” He denied 
that there was a “buying pool.” 
Ickes’ Letter 
Government _§ attorneys 
charged Donovan was dragging 
in a “red herring” into the case 
to confuse the jury, insisting 
that the only issue is a “con- 
spiracy” to fix gasoline prices. 
The Ickes-Arnott letter has no 
bearing on the case, it 
contended. 
General S. T. 


Brought In 


Lawton, for the 
Chicago Journal of Commerce 
cone of the defendant trade 
journals accused of publishing 
“false” prices which had been 
“rigged” by the major com- 
panies in the alleged buying 
programs, made the next open- 
ing statement. 

He challenged the prosecu- 
tion to show that the Journal’s 
editor or anyone connected with 
it had agreed to publish prices 
paid by the major companies as 
jobber prices. 


Speaking for NATIONAL PE- 
TROLEUM News, Platt’s  Oil- 
gram, and Warren C. Piatt, 


publisher of the two trade pub- 
lications, Maurice F. Hanning, 
denied that his defendants have 
ever “conspired.” Regardless of 
what the other defendants may 


have done, “we have been 
guilty of no offense,” he in- 
isted. 


He pointed out that if it were 
rve, as the prosecution charged, 
hat the “scheme” of the de- 
erdants would have meant 
death for the jobber, it would 
heve been “suicide” for WNa- 
TIONAL PETROLEUM News to 
have participated because by far, 


‘ 


t 
f 


Was | 





the majority of its subscribers | 
are jobbers. 
October 6 Session 

Opening the morning session 
Oct. 6, Col. Donovan presented 
to the court certified copies of 
the oil code approved by Presi- 
dent Roosevelt under the NIRA 
and of the executive order nam- 


ing Secretary of the Interior) 
At 
'the close of the previous day’s | 


Ickes as oil administrator. 


session, Judge Stone had asked 


“ce 


Donovan for documents “ap- 
proving” activities of the de- 


fendants. 


“T do not need to point out,” 
Donovan told the court, “the 
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William J. 
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Highlights of Oil Case 


S. District Court at Madison, Wis., 
on charges of conspiring in gasoline buying, in violation 
federal anti-trust law, are 46 individuals, 23 oil 
companies and three oil journals. 

Their indictment followed more than two years of in- 
S. Department of Justice, including 
a long session by a grand jury at Madison. 
was told in the Oct. 6 issue of NATIONAL PETRO- 


This week the story of the trial moves along with Col. 
Donovan, chief counsel for most of the oil 
company defendants, outlining what his defense will be 
to the government’s charge of a conspiracy to fix gasoline 
prices in 10 midwestern states. 

Details of the government’s charge have become well 
known since the return of the first indictment more than 
a year ago; but herewith, in Col. Donovan’s words, is his 
explanation of the so-called buying programs mentioned 


Included in this week’s story also is account of the 
testimony of the first witnesses called by the government 
and their cross-examination by defense counsel. 


The history 














Surplus Profits Tax Is Attacked 
At Opening of NOMA Convention 


(Continued from page 17) 
using some foreign products.” 

Politicians and major com- 
panies were charged with tak- 
ing conservation “too lightly” 
by Whiting. He said he favored 
conservation, but not Ickes’ pro- 
posal. 

“It would appear that the 
main object today is to protect 
the producing states and the 
owners of production, rather 
than guarding our supply of a 
natural resource, the value of 
which in a time of a national 
could not be estimated,” 
1e said. 


need 
I 
Exporting Oil Criticized 
Whiting urged a discontinu- 
ance of exports of domestic 
crude and its products in the 
interest of conservation, and re- 
ferred to prohibition of imports 
through a “prohibitive import 
tax” as defeating conservation. | 


Scores Profits Tax 


The undistributed profits tax | 
was termed an “un-American, | 
Communistie form of taxation,” | 
and its purpose can be only to} 
destroy small business 


,; mediately and large business 
ultimately, Whiting said. He 


charged the tax prevents rea- 
sonable expansion from earned 
surplus and the “creation of a 
surplus by which employment 
is guaranteed during slow 
economic periods.” 

Carl O. Beroth of Chicago, 
Acme Petroleum Co., in the 
address of welcome, said it was 
a real pleasure to be at the 
convention instead of sitting in 
Madison. Beroth had just testi- 
fied in the oil conspiracy trial. 

“I was proud to say on the 
stand that I was a member of 
this association,’ Beroth said. 
“It was a pleasure—although I 
think defense counsel doesn’t 
like a few who went to Wash- 
ington and sét Uncle Sam ona 
trail that will lead to some- 
thing.” 

Consideration of jobber op- 
erating problems, a feature of 
the program Oct. 13, started this 


afternoon, with an address by | 


J. S. Keller, Chicago, Chek- 
Chart Corp. sales director, on 
selling lubrication and acces- 


im-|sories at service stations. 


tion to the 


—_—J 


|absurdity of requiring formal 


approval of each and every ac- 
tion taken by an industry in 
compliance with its already. 
approved code.” 

Chaffetz, in his turn, said that 
approval of the oil code did not 
authorize the oil companies to 
do what they believed to be in 
compliance. with the code 
their actions should be tested by 
the law, he added. 

He called the court’s atten- 
code provision, < 
opted April 23, 1934, for a 
finery control program which 
also provided that the Planning 
and Co-ordination Committ 
(oil code authority) could, wiih 
approval of the President, au- 
thorize “suitable arrangements” 
for buying excess gasoline from 
independent refiners. But this 
could be done only with a 
proval of the Prseident or the 
oil administrator, he added. 

Chaffetz insisted that the de- 
fendant oil companies had no 
right to come into court and 
say that they had arrangements 
for buying gasoline by 
certed action or agreement” 
unless they could also say they 
had approval of the President 


rs) 


‘“oon- 


or the Secretary of the Inte- 
rior; “and they don’t have 
either,” the government 


torney declared. 
Ickes Approved Buying 

He told about the “buying 
program” approved by Ickes 
under the code amendment 
which operated in 1934 down to 
Nov. 14, 1934, when, he said, 
the oil administrator publicly 
terminated pool buying. 

At that time, Ickes wrote to 
Attorney General Cummings as- 
suring him the oil administrater 
would approve no further buy- 
ing pool unless it was first sub- 
mitted to the attorney general, 
Chaffetz revealed. Other pro- 
posals were later submitted but 
never approved, he said. 

“These gentlemen knew it,” 
Chaffetz said, “and the only 
reason they went ahead with 
the buying programs charged 
in the indictment was because 
they knew they couldn't get 
any more approval for that 
kind of activity.” 

Judge Stone then asked Don- 
ovan to point out the provision 
in the code “approving” con- 
duct of the defendants which 
the indictment calls illegal. 
Donovan cited Section 6 of Ar- 
ticle IV (approved April 23, 
1934) which, he said, prescribes 
in effect that in the aid of small 
enterprises there shall be buy- 
ing programs. He denied that 
written approval was required 
under this section. 

Lewin, government counsel, 
said what kind of approval was 
required was a question of law 
for the court to decide. 

Judge Stone at this point re- 
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marked that the court was in- | 


terested in aitticutties of the =I ekes’s Letter Figures In Oct. 6 Session 


1935, (date of the alleged con- 
spiracy) and methods used to 
correct them but that he doubt- 
ed very much if what was done 
in 1934 would be material. 


Then Col. Donovan asked if 
the Interior Department had 
tried to stop this case and Chaf- 
fetz heatedly denied it. 


Lewin charged that defense 
counsel was planning to con- 
fuse the jury by dragging a 
“red herring” into the case. 


Ickes’ Letter to Arnott 

“They have a letter from Sec- 
retary Ickes authorizing Mr. 
Arnott to get committees to- 
gether, hold public hearings and 
try to stabilize depressed retail 
markets. Implicit in that let- 
ter was the requirement that 
any agreements thereunder had 
to be approved by Secretary 
Ickes.” 

Such a letter, concerning re- 
tail markets, has no bearing on 
the “buying program”, Lewin 
insisted. 

Col. Donovan protested against 
government counsel “assuming 
what the case of the defense 
will be.” He cited several cases 
in which he said the courts had 
permitted evidence of govern- 


ment approval of the defend- | 


ants’ conduct, pointing out that 
this is a criminal case and that 
intent, motive and purpose are 
material. 

Judge Stone said he doubted 
whether he was interested in 


motives or lack of motive, add- | 


ing that the case was not so 


complicated as counsel on both | 


sides attempted to make it. 
“Defendants,” 
clared, “are charged with sitting 


down and agreeing to do things | 


to monopolize and control the 
gasoline market in ten states. 
I am interested from that time 
on and not what went on prior 
to that.” 

Counsel for both sides then 
got into an argument over ex- 
actly what the Appalachian 


Coals case held. 


This was history repeating it- 
self because Chaffetz was a. 
member of government counsel 
in the Appalachian case, an anti- | 
trust suit to dissolve an agency 
set .up to market coal, while 
Donovan was defense counsel. 
Donovan won, with the U. S. 
Supreme Court holding in ef- 
fect that evidence of the “rea- 
sonableness” of _ stabilization 
measures was admissible. 


Connally Law 

The Connally “Hot” Oil law 
was mentioned for the first 
time when Donovan asked the 
judge if defense would be per- 
mitted to show that it was re- 
sponsible for the rise in gaso- 
line prices complained of. 

Chaffetz replied that if it 


could be shown that the price! 


rise was “solely” on account 
of the Connally law, it would be 
a good defense. 

Donovan cited the so-called 
parity provision in the. oil code 
that crude oil should be 18.5 
times the refinery price of gas- 
oline, and inquired if the de- 
fense would be precluded from 
telling about Secretary Ickes 
summoning major oil company 
executives to Washington and 
urging them to raise crude oil 
prices, and, later, to raise gaso- 
line prices. 

Chaffetz retorted that Dono- 
van’s statement “illustrates the 
very objection we have to this 
sort of thing being spread be- 
fore the jury, because the jury 
can be very easily misled.” 

“You tell the jury there was 
a provision in the code requir- 
ing these people to maintain a 
certain ratio between the price 
of gasoline and the price of 
crude,” Chaffetz added, “and 
all the government’s evidence 
could never erase that from 


‘their mind. 


Code And ‘Gas’ Prices 
“The code says that the price 


of crude should bear a certain) 
relation to the price of gaso-| 


line,” Chaffetz continued, point- 
ing out that parity could have 
been attained by lowering the 


crude price instead of raising’ 


gasoline prices. 
The code didn’t sanction oil 


‘companies going out and rais- 
the jurist de-|ing prices by any means they 


saw fit, he added. 


There was more discussion 
about the background of the 


case and then Judge Stone told 
Donovan that he was going to 
require defense counsel to pro- 
duce written “approval” by the 
government of defendants’ ac- 
tivities or else they would have 
to refrain from commenting on 
such “approval” in their open- 
ing statement to the jury. 

Col. Donovan asked if the 
court wanted to “censor” de- 
fense counsel’s opening state- 
ments. The judge said that he 
simply wanted written approval 
shown. 

Just as the judge was on the 
verge of rendering what was 
expected to be a final ruling 
on the matter, Charles Francis, 
Houston, representing Pure Oil 
Co., one.of the defendants, arose 
and asked permission to make 
his first statement “in the year 
I have been before the court in 
this case.” 


Francis said he believed there 
was no “wide difference”  be- 
tween what the court had in 
mind and what the defense 
planned to state in their open- 
ing statements, and that he 
would attempt to. straighten 
things out. 


Ickes’ Letter Again 


Francis brought up 
letter “commissioning” Arnott 
to stabilize markets, telling 
about conditions in the industry 
at the time and asked if the 
judge would bar any mention 


Ickes’ 


bilization program and buying 


‘from independent refiners which 


defense counsel regard as ma- 
terial, pausing now and then 
to ask Judge Stone if he agreed 

- and the jurist did. 

“T want to tell the jury,” said 
Francis, “that the Secretary cf 
Interior approved and ratified 
what my client (Pure Oil Co.) 
did. 

“We didn’t go into any buy- 
ing pools for the purpose of fix- 
ing a high and artificial price 
of gasoline. We did buy from 
independent refiners as we have 
been doing for years; and we 
increased our purchases because 
our sales expanded,” Francis 
declared. 

He said he wanted to prove 
that Arnott and the stabilization 
committee told the Pure Oil 


‘Co. that the conservation pro- 


gram would not be a success if 


;the company did not distribute 


of facts and circumstances of | : : 
|/poses as set forth in the in- 


Arnott’s activities. 


Judge Stone replied, “No.” 

Francis went on to outline 
additional “background”  evi- 
dence about the so-called sta- 





Reader’s Guide 


On Madison Trial 


made by counsel and so on. 


ments of the 


session. 


week, 


this trial. 





The account of the trial at Madison in the oil con- 
spiracy case is published in NATIONAL PETROLEUM NEWS 
in chronological order, to avoid confusing the reader as 
to the time various witnesses appeared, statements were 


at the start of the account sums up the important develop- 
through each complete Tuesday 


Thus the reader will find, after the 
N.P.N.’s account of the trial starts with the session of 
court for the preceding Wednesday morning and carries 
through the following Tuesday afternoon session. 

NATIONAL PETROLEUM NEws is the only oil publication 
to maintain its own staff writers at Madison throughout 
It has opened an editorial office there and 
teletype service has been installed to transmit news up 
to the last minute to its publication office. 

N.P.N. staff writers are in court throughout every 
session of the trial and their articles are prepared to save 
the reader’s time and still give him the important de- 
velopments of every session, presenting them in chrono- 
logical order to save confusion in reading. 


A short introductory article 


introduction, 








some of its purchases around 
among’ independent _ refiners 
who could not sell the gasoline 
manufacturing quota allotted 
them under the refinery allo- 
cation program under the oil 
code. 


“Co-operated” 


“We want to show that Pure 
Oil Co., at the request of a 
government official and with 
the knowledge and approval of 
Secretary Ickes, did co-operate 
to that extent to achieve the 
objectives of the code — and 
not for any such illegal pur- 
dictment,” the Houston attor- 
ney added. 

“Your honor wouldn’t prevent 
us from proving that?” Francis 
asked in conclusion. 

The judge said he didn’t think 


| he would. 
Chaffetz then took up the 
/argument. He said that the 


court’s ruling would depend on 
what Francis was referring to. 
He said that the government 


| was not complaining about Ar- 
| nott’s 
| the open meetings held. 


“commission” nor about 


“What we complain about 
wasn’t embraced in the com- 
mission and wasn’t in the open 
meetings,” Chaffetz said. 

“If defense counsel are go 
ing to claim that Mr. Arnott 
was a ‘national stabilizer’ with 
full authority to do everything 
he thought essential to carry 
out the code’s purposes — fix 
prices, run buying pools, and 
the like — then the question of 
law is raised that the Secre- 
tary of Interior could not con- 
fer such authority on Mr. Ar- 


‘nott.” 


Chaffetz insisted that Ickes 


_had not intended to give such 
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Donovan’s Statement Afternoon of Oct. 6 


authority to Mr. Arnott and 
that the latter Knew it. 


Counsel Clash Again 


_ Then came another of those 
clashes between counsel which 
have enlivened several  tech- 
nical legal discussions. Chaffetz 
said that Arnott’s conscience 
“should burn him, if he has 
one.” 

Defense counsel protested 
vigorously, contending that, 
even in the absence of the jury, 
government attorneys’ should 
not be permitted to make such 
statements. 


“T have told you before that 
it rolls off me like water on a 
duck’s_ back,” replied Judge 
Stone. 

“I know,” remarked Francis, 
“but it is unfair for government 
counsel without any evidence—” 

“Do you want me to state the 
basis of it, show you the rec- 
ord?” Chaffetz retorted. 

There 


was more discussion, 
with Chaffetz contending that 


Arnott did many things he was 
not authorized to do. 

Goldthwaite Dorr, New York, 
attorney for Mr. Arnott and 
Socony-Vacuum Oil Co., came 
forward and added his protest 
against government counsel’s 
remarks about Arnott. 

Arnott To Pennsylvania 

“The last thing that the fed- 
eral oil administrator did be- 
fore the code was held unlaw- 
ful was to ask Mr. Arnott to 
go into Pennsylvania and do 
there what he-had been doing 
for independent refiners else- 
where,” Dorr told the court. 

Judge Stone remarked that 
the defense should be permitted 
to ieil what Arnott did and let 
the jury draw its conclusions. 

Chaffetz interpesed to say, 
“Then, indeed, your Honor, we 
will be here indefinitely because 
the things he did were far 
afield ie 

“I think,” Judge Stone inter 
jected, “that all the facts and 
circumstances surrounding the 
activities of these mén for some 
time prior to and certainly dur- 
ing the entire time of the con- 
Spiracy should be material.” 

Lewin, government attorney, 
contended that the only issue 
is whether a “conspiracy” ex- 
isted to fix prices. He urged 
that the court not permit de- 
fendants to sidestep the charge 
in the indictment by bringing 
in “irrelevant” evidence to. jus- 
tify themselves. 

There was still more discus- 
Sion and then Judge Stone 
closed the Oct. 6 morning ses- 
sion, declaring that it was dif- 
ficult to limit the opening state- 
ments of defense counsel in a 


criminal case but that he be-| courts; that what they did was 
lieved counsel should confine) to relieve the industry of “ab- 
themselves to the markers he} normal” conditions threatening 


— 


just isn’t. true,’”’ Donovan added. 


Jobbers And ‘Hot’ Oil 


“There are disagreements in 
the oil industry as in every in- 


dustry between individuals,” he 


had laid down, when addressing | disaster and to accomplish pur- | 


|poses of the NIRA, and was 
|undertaken at the request and 
|/pursuant to the authorization 


the jury. 


Donovan Opens 


After the noon recess Oct. 6| of Secretary Ickes, then oil ad-' 


the jury was called in and Col.| ministrator. 
Donovan began his opening | 
statement. | Co-operated Against ‘Hot’ Oil 
Contrary to what the govern-| Donovan told the jury of the 
ment said, Donovan declared, | industry’s progress in improv- 
the defendants did not organize | ing its products at ever de- 


the independent refiners. In- clining cost to the consumer. 
stead, he said, the smaller re-| fe gave 


finers were in dire distress and | ground data on the oil industry, 
came to the oil companies and) telling of the migratory char- 
the government for aid. He de-) acter of crude oil in a pool and 
nied that the companies had| pow the “law of capture” had 
bought gasoline to fix prices,| caused a race to produce oil. 
contending they needed gasoline fe told about proration laws 
because their own operations! and oil produced in violation of 
were curtailed under the code.| sych laws — “hot” oil, and how 
Donovan said that the proof|the industry had co-operated 
would show that there was no| with the government when 
“conspiracy”, that, regardless of these laws failed. 
the NIRA or the oil code, their, Donovan then sketched in the 
actions to correct conditions in place of the oil jobber in the 
the industry had the sanction of} pieture. Without the jobber, 
law. most of the defendant compa- 
Arnott has been termed the nies could not properly market 
their gasoline, he said. 


“master mind of the conspiracy” 
by the prosecution, and pic-| “Government counsel would 
tured as running things from!have you believe that the re- 
No. 2 Wall Street, said Donovan. | finers wanted to drive the job- 

“We will show.” Donovan bers out of business; that is not 
said, “that what Mr. Arnott did, the issue in this case and_ it 
was done from offices of the 
P. and C. Committee in a Wash- | 
ington government building. 
What he did out in the country 
was requested and authorized | 
by the Secretary of Interior.” 

Donovan quoted President 
toosevelt to the necessity 
for conserving this country’s pe- 
troleum resources and, further, 





“Positively No—” 


N. P.N. News Bureau 

MADISON, Oct. 11.—One of 
the most dramatic moments so 
far of the oil trial occurred dur- 
ing the morning session of Oct. 


as 


' eats , 6 when Col. William J. Dono- 
the need for stabilizing the in- van, defense counsel, clashed 
dustry. |with government counsel on 

He asked the jury to turn) whether the Interior Depart- 


its mind back to the depression 
period preceding enactment of 
the NIRA when: “many men 
feared for the economic security 


ment had tried to head off the 
case. 

“Did not the Interior Depart- 
ment,” Donovan asked govern- 


of this country and industry ment counsel, “ask the Depart- 
trembled on the brink of dis-| ment of Justice not to bring 
aster.” this case because the Interior 


Accuses Prosecution Department had approved the 
defendants’ activities: 


Donovan accused the prose- ‘ : ; 
cution of seeking to break down __ Bounding out of his 
the “great work of constructive Hammond E. Chaffetz, 
value that the President him-|™ent attorney, shouted: 
self, well the Congress “Positively no—and we wel- 
and the Department of Interior, | come the opportunity to say so 
had built up.” publicly after the defendants 

He told the jury; “It just have said to the contrary so 

often in the newspapers ” 


chair, 
govern- 


as as 


doesn’t make sense for the de- 


fendants to be indicted for what “Then it becomes a question 


they did in co-operation with | of fact for the jury,” Donovan 
the’ government under the quickly interposed. 
code.” 


“And further, the Depart- 
ment of Interior has specifically 
denied to us that they have ap- 
proved -activities of the de- 
fendants charged here in the in- 
Gictment,” Chaffetz added. 


Summarizing his position, the 
defense counsel declared that 
the defendant companies had 


acted within the Sherman anti- 
trust law, as interpreted by the 


them much back- | ner” Donovan continued, 


continued. “But in this industry 
there were certain jobbers traf- 
ficking in ‘hot’ oil gasoline. 
They profited in the demoraliza- 
tion of the industry; like the 
bootlegger or the smuggler, 
they avoided the payment of 
state and federal taxes.” 


This kind of jobber, the de- 
fense attorney told the jury, 
could buy this “illicit product” 
at a price much less than the 
law-abiding jobber could. 

“Many of this kind of job- 
“are 
members of an_ association 
which has openly and brazenly 
lobbied against this present na- 
tional administration’s success- 
ful effort to conserve country’s 
oil resources by stopping this 
illegal traffic.” 

Conovan: pointed out that the 
prosecution had said “not one 
word” about the Connally “Hot” 
Oil law. 


Donovan said that he would 
show how “only a small minor- 
ity” of the jobbers have been 
able to “use the Department of 
Justice as a lash to punish these 
defendants who only co-operated 
with the Department of the In- 
terior.” 

Continuing his discussion of 
the jobber, Donovan stated that, 
out of the Madison retail price 
for gasoline, the jobber, with 
his own stations, got 6.6 cents 
for selling the gasoline while 
the refiner and producer got 
only 5 cents for finding the 
crude oil and converting it into 
gasoline. 


Recounts Crude Situation 


Donovan next developed in de- 
tnil the crude oil situation, be- 
ginning with the early 1920’s 
and telling of various efforts by 
the industry to counteract the 
demoralizing effects of overpro- 
duction, the coming of state pros 
ration laws, and finally the 
NIRA and the oil code. He re- 
counted how the major produc- 
ing companies, at Ickes’ re- 
quest, had raised the crude price 
to one dollar. 

Then he pictured the plfght 
of the independent _ refiner, 
“squeezed” between dollar crude 
and low-priced gasoline due to 
“hot” oil competition. 


Refiners’ Plight 


The picture given the jury, 
briefly, was this: major com- 
panies had their gasoline man- 
ufacturing quotas cut back so 
as to force them to buy a part 
of their requirements from in- 
dependent refiners; independent 
refiners who couldn’t sell their 
gasoline allocation were in a 
dilemma — they had no money 
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to lay out for storage and yet 
couldn't stop taking crude from 
the producers because they 
would lose their crude supply. 


Donovan told about the gaso- 
line buying program “spon- 
sored” by Ickes in June, 1934, 
under which the major com- 
panies were assigned to certain 
independent refiners to take 
their excess gasoline in return 
for such refiners agreeing not 
to run “hot” oil. 

This plan failed, he added, as 
well as several other “govern- 
ment” buying programs in 1934. 
In some of these, prices were 
specified by a committee ap- 
proved by the government, he 
pointed out. 

At this point, the trial was 
recessed until the morning of 
Oct. 7. Donovan had addressed 
the jury for more than two 
hours without ‘interruption by 
Judge Stone or objection from 
government counsel. 


The next day, Oct. 7, Judge 


Stone took the bench at 10 
a. m. and immediately, before 
calling in the jury, commented 
on Donovan’s. statements of 
Oct. 6 in front of the jury. 


Judge Criticizes Donovan 


“T had a right to assume 
after what I said,” Judge Stone 
told Donovan, “that your state- 
ment would be confined to facts 
you intend to prove -by com- 
petent evidence. You made 
many references to what. the 
President of the U. S. has said. 
Now, I Know, and you know, 
you are not going to call the 
President as a witness, so any- 
thing of that kind would be 
hearsay testimony and incom- 
petent. 

“Your opening statement was 
more argumentative than a 
plain statement of facts. This 
case is simple defendants 
are charged with conspiring to 
fix prices. You can show facts 
and circumstances about the in- 
dustry prior to date of the con- 
spiracy charged. 

“The jury wants to know 
something about the industry, 
and I want to know it, but we 
are not interested in the his- 
tory of the nation leading up 
to the NRA. We are not inter- 
ested in whether these defend- 
ants exploited labor or overpaid 
their employes. Those issues 
are entirely incompetent, _ir- 
relevant ‘and immaterial, and 
let us understand now that you 
will confine the rest of your 
opening statement to-facts you 
intend to prove,’ the jurist 
added. 


Judge Stone added that he 
didn’t know why government 
counsel had not objected to 


some of Donovan’s statements 
the previous day. 

William P. Crawford, govern- 
ment counsel. attacked Dono- 
van’s “unwarranted conduct” 
and said the prosecution would 
object at “the proper time.” 

The judge then “warned” 
Donovan against further men- 
tion of what President Roose- 
velt said, and the defense at- 
torney asked if he would be per- 
mitted to put on the stand men 
who were present at the con- 
ference with the President. 

Donovan was asked by the 
court if his statement of the 
previous day was “fair”. The 
defense counsel retorted that 


Opening of Morning Court Session Oct. 7 


it more clearly adhered to the 
rules than the government at- 
torneys’ statements. 

Then came another clash be- 
tween Crawford and Donovan, 
with the government attorney 
stating it was “out of order” 
and “very bad manners” for 
defense counsel to cross-exam- 
ine the court. Donovan came 
back quickly, saying he consid- 
ered it was “infinitely better 
manners” than for government 
counsel to “presume to speak 
for the court” when defense 
counsel has asked for a ruling. 


Hammond E. Chaffetz, an- 
other government _ attorney, 
then quoted a statement by 


Donovan from the Oct. 6 pro- 
ceedings in which defense coun- 
sel said that defendants’ ac- 
tivities were “undertaken at the 
request of and pursuant to the 
authorization” of Secretary 
Ickes as being contrary to his 
view of the court’s ruling 
against defense counsel claim- 
ing “approval” without a writ- 
ten document. 
October 7 Session 


The jury was then called in 
and the morning session of Oct. 
7 got under way again with 
Donovan continuing his open- 
ing statement. 

Government counsel’s first ob- 
jection of the trial came a few 
minutes later when Donovan 
sought to quote from a letter 
by Louis Titus, general counsel 

(Continued on page 28) 
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The Whole Oil Industry Goes 
To School at Madison 


By WARREN C. PLATT, Editor 


MADISON, Wis., Oct. 10.—On further thought and 
closer inspection, it probably is quite fitting that this big 
oil conspiracy trial is being held in Madison, the home of 
a great university and the capitol of a great state from 
under whose monumental state house dome have come po- 
litical ideas of a new and highly educational kind. 

For these 46 oil men and even their attorneys and 
assistants, many of whom are here as witnesses, are at- 
tending a school on marketing. No matter on which side 
of the case your hopes lie as to its final outcome, the fact 
remains that, during the three months or so of its trial, 
there will be presented to the jurors and the defendants 
and their associates the most complete picture and analysis 
of oil marketing probably ever made. The oil executives 
will be attending the first public school on oil marketing 
ever organized. 

Who knows but what the trial may leave behind it in 
the University of Wisconsin a chair on petroleum market- 
ing, from which will be handed down to the youth of the 
land the best thought and practice on that heretofore un- 
noticed subject. There are chairs on most everything else 
in colleges these days, probably most of them represented 
here in this university, so why not a chair on petroleum 
marketing? 

However, I am not arguing for such a chair, either 
here or in any other university. I am afraid I don’t know 
enough about teaching and what goes on in college nor, I 
am afraid, do I know enough about that highly human and 
complicated subject of oil marketing to be entitled a final 
opinion on what this big university should do. In those re- 
spects, I am like a great many oil executives, both here and 
elsewhere over the country,—who never went to college 
but just grew up with the oil business. ; 

It is a most enticing thought, that these oil executives 
who have built enormous businesses, many without the aid 
of any education in their youth worthy of the name, should 
come to this college town to study oil marketing and at a 
time when oil marketing needs such study the most. Since 
most of these executives started in this industry 20, 30 and 
even 40 years ago, they have seen it grow from what was 


a small kerosine peddling business to the present supply 
ing of the means of transportation to all America and at 
an ever decreasing cost and with increasing efficiency to 
engine and car owner. 


In these hurrying years these executives have spent 
millions of company money to develop something like a 
science of oil discovery and oil production. The most press 
ing problem of the conservation of this natural resource has 
finally been met and, for the moment at least, reasonably, 
well conquered. Future years and undoubtedly many more 
millions of dollars will of course still further perfect this ens 
gineering. 

These same oil executives have spent millions more to 
replace the originally most wasteful method of oil refining 
with methods that literally take the molecules apart into 
atoms and reform them into almost any kind of a coms 
bination one wants. Today refining seems to be only a quesa 
tion of where you can get hydrogen and carbon atoms the 
cheapest. For the moment that seems to be crude oil flowed 
out of the ground by modern conservation engineering. 


Then, too, these same executives have spent many more 
millions to build the most efficient means of transporting 
these petroleum products, by a vast network of pipelines that 
threaten to put fingers into most every fair sized city; by, 
fleets of big seagoing tankers and small shallow draft barges 
that float up inland streams; and by the largest fleet of 
the most efficient trucks yet organized. 


And now, having conquered so outstandingly those proba 
lems of great importance to the American public and the 
industry, these oil executives come here to Madison to take 
up the study of oil marketing. They already know about 
the equipment necessary for oil marketing. They have spent 
millions developing all that. too but they have not had the 
time to sit down and together give the consideration to the 
fundamental economic factors and particularly the human 
factors involved in oil marketing that those subjects des 
serve. One might truthfully say that this course at Madison 
is like going to college because it will review and summarize 
all the primary schooling given these executives by experi- 
ence and the late oil codes. 


As to the cold hard facts of marketing, the statistics 
of stocks of gasoline, transportation costs, marketing costs, 
and so on, from every indication these will be advanced 
and analyzed by both sides. The conflicting analysis of all 
these, first by the government and then by the defense, will 
give the oil executives a chance to judge their relative im- 
portance, as they sit on the hard court room chairs and 
benches with nothing else to do for five hours a day except 
listen. Probably a lot of these facts and figures a busy 
executive heretofore has had but little time to notice as they 
came to his desk from government bureaus, from his own 
statistical department or the trade press. 


But more interesting, it seems to me, than all these dry 
facts as important as they are, will be the parade of human 
beings across the front of the court room, up into the witness 
chair for a few minutes or a few hours of observation by 
these executives and then out into the oil industry again. 
The government has already called more than a hundred of 
them and it may be a fair assumption that the defense will 
call as many, perhaps more, but that will not be decided 
for a month or two yet. 


Most of the people in this parade will be men whom 
most of these oil executives have never seen before, perhaps 
did not even know existed. Yet each man in his own com- 
munity, in his own job or activity is an important factor in 
the oil business. They will be men of all degrees of train- 
ing and education and standing in their communities; men 
of widely varying ideas as to how this oil business should 
be conducted. 


There will be a large number of oil jobbers from big 
cities and from country communities; those who sell “ma- 
jor” company brands and those who prefer to market under 
their own names and do so most successfully. There will 
be highly successful jobbers who, single handed, have built 
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big businesses out of nothing but their own hard work and 
brains, and there will be others who have not been so suc- 
cessful. 


There will be brokers, or carload marketers as they pre- 
fer to be called, over whose place in the industry’s economic 
picture there has been much controversy for years. 


Then will come Independent refiners, the small ones 
from all over the Mid-Continent field and Texas; men who 
have pioneered refining into many a new oil field and who 
have been the backbone of the Independent jobber’s supply. 
Among these are men who at times have been vigorously 
branded as makers of “distress gasoline’ and even price cut- 
ters. For the first time, in many cases, these big company 
executives will hear from the lips of these men their own 
story, the first time even though these small refiners are 
included in the indictment as “co-conspirators.” 


Filling in between and polishing off the whole will be 
experts of various kinds who will sum the facts up and in- 
terpret them for these executives. While the members of 
the jury will be sitting in judgment on what these facts 
show as to the guilt or innocence of the men before them, 
these oil executives will be sitting in judgment on oil mar- 
keting of the future as it may be indicated by these same 
facts and arguments. 


The main question ever in the minds of these executives, 
as they sit in the court room, will be what is the cheapest 
and best way to market. 


I venture that, as the novelty of the trial wears off, that 
will be the question they will debate the most in their 
minds, rather than just what the evidence may show as re 
gards their alleged unlawful acts. The trial is their lawyers’ 
responsibility but running big businesses is still their’s even 
though they are now living in this university town. 


These executives will study the problem of dealer man- 
agement as against company operated stations; the problem 
of company operated bulk piants on salaries or with com- 
mission agents, or shall they be leased out or sold to job- 
bers? 


As the jobbers pass in review on the witness stand and 
as they conduct themselves in answering the questions of 
prosecutors and defense, the executives will be thinking of 
their own agents and managers and the jobbers handling 
their own goods and asking themselves how they compare 
with the men before them in the court room? 


The tendency will be for an executive to make a final 
decision right there in the court room as to the caliber of 
these men and how he may want to work with them or 
against them in competition. 


But we hope and believe that the jobbers and refiners 
and brokers, as they appear on the witness stand, will tell 
their respective stories in such a graphic and interesting 
way that these oil executives will want to pursue their study 
of oil marketing after the trial is over. We hope they will 
follow out in the future the ideas that may come to their 
minds in the court room, just as their engineers and chemists 
are constantly searching for new facts and ideas in the de- 
velopment of production and refining. 


While it will be years before the bitterness in the hearts 
of some of these defendants dies down against what they 
consider the injustice of the government’s action, if it ever 
does, nevertheless they are still executives of large com- 
panies, on whom rests the responsibility for better wages 
and hours for a million employes and dividends for another 
million or so of stockholders. The realization of that re- 
sponsibility will cause them to think of this trial more and 
more as a school of marketing and from it to seek the truths 
which will make this oil industry a still better business. 


But the opportunity and, yes, the need for getting con- 
structive information on oil marketing out of this trial is not 


limited to these defendant oil executives by any means. That 
opportunity and that need is with every one engaged in oil 
marketing, be he dealer or jobber or company sales em- 
ploye or executive. All should study the testimony in this 
trial. i 


This is a costly trial. It is costing the industry mil- 
lions of dollars in money and time. It is taking men away 
from their daily tasks when they are most needed. 


But may the industry, realizing the cost of the school, 
attend upon its daily sessions and secure from it a better 
and more efficient and lower cost system of oil marketing 
Without question, now that these executives are devoting 
three months of their time and thought to the study of oil 
marketing, we will all see the same rapid and marvelous 
advancement in this department of the industry as recent 
years have brought in its other divisions. 


Lastly, may the changes, whatever they may be, pro- 
vide for a more understanding relationship between the 
men in oil marketing, a greater realization by each, whether 
he be of big company or of small, of the problems and handi- 
caps of the other, and a greater sympathy for honest human 
efforts in the competitive battle to live and keep a family. 


Job for the Gil Compact 


The Interstate Oil Compact is now two years old and 
the Interstate Oil Compact Commission meets this week in 
Houston for the first time since the treaty between the six 
states was renewed for another two years. 

About all that some of the compact’s best friends claim 
for it is that its formation aided in quieting the clamor of 
some federal-minded politicians for Washington direction 
and domination of the entire oil industry. That was a 
laudable achievement, to be sure, for government cannot 
be given “‘back to the people’ and handed over to Washings 
ton at the same time. 


But that achievement is not enough. There is oppora 
tunity for real affirmative, constructive planning within the 
scope of the compact charter. A reduction of the lack of 
harmony that exists in the proration practices of the states 
would be welcomed by oil operators and they are the ones 
who finance the compact, being directly taxed in some of the 
states for this purpose. 


Operators make out too many reports. A great burden 
is placed upon them in this way. It should be possible to 
reduce the number and to have them more uniform in the 
various states. 


In most of the prorated fields of Texas production must 
be taken from a well each day. If the well’s quota is 25 bara 
rels and for some reason it cannot be produced 
quently happens—the quota cannot be “made up.” Each 
day stands by itself. In Oklahoma the month’s quota for a 
well, or for a lease, where proration is on lease basis, can 
be taken any -time in the month the operator pleases. 


as frea 


In New Mexico quotas are on a semi-monthly basis and 
no allowance is made for new wells which are completed 
after the schedule is made. It is thus possible to keep a well 
off production for 15 or 16 days. 


These are but a few of the varying practices. The Coma 
pact Commission should take stock of the condition and do 
a little planning. The operator, bedeviled by constant cuts 
in his production, should be spared some of the expense and 
the confusion that comes of trying to keep up with the 
highly individualistic systems of four or five states in which 
he may produce oil. 
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Retailers Plan 
Wide Use Of Cal. 


Fair Trade Acts 


N. P. N. News Bureau 

LOS ANGELES, Oct. 9.—En- 
couraged by its victory in the 
Engle vs Cook case—first test 
of the California Fair Trade act 
as it relates to maintenance of 
nominated retail prices in the 
marketing of petroleum _ prod- 
ucts the Retail Petroleum 
Dealers Ass’n. is out for bigger 
and better game. 

Los Angeles Superior Court 
a few days ago enjoined Howard 
Cook, Ocean Park service _sta- 
tion proprietor, from selling 
Richfield’s Hi-Octane brand gas- 
oline below the supplying oil 
company’s’ designated retail 
price for a period of one year. 
No damages were awarded by 
the court to the Retail Petro- 
leum Dealers’ Ass’n., which 
brought the suit. 

With 12 chapters actually 
functioning in southern Cali- 
fornia, four more in the process 
of organization and others con- 


templated for the immediate 
future, the dealers’ organiza- 


tion now promises to become an 
even more important factor in 
stabilizing retail petroleum mar- 
kets in this area. 


teports of its successes in 
consolidating ethical retail 


dealers into a group whose ob- 
jective is sane and sensible mar- 
keting practices, have prompted 
the use of its methods as a pat- 


tern for organizing similar 
dealer groups in other Pacific 
Coast territories. 


In addition to the injunction 
in the case against Cook, the 
Retail Petroleum Dealers Assn. 
has obtained a temporary in- 
junction against Hayden C. 
Duggins, operator of a service 
station in North Hollywood. 

The charge in this case also 
concerns violation of the Fair 
Trade provisions for price des- 
ignation. It is claimed that Dug- 
gins sold Rio Grande Oil Co.’s 
cracked brand of gasoline at a 
lower price than that designated 
by the supplier in its gasoline 
contracts with resellers. This 
case is expected to come up for 
final hearing about Nov. 10. 
Rio Grande is now part of the 
Richfield Oil Corp. 

Another Application 

However, although — similar 
suits are expected to be brought 
from time to time against deal- 


ers, for violation of the Fair 
Trade act, J. Hart Dasteel, 
counsel for the retail dealers’ 
association, indicates the act 


will also be used to clean up a 
Situation existing with respect 
to the commercial type of ac- 
count. 

The R.P.D.A. inde- , 


and its 


pendent membership look ask- 
ance at practices adopted by 
certain bakeries, laundries, 


ee 


|bring suit against commercial |chandise violates the amended 


customers of marketing com- 


panies for violation of state and” 
dairies, lumber companies and | 


municipal laws. 
The association is also mak- 


,ing up its case against another 


other large customers of the} 
oil industry. Complaints com- 
ing into the dealer organiza- 


tion’s headquarters charge these 
commercial accounts with sell- 
ing gasoline to employes and 
friends at prices below the pre- 
vailing retail market. 

Dasteel has advised the R. P. 
D. A. directors that this practice 
is in direct violation of the Fair 
Trade act—because the nom- 
inated retail price is not being 
maintained—and is also a vio- 
lation of city ordinances requir- 
ing resellers of gasoline to have 
a license. 

Hit Consumer Accounts 

On this grounds, the R.P.D.A. 
passed a resolution decrying the 
situation, and sent copies to all 
refining companies in the state. 
It was pointed out that efforts 
were being made for the sta- 
bilization of the gasoline mar- 
keting industry in 
and that retail prices of most 
quality brands of gasoline had 
been established under the Fair 
Trade law and must be adhered 
to by all dealers. 

The communication then went 
on to say that many consumers 
of gasoline were buying direct 
from supplying companies un- 
der the guise of “commercial 
accounts” at three and four 
cents off the established Fair 
Trade prices, and this was 
eliminating both company-op- 
erated and independent stations 
from the transaction. 

It was asked that supplying 
companies give this matter their 
consideration with _a view to- 
ward revising commercial dis- 
counts so that retail dealers 
would be protected in their op- 
erations and not penalized by 
direct competition of their sup- 
pliers through other sources. 

Signed by W. B. Wylie, sec- 
retary of the Retail Petroleum 
Dealers Assn., the letter con- 
ciudes: 

“Please be assured that this 
resolution is an exemplification 
of our most constructive efforts 
in behalf of the retail gasoline 
industry and that the discount 
revision requested will go a long 
way toward the success of our 
campaign for better service sta- 
tions and greater profit for our 
dealers, which will redound to 
the benefit of the entire petro- 
leum industry.” 


Co-operation Seen 

It is believed that the oil mar- 
keting companies are ready and 
willing to co-operate in this mat- 
ter and will go even farther by 
making it a condition of sale 
to commercial accounts that the 
gasoline shall be used in their 
own equipment or for their own 
consumption. 

Should the 
cleared up at 
R.P.D.A. 


situation not be 
the source, the 
is declared ready to 


California | 


dealer enemy the station op- 
erator who violates the Unfair 
Practices act in this state by | 
giving away china ware, trading 
stamps, tickets on automobiles, 
radios, or other accessory items; 
in fact any free gift which 
might be construed as a dis- 
count or secret rebate. 

Such practices are declared 
violations of California’s triple 
threat laws against unethical 
marketing practices; violation 
of the Unfair Practices act be- 
cause such gifts are a discount 
to injure competition; violation 
of the Fair Trade act because 
they represent a discount from 
the nominated price; and viola- 
tion of the Substitution act, 
which dictates the actual retail 
price of a product must be 
posted on the premises. 

In commenting on the prac- 
tice of giving away merchandise 
or anything of value as a busi- 
ness getter; Attorney Dasteel 
pointed to an opinion handed 
down by state attorney general 
U. S. Webb, wherein it was 
stated that giving away mer- 


Unfair Practices act, if the mak- 
ing of such gifts is for the pur- 
pose of injuring competitors 
or destroying competition. He 
added that the matter of injury 
is a question of fact and not 
of law. 

Although the 1937 amend- 
mend to the act eliminated th: 
prohibition against offering and 
advertising for sale below cost 
the attorney general points out 
that a merchant cannot offer 
and advertise that he will-d 
something the act prohibits. 

Another suit to be filed by thx 
R.P.D.A. will charge violation o! 
the Unfair Practices provisions 
against below cost selling. A 
previous action brought agains} 
ten station operators in the Los 
Angeles area for below cost 
selling was not brought to < 
head, but will probably be re- 
filed along with other alleged 
violations and prosecuted under 
the amendment passed by thi 
1937 legislature. 

This revision specifically sets 
up methods for determining op- 
erating costs and overhead ex- 
pense, whereas the forme 
measure was found to be am- 
biguous in detailing just wha! 
facts would constitute the cost 
of doing business. 





Laws To Cure Economic Evils 


May Boomerang, Jobbers Told 





N. P.N. News Bureau 
CLEVELAND, Oct. 11.—Un- 
favorable economic conditions 
for independent marketing com-| 
panies which result from the 
enactment of legislation similar 
in type to the Biermann bill to 
divorce marketing from other 
branches of the oil industry, 
were discussed before the Ohio 
Petroleum Marketers Assn. fall 
conference here Oct. 6, by Hu- 
bert B. Fuller, general counsel 
for the association. 

Fuller gave his remarks on 
the bill in answer to a question 
from the floor asking him to 
discuss the measure, following 


a short general discussion by 
members of the association 
present. 


He pointed out that this so- 
called “divorcement” legislation 
would not affect the competition 
of low-price stations, which 
many jobbers, he said, consider 
their most vital problem. He 
also said that, if the integrated 
oil companies are removed from 
marketing, as is the purpose of 
the Biermann bill, these com- 
panies ‘will have no further in- 
terest in retail prices and the 
market will lose its only sta- 
bilizing influence.” 

Fuller also raised the point as 
to what would happen in gaso-. 


, line retailing if the major oi! 


companies were called upon t 
divest themselves of their filling 
station properties, possibly with 
in a short period. He also told 
the Ohio marketers that the en- 
actors of legislation of this typ¢ 
would have more in mind th: 
interests of the public in getting 
low priced gasoline than th« 
assuring of more profits for oi 
marketing companies. (The ful! 
text of Fuller’s remarks appear 
on page 57 of this issue). 
Boomerang Effect 

Fred A. Eldean, assistant to 
the president of the American 
Petroleum Institute, in his ad- 
dress on “Some Truths Mar- 
keters Should Know’, also 
stressed the boomerang effect ot 
some legislation designed to 
remédy economic evils. He told 
how, a few years ago, some 
persons who thought they stood 
to profit, encouraged and fur- 
thered the enactment of a chain 
store law. 

It was not long, Eldean ex- 
plained, before they began to 
suspect that the new law was 
a doubtful blessing. “Not many 
months went by before they 
were definitely disillusioned.” 

These people, he said, are 
now trying to save themselves 

(Continued on page 36) 
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North Carolina Defines Three Grades 


Of *‘Gas”’ To Be Sold Its Motorists 





By STAFF WRITER 
RALEIGH, N. C., Oct. 11.— 
North Carolina’s brand new spe- 
cifications for three grades of 
gasoline to be marketed in the 
state, adopted almost without 
comment on the part of the oil 
industry at a hearing here last 
week, will soon be formally 
drafted by the state Gasoline 
and Oil Inspection Board. They 
will become effective probably 
within 60 days after formal pro- 
mulgation. 

Members of the board indi- 
cated at the hearing that spe@- 
fications for kerosine and fuel 
oil to be sold within the state 
would also probably be set at 
some future hearing, after the 
administration of the gasoline 
specifications has been worked 
out. 

Octane ratings designated in 
the North Carolina _ specifica- 
tions are 76 at bulk plants, 75 at 
filling stations for the premium 
grade; 69 at bulk plants and 68 
at filling stations for the so- 
called regular grade; 61 at bulk 
plants and 60 at filling stations 
for the “motor grade.” 


Conform With U. S. 


The North Carolina minimum 
standards, as set forth in the 
tentative specifications, are in 
general agreement with the fed- 
eral specifications controlling 
government buying of gasoline 
for motor fuel purposes, except 
that octane number and gum 
content are not specified in the 
federal specifications and that 
North Carolina allows a larger 
sulfur content. 

The distillation range of the 
North Carolina regular and 
premium grades corresponds to 
that for the so-called U. S. emer- 
gency fuels in the federal speci- 
fications, while the N. C. mo- 
tor grade corresponds to U. S. 
Motor gasoline. 

When the North Carolina state 
gasoline specifications become 
effective, all retail outlets must 
conspicuously post the grade dis- 
pensed, which grade must come 
up to the state specifications. 
If it does not, the dealer is liable 
to fine not to exceed $500, and 
six months imprisonment, or 
either or both, and to have all 
such gasoline confiscated. 

Similar provisions apply to 
bulk plants, which must label 
tanks, with the specifications of 
the grade carried and to tank 
trucks, which must be able to 
show papers designating the 
grade carried. Operators are 





liable under the state misbrand- 
ing law, where these provisions 
are violated. 

Discussion of the specifica- 
tions of the board, when they 
were presented at the hearing, 
was -surprisingly scanty, al- 
though many of the major oil 
companies appeared at the hear- 
ing through their technicians 
and other officials and em- 
ployes. 

Purpose Named 


At the outset of the hearing, 
Chairman A. J. Maxwell, who is 
also state commissioner of rev- 
enue, outlined the purpose of the 
hearing as being, “to hear such 
representations as the repre- 
sentatives of the industry wish 
to make as to the standards they 
think this board should adopt” 
in connection with the new state 


law, passed at the last session of 
the legislature. 


No one volunteered an ex- 
pression, and H. L. Shankle, sec- 
retary of the board and director 
of the state gasoline and oil in- 
spection division, called off the 
names of several dozen repre- 
sentatives of major and _ inde- 
pendent companies doing busi- 
ness in the state to whom he 
had sent questionnaires prior to 
the hearing, asking their recom- 
mendations for specifications. 

Almost everybody thought the 
answer to his company’s ques- 
tionnaire would convey his feel- 
ings, and those who had not 
filled out the questionnaire either 
said they would do so shortly, or 
asked for a copy on the spot. 


Thereupon, Maxwell suggest- 
ed that Shankle make a digest 





State “Gradings” For Motor Fuel Gasoline 


To Be Sold In 


The tentative minimum qual- 
ity standards for “premium” 
grade gasoline as established by 
the North Carolina Gasoline and 
Oil Inspection Board are as fol- 
lows, with the differences shown 
for the grades designated by the 
state board as “regular” and 
“motor”: 


1—Corrosion test. Method A. S 
T. M., D-130. A clean copper strip 
shall not show more than an ex- 
tremely slight discoloration when 
submerged in gasoline for 3 hours 
at 50°C. (122°F.). 

2—Sulfur—Method A. S. T. M. D- 
90. Sulfur shall not exceed 15%, 
(.15% is also specified for regular 
grade and .20% for motor grade). 

3—Vapor Pressure. Method A. S. 
T. M. D-323. The vapor pressure 
at 37.8°C. (100°F.) shall not ex- 
ceed 12 lbs. per square inch during 
the months of Nov., Dec., Jan., and 
Feb. The vapor pressure at 37.8 
C, (100°F.) shall not exceed 10 Ibs. 
per square inch during the months 
of March, April, May, June, July, 
Aug., Sept., and Oct. An additional 
1 lb. will be allowed on all samples 
taken from tank cars, wtaer ter- 
minals, tankers and barges. 

4—Octane Number, Method D-357. 
The Octane number shall not be 
less than 75. Samples from tank 
cars, barges, boats and water ter- 
minals shall not be less than 76. 
(Corresponding octane ratings for 
regular grade are 68 and 69; for 
the motor grade 60 and 61). 

5—Gum Content. Method D-381. 
The gum content shall not exceed 
10 mg. per 100 ml. Samples con- 
taining a non-volatile material such 
as solvenized oil shall be tested by 
methods satisfactory to the mar- 
keters of such products and the 
Gasoline & Oil Inspection Board. 
All marketers shall file the state- 
ment with the Gasoline & Oil In- 
spection Division, Dept. of Rev- 
enue, stating the brand of gasoline 
marketed in the State of North 


North Carolina 


Carolina containing non-volatile ma- 
terial. 

6—Distillation Range. Method A. 
S. T. M. During the months of 
Nov., Deec., Jan., and Feb., when 
the thermometer reads 650°C. (149 
F.) not less than 10% shall be 
evaporated. During the months of 
March, April, May, June, July, Aug., 
Sept., and Oct., when the thermome- 
ter reads 70°C. (158°F.) not less 
than 10% shall be evaporated. 

When the thermometer reads 125 
C. (257°F.) not less than 50% shall 
be evaporated. 

When the thermometer reads 180 
C. (356°F.) not less than 90°% shall 
be evaporated. 

The residue shall not 
The per cent evaporated shall be 
found by adding the distillation 
loss to the amount collected in the 
receiver at each specification tem- 
perature, 


exceed 


(The same distillation range is 
given for regular grade. For mo- 
tor grade the following range is 
specified: “When the thermometer 
reads 75°C. (167°F.) not less than 
105 shall be evaporated, when the 
thermometer reads 140°C (284°F.) 
not less than 50 per cent shall be 
evaporated, when the thermometer 
read 200°C. (392°F.) not less than 
90% shall be evaporated). 

7—North Carolina Premium grade 
gasoline shall be free from wa- 
ter and suspended matter. (Not 
contained in tentative specifications 
for regular and motor grades.) 

All tests shall be conducted in 
accordance with the most recent re- 
vision of the Standards Methods 
of the American Society for Test- 
ing Materials hereafter abbreviated 
as A. S. T. M. 

All gasoline containing tetra- 
ethyl lead shall be offered for sale 
only when all the regulations and 
recommendations of the United 
States Public Health Service regard- 
ing labeling of containers and dis- 
pensing systems have been complied 


, With. 


of the specifications recommen- 
ed, and report at a later session 
with the board’s recommenda- 
tions, based on the proposals 
of the industry and the results 
of the board’s study. Eventually 
this was what happened, and the 
subsequent session was held the 
same afternoon, but the Maxwell 
suggestion provoked some dis- 
cussion among the 100 or more 
oil men present. 


Most of the major companies 
suggested that there be only 
three grades of gasoline estab- 
lished and offered various desig- 
nations, such as “first, second 
and third grades,” “premium, 
regular and third” and “prem- 
ium, regular and motor.” 


Want Four Grades 


A number of independents, 


| however, headed by S. B. Brock- 


well, president of the Carolina 
Terminal, at Wilmington, and a 
statewide independent distribu- 
tor, said he thought’ there 
should be four state classifica- 


| tions: 


Brockwell contended that, in- 
asmuch as many independents 
have trouble getting leaded gas- 
oline to sell, the grades should 
be “premium, first, second and 
third” grades, so that the seller 
of non-leaded gasoline could 


|term his best grade “first grade.” 


The final draft of the specifica- 
tions provided for only three 
grades, however. 

Brockwell would have had all 
gasoline of 72 octane number 
and above designated “premium” 
grade; from 68 to 72, first grade; 
from 64 to 68, second grade, and 
from 60 to 64, third grade. No 
further grade would be needed, 
because, he said, North Caro- 
lina people don’t want gasoline 
below 60 octane number. 

Many major companies, in 
recommending only three 
grades, said they felt no mini- 
mum octane rating should be 
placed on third grade gasoline, 
their reason being that many 
ears of the vintage of 1932 or 
earlier, still on the highway, 
could operate with gasoline 
whose octane count mattered lit- 
tle, hence if would be of little 
benefit to their owners to pay 
the extra production costs neces- 
sary to suppliy motor fuel of 
specific octane number. 

After hearing all the sugges- 
tions, the hearing adjourned un- 
til three p.m., when Shankle, 
holder of a Ph. P. in chemistry 
and a former Duke University 
chemistry instructor, brought 
in the tentative specifications. 

About the only discussion of 
them was based on the 60 oc: 
tane count specified for “North 
Carolina Motor Grade Gasoline,” 
which some of the oil men at the 
hearing thought a bit high. 


However, Shankle produced tests 
made by his own laboratory and 
‘by other agencies to show that 


| so 
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most of the gasoline shipped into 
North Carolina could meet this 
test, and added he believed such 
a minimum was necessary, with 
which the board concurred. 
Since everyone con- 
cerned was complacent when the 
tentative specifications were an- 
nounced, except for the minor 


almost 


objections to the third grade rat- 
ing of 60 octane number, mem- 
bers of the board indicated that 
the chief purpose to be accom- 
plished by the grading specifica- 
tions would be elimination of 
“fiohting brands” of low octane 
rating 
of the companies ran in on the 


which they averred some 


pub! in case of a price war. 
Static must post their gaso- 


line according to the state speci- 


ficati under the law, either 
as “North Carolina Premium 
Grade Gasolins ‘North Caro- 
lino Regular Grade Gasoline,” 
ol : rth Carolina Moto1 
Grade Gasoline.” However, if 
the « ne ¢ of the gasoli 
th ivertise as one of the 
three erades i a few points 
ab th minimum for the 
prad they are not prohibited 
fro} aking this fact known. 
In posting big price signs in 
pub! ew, though, they must 
post 1 ; rth Carolina” grade 
m* u \ 
desc the “decaleo” signs 
wh » be used to desig- 
nate the pumps serving various 
pra les of gasoline will be issued 


by the board at the same time 
the formal specifications are is 


Slats. 
sue 


Phillips to Install 


6 Sweetening Units 


TULSA, Oct. 11. 
troleum Co. has 
fol con 
Pert copper sweetening units, 
five at its Borger, Texas, re- 
finery, and one at its Judkins 
natural gasoline plant at Odessa, 
Tex 

The five units at the 


will process 


vew Bureau 
Phillips Pe 
announced plans 


struction of six additional 


refinery 
the entire output of 
polymerized, cracked, vapor-re 
covery and straight-run gasoline 
and naphtha distillates. Com- 
pletion of additional thermal 
polymerization units and a gen 
eral increase in output of the 
plant made the additional units 
necessary. 

The unit, a liquid copper 
sweetening system, at the Odes- 
sa plant will process only ‘nat- 
ural gasoline for the present. 
When the thermal polymeriza- 
tion unit now under construction 
at Judkins is completed all prod- 
ucts will be treated by the unit. 

The process, a development 
of the Petroleum Enginecring 
Research Co. of Bartlesville, 
Okla., is now in use in more than 
20 refineries and natural gaso 
line plants 


Inviting Every 
State To Confer 


Upon Regulation 


BUFFALO, N. Y., Oct. 11.— 
Representatives of all 48 states 
will be invited to attend an inter- 
state meeting in November to 


discu state regulation or con- 
trol of the oil industry, Chair- 
man Harold B. Ehrlich of the 


New York State Joint Legisla- 
tive Committee to Investigate 
the Gasoline industry, author of 
the interstate meeting plan, has 

n The meeting prob- 
ably will be in Chicago, he said. 


nnounced. 


a 


Ehrlich conceived the idea of 
the meeting several months ago, 
after his commission had car- 
ried on its investigation of the 

jieum industry for more 
than a year. At first it was 
represen- 

tatives of those states which had 
regulatory or investigative 
odies concerned with the indus- 
ry. It has now been decided 
that letters of invitation will be 
sent to the evovernors of all 


pianned Invite only 


Interchange of Ideas 


It is the belief of Assembly- 


man Ehrlich that the meeting 
of representatives of govern- 
mental agencies concerned with 
the regulation of the petroleum 


industry will result in an in- 
terchange of ideas and informa- 
tion which will prove beneficial 
to every state. 

His committee has held exten- 
sive hearings over New York 
tate during its investigation into 
the structure of the petroleum 
industry, as have several other 
similar state commissions and 
boards, all with the purpose, of 
course, of recommending regu- 
latory legislation of some _ na- 


Aure. 


State agencies which had 
agreed to participate in the in- 
terstate meeting even before 
Ehrlich decided to invite repre- 
sentatives of all states to attend 
and join the discussion include: 

Oil industry investigation 
commission of the state of 
Pennsylvania; Virginia depart- 
ment of agriculture, which ad- 
ministers that state’s gasoline 
inspection law; New York de- 
partment of taxation and 
finance; Massachusetts depart- 
ment of labor and industries; 
New Jersey ‘division of motor 
fuels; Montana oil conservation 
board; New Mexico gasoline tax 
division; Vermont authorities; 
Michigan legislature, North Car- 
Olina gasoline and oil inspection 
board. 

In making known his plans for 
the interstate meeting, which 
might conceivably result in in- 
terstate compacts to control 


|marketing, Ehrlich said: “Our 
committee has formed some 
very definite conclusions, which 
will be reflected in legislation we 
will propose to the New York 
legislature at its next session.” 

It is Ehrlich’s belief that regu- 
lation of the industry should be 
national in character, or at least 
by groups of states articular- 
ly the consuming states—hence 
his belief that an interstate com- 
pact of consuming states may be 
the answer to all the “ills” 
which he says his committee has 
uncovered. 


Compact Formed 

Even before the _ interstate 
meeting, the investigative com- 
missions of New York and Penn- 
sylvania have agreed to work 
together in their probe of the oil 
industry. Last week Chairman 
Ehrlich and the chief counsel 
for his committee, Alger A. Wil- 
liams, also of Buffalo, called on 
Judge Ralph H. Smith, of Pitts- 
burgh, chairman of the oil indus- 
try investigation commission of 
Pennsylvania, and agreed on 
four major points of co-opera- 
tion. They are: 

1. Complete interchange of in- 
formation between the two 
groups. 

2. New York committee in- 
vited to all hearings of Penn- 
sylvania commission, and _ per- 
mitted to join in discussions and 
question witnesses. Same agree- 
ment as to visits of Pennsylvania 
commission to New York com- 
mittee hearings. 

3. Hearty concurrence on the 
part of the Pennsylvania group 
in the the interstate meeting 
plan proposed by Ehrlich. Chair- 
man Smith will join Ehrlich in 
issuing invitations to governors. 

4. Regardless of outcome of 
interstate, or national confer- 
ence, New York and Pennsyl- 
vania commissions will carry 
their investigations through to 
the enactment of legislation to 
“regulate the oil industry in the 
public interest.” 

Expressions of members of 
both committees have indicated 
they favor some sort of regula- 
tion of the industry, through 
licensing of stations, state es- 
tablished margins, state grading 
of gasoline sold and other meth- 
ods. 

Ehrlich also said his commit- 
tee is keeping close watch on 
proceedings at the “oil trial” 
at Madison, and may send a rep- 
resentative to the trial for the 
summations of counsel. He said 
the findings of the court at Madi- 
son may have some reflection in 
the recommendations the Ehr- 
lich committee makes to the 
New York state legislature next 
February or March. 

Ehrlich said he plans to hold 
at least four more hearings of 
his committee before the first of 
the year, all of them probably in 
New York City. 


Predict Single 
Gear Lubricant 


For Future Cars 


N. P. N. News Bureau 
TULSA, Oct. 9.—The viscosity 
characteristics of lubricating 
oils affects radically the per- 
formance of the oil, and of the 
bearing in which it is used, Dr. 
D. P. Barnard, Standard Oil Co. 
of Indiana technologist, told the 
Oklahoma section of the Ameri- 
can Chemical Society in its re: 
cent meeting here. In a full 
afternoon devoted primarily to 
lubricants and lubrication prob- 
lems, D. G. Freyermuth, Stand. 
ard Oil Co. of New Jersey, 
stated that it is very possible 
that within a short time a single 
lubricant may be availiable for 
ug® in all gears on the modern 
automobile. ; 
This trend toward the appli- 
cation of a single lubricant to 
all gear needs of the automo: 
bile, to replace the two or three 
or more now required is in the 
interest of simplicity and to 
avoid the need for supplying so 
many different lubricants with 
the consequent chance of con. 
fusion on the part of the serv: 
ice operator, and incorrect lu- 
brication of different parts, 
many technologists believe. 
Action of Lubricants 


Dr. Barnard showed a film 
demonstration of the principles 
and the action of lubricants in 
bearings, in which a glass bear: 
ing was used along with dyed 
lubricants to show the action 
of Bearing and lubricant during 
operation. Any action which 
tends to increase the film thick- 
ness of the oil in a bearing in- 
creases the load-carrying capac. 
ity of the lubricant and bearing, 
he showed. Thickening this 
film, however, also increases 
the friction coefficient. From a 
series of exhaustive tests, it 
has been found that, in an en- 
gine, or in bearings in good 
condition, the viscosity of the 
oil affects seriously the con 
sumption of oil under any 
given set of operating condi- 
tions; the higher the viscosity, 
the lower the consumption. 

However, the frictional drag 
on the bearing is so increased 
by the increased viscosity that 
the loss in available power more 
than offsets the oil saving, Dr. 
Barnard indicated. If an en: 
gine’s bearings are in bad con. 
dition, the difference in viscosity 
of different oils used has little 
effect on oil consumption, he 
found. 

The advantages of the hypoid 
gear which induced motor car 
manufacturers to adopt it 


are chiefly two, Freyermuth 
_showed; a lower center of 
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gravity for the car, making for 
greater driving safety at higher 
speeds, and the saving of manu- 
facturing cost which, in mak- 


ing many thousands of cars, | 
amounts to large sums. If 10 


cents can be saved in the cost 
of each car, the Chevrolet out- 


put costs may be reduced by | 


as much as $100,000 per year, 
he said. That the car maker 
can afford to pay five men $20,- 
000 each per year to save a 
dime was his way of illustrat- 
ing the importance of seemingly 
small items. 

Nine types of hypoid com- 
pounding agents were discussed 
by Freyermuth, including sul- 
fur, lead soaps, chlorine com- 
pounds, phosphoric esters and 
fatty materials. Of these, ex- 
perience has shown that sulfur 
and lead together produce the 
best hypoid lubricant so far 
manufactured. Present hypoid 
of E. P. testing machines do 
not appear to rate chlorine- 
containing lubricants correctly, 
to correspond with performance 
of these products in service. A 
new ball bearing wear test, to 
determine the rate or compara- 
tive rate of wear of. gears by 
E. P. and hypoid lubricants, is 


being developed, he said, with | 


the hope that means may be 
obtained for the investigation 
of wear, its causes and preven- 
tion with these compounds. 


Light Oils from Heavy Stocks 


Light neutral oils may be pro- 
duced from heavier stocks such 
as cylinder stocks, by carefully 


controlled cracking of the stocks | 


at very low pressures, W. L. 
Nelson of the Petroleum En- 
gineering department of the 
University of Tulsa showed. 
The nature of the cracked prod- 
ucts may be varied widely de- 
pending on the pressures used, 
he said, products varying from 
gasoline and kerosine at higher 
pressures to neutrals at around 
20-22 millimeters of mercury, 
absolute pressure. Nelson 
showed how a heavy stock of 
80 viscosity at 210 F. was 
cracked to yield 95.3 per cent of 
distillate of 153 Saybolt at 100 
F., and 45 seconds Saybolt at 
210 F. without appreciably 
changing the viscosity index 
which for the charge was 102, 
and for the distillate 100. 


Promoted By Shell 


NEW YORK, Oct. 11.—Joseph 
H. Lee, who joined the Shell Oil 
Co. in 1924, has been made as- 
sistant manager of the lubricat- 
ing department of the Shell 
Union Oil Corp. He replaces 
A. T. Doane, who has been made 
sales manager of the company’s 
eastern division, with head- 
quarters at Boston. 

Mr. Lee has sold lubricating 
oil on the Pacific Coast and in 
Hawaii for the Shell Oil Co. and 
has recently been area manager 
at Oakland, Cal. 


{ 
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By STAFF WRITER 
OLD POINT COMFORT, Va., 
‘Oct. 9.—A discussion of legisla- 
i\tive trends affecting the oil mar- 
keting industry and their possi- 
ible economic effect, by Edwin S. 
|Hall, general counsel for Stand- 
lard Oil Co. of New Jersey, fea- 
tured the meeting of the Virginia 
Oil Mens Assn. here Oct. 7 and 8. 


In introducing his talk, Hall 
referred back to a meeting of 
Virginia oil marketers held early 
in 1927, in which the first at- 
tempt was made to draft a code 
of trade practices applying to 
the marketing of oil products. 


“The last time I appeared at 
‘a gathering of oil men initiated 
by the Virginia Oil Mens Assn. 
there was started a succession of 
events which have had a pro- 
found effect on the oil industry 
in Virginia and throughout the 
nation,” he said. 


“Tt is indeed difficult to de- 

termine what has been the effect 
on our economics, and perhaps 
on our civilization, of a move: 
ment started by a group of men 
in Richmond who had so little, 
if any, appreciation of the conse- 
;|quences of what they were do- 
ing.” 
Hall pointed out that today 
;|many movements are being sug- 
gested by men who may little 
|appreciate what may be their 
ultimate effect on the oil mar: 
keting industry and the men en- 
gaged in it. 


Social Security 


He went on to discuss various 
types of legislation with which 
‘the oil industry is now confront- 
ed. He touched first on the So- 
'cial Security laws, declaring that 
'the apparent tendency on the 
part of administrative author- 
|ities to extend the definition of 
“employer” beyond heretofore 
/known limits may be traced 
back to the authorities’ believing 


|it would be easier to look to only , 


|50 or 100 companies for reports, 
instead of doing business with a 
| thousand or more scattered com- 
panies. 

At first glance, he pointed out, 
bulk plant commission agents, 
\distributors, service station 
\lessees, dealers, and so on may 
think their interests will be 
‘served by passing on to their 
\supplier the burden of making 
ithe many reports required by the 
social security laws, but, he con- 
| tinued: 
| “They must recognize that, 
in order to make the reports, 
‘the supplier must have from 
\them a great amount of infor- 


Uncertain Course Of Legislative Trends 
Is Discussed By Virginia Marketers 





mation about their costs, pay- 
rolls, etc., and it will not be long 
before the supplier will be bet- 
ter informed concerning their 
profits than he is at present. 
What would then happen to com- 
missions, margins, rentals, etc. 
I may leave to your imagina- 
tion.” 

Hall asserted that the return 
of company stations to individ- 
ual management, brought about 
by the chain store laws, has had 
the effect of unstabilizing the 
market. “I doubt if those deal- 





Birthplace 
Of the Oil Code 


OLD POINT COMFORT, 
Va., Oct. 9.—In Richmond, 
in this state, over 10 years 
ago, the meeting was held 
at which the first effort was 
made to draft a code of mar- 
keting practices for the oil 


industry. This fact was 
commented upon, at, the 
convention here this week 


of Virginia oil men, in con- 
nection with legislation, ex- 
isting and pending, by 
which it is now hoped to 
regulate oil marketing. 

At a meeting on May 25, 
1927, a representative of the 
Federal Trade Commission, 
from Washington, heard 
complaints of independent 
distributors against the ma- 
jor oil companies. 

A committee was ap- 
pointed, made up of rep- 
resentatives of both inde- 
pendents and major com- 
panies. Its ideas were pre- 
sented to the Virginia Oil 
Mens Assn. June 11. The 
need for wider application 
of a marketing code was 
recognized and later a na- 
tional code was considered. 











ers who supported the chain 
store legislation could be con-| 
vinced that the removal of the 
stabilizing influence of company 
operation of service stations has | 
been beneficial to them,” he 
added. 


Fair Trade Laws 


Suppliers cannot take the 
responsibility of fixing the re-| 
tail prices at which their cus- 
tomers resell, as contemplated 
by the fair trade acts passed by | 
some 42 state legislatures, the | 
speaker said. As reasons he} 
cited the different costs of op- 
eration of different outlets; | 


\line dealers to obtain 


different “volume” products at 
varying stations, which will al- 
low one dealer to sell one prod- 
uct at a lower margin than his 
neighbor; possibility of endless 
investigations of dealer price- 
cutting upon complaints from 
other dealers; and the great dif- 
ficulty of enforcing resale price 
maintenance centracts. 


Hall took up also the laws 
now on the books of several 
states prohibiting below-cost 


sales, and expressed doubt of 
the ability of a complaining 
dealer to prove to a “legal cer- 
tainty” his neighbor's costs of 
merchandise and of doing busi- 
ness. 

Licensing of Stations 


As for proposals to license 
filling stations to keep down 
their ever-growing numbers, 
Hall said none of the _ pro- 


ponents of such regulations has 
ventured any rule to guide the 
official who is vested with the 
power of granting or refusing 
the license. “In the absence of 
such guiding rule, the issuance 
of a license or certificate be- 
comes a matter of political 
favor,” he said. 

Price posting laws have not 
been in effect long enough to 
determine what their results 
will be, he contended. State 
price-fixing of gasoline is “not 
a legal possibility,” Hall said, 
citing the U. S. Supreme Court 
decision several years ago out- 
lawing the Tennessee law which 
would have required all gaso- 
a state 
license and at the same time 
empowered the licensing offi- 
cial to refuse a license if the 
price did not satisfy the official. 
In making this statement, Hall 
said he assumed “the Supreme 
Court will feel itself bound by 
that recent decision.” 


State Specifications 


Effective and proposed state 
laws requiring state grading of 
gasoline and other’ products 
may have the effect of halting, 
or at least slowing down, re- 
fining progress, since _ the 
tendency may be just to get 
within the state specifications 
and make no efforts toward bet- 
ter products, in Hall’s opinion. 

On the other hand, if refinery 
progress continues to move 
ahead, the grades of gasoline 
generally marketed will become 
better and better, and the state 
grades will become virtually 
meaningless, as another pos- 
sibility. 

Another speaker at the an- 
nual fall convention of the 

(Continued on page 31) 
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Defense Statements In Trial 


Ended In Oct. 7 P. M. Session 


(Continued from 
for the P. and C. 
giving the latter’s opinion on 
Ickes’ letter of July 20, 1934. 

Judge Stone advised Donovan 
to defer reading the letter “for 
the 
sumed, 


page 21) 


Committee, 


time Donovan re- 
the Titus 


letter assured Arnott that Ickes’ 


being 
stating that 


letter was “complete protection 
to Mr. Afnott 


tee to negotiate in all reasonable 


and his commit- 


activities to restore prices to 


normal levels.” 

During the argument, Lewin, 
government attorney, told the 
court Ickes’ letter doesn’t refer 
in one iota to anything charged 
in the indictment. 

Donovan then launched into 
an account of conditions facing 
Arnott and his _ stabilization 
committee. He said price wars, 
spreading in the wake of “hot 
gasoline’, had caused jobbers 
and dealers to suffer along with 
refine) 

Larger 
their 
them protection against de 
pressed prices, even though it 
meant selling at a loss, he .add- 


companies, to 


iobbers in 


keep 


business, gave 


ed. With this “umbrella” the 
major companies took away 
many outlets from the inde 
pendent refiners. 

Refiners “Desperate” 

By the fall of 1934, independ 
ent refiners were geiting des 
perate and, after a meeting Dec. 
20, 1934, at Wichita, Kans., they 
telegraphed Arnott for help, 
Donovan said. A meeting was 
called in Chicago Jan. 4 and 5 
1936, and the .“tank car sta 
bilization committee” was set 


up to check price. wars which 
he said had spread throughout 
the Mid-Continent area. 

Some members of the com- 
mittee expressed opposition to 
a buying program “like that 
used by the government in the 
preceding months”, saying it 
would also fail, Donovan added. 

Then it was suggested, he 
continued, that the major com 
panies buy only if they needed 
gasoline and purchase from re- 
finers having “distress” 


gaso- 
line on their hands. 


“No Buying Pool” 


“There was 


not to be any 
pool buying 


and there was 
none, no contractual agree. 
ments, no set amount to be 
bought, and price was to be a 
matter to be settled between 
each purchaser and each seller,” 


Donovan explained. “It was sug: | 


gested, however, that instead of 
these companies taking advan- 
tage of the small refiner’s sit- 
uation, the buying should be at 
the going market instead of at 
distress prices.” 

Later, a “mechanical subcom- 


mittee” was set up to keep the | 


major companies advised as to 
any independent refiners having 
surplus gasoline they needed to 
move, he added. 

With the coming of the Con- 
nally Law, on March 1, 1935, 
replacing Section 9-C of the 
NIRA, knocked out by the U. S. 
Supreme Court, Arnott became 
convinced, according 
van, that 
from East 
stopped. 

“So, unders these circum- 
stances purchasing in the Mid- 
Continent was commenced,” 
Donovan explained. 


Texas would be 


Donovan paused at this point 
to state that, during the period 
of the “buying activity”, refin- 
ery prices rose, to 
about the “parity level at which 
the government had been seek- 
ing by one expedient after an- 
other to restore them for a year 


gasoline 


and a half.’ But they never 
could have reached that level 
except for the Connally law; re- 
viving demand for gasoline also 
contributed, he added. How 
much, if any, the buying pro- 


eram contributed, is not known, 
he said. 


“Selling Program” 


The so-called East Texas buy- 
ing program, according to Don- 
ovan, was,really a “selling pro- 
gram” sponsored by the: East 
Texas Refiners Marketing Assn., 
whieh was organized to sell to 
refiners, brokers and jobbers. 
The East Texas refiners enlisted 
the aid of Neil Buckley, Cities 
Service Export Oil Co. employe, 
to intercede for them with the 
major companies. 

Buckley went to Arnott and 
convinced him that the East 
Texas refiners ‘wanted to go 
straight” and that they should 
be helped by the purchase of 


their distress gasoline by the 
major companies, Donovan 
added. 


“These facts will be proved 
witnesses, many of them still 
in the employ of the govern- 
ment and by documents from 
the files of the Interior Depart- 
ment,” the defense counsel 
added. 

Donovan gave two reasons 
why the “buying program and 


to Dono-| 
“hot” oil shipments | 


‘the selling program continued’ 
for approximately eight months | 


after the Schechter decision 
| held the NIRA unlawful.” 
“First, it was a proper and 
legitimate thing to do, and jus- 
tified by the condition of the 


of no code or Recovery Act,” 
he said. 


“Second, the object and pur- 
poses of the NIRA were just 
as desirable after the Schechter 
decision as before, with the 
President of the U. S., Secretary 
Ickes and NRA officials re- 
peatedly pointing out to the in- 
dustry its moral responsibility 
to maintain the gains estab. 
lished under the code,” he 
added. 


Donovan concluded his state- 
ment with further emphasis on 
what the defense counsel re- 
gards as the government’s con- 
nection with the buying activi- 
ties of the defendant companies. 
This concluded the morning ses- 
sion of Oct. 7. 


At the opening of the after- 
noon session Oct. 7, Chaffetz, 
government attorney, sought 
vainly for permission to make 
an additional statement point- 
ing out what proof the govern. 
ment will offer concerning mat- 
ters mentioned by Donovan. 


Lawton Makes Statement 


Then, General S. T. Lawton, 
attorney for the Chicago Jour- 
nal of Commerce, one of the 
trade journal defendants ac- 
cused of publishing “false” 
prices, launched his opening 
statement. 

He explained that the Journal 
was “not really an oil paper” 
but only published oil news 
along with many other items. 
He said that the Journal does 
not purport to state what oil 
transactions took place or that 
any at all took place; but simp- 
ly the prices at which refiners 
were willing to sell at. Because 
there were no sales, he added, 
would not necessarily mean 
there were no “ruling prices” 
to jobbers and commercial con- 
sumers such as the Journal 
publishes. 

He explained the practice of 
basing contracts on the price 
quotations published in the 
Journal, pointing out that the 
publication did not solicit it nor 
yet has it the right to object 
to such a practice. It is a fixed 
policy of the Journal to inves- 
tigate market trends and all 
available data before arriving at 
its prices, according to Lawton. 

“There may have been sales 
ievery day below or above the 
Journal’s low or high, respec- 
tively, but Keith Fanshier, the 
petroleum editor, had to take 
;quantity, quality and all the 
\cireumstances into considera- 
tion,” Lawton -said. “He tried to 


industry, needing the sanction 


| oil 


picture the healthy market — 
the Jarge bulk of the spot trans- 
actions between buyer and 
seller.” 


Challenges Prosecution 


The Journal kept the public 
advised of what was going on 
in the oil industry, including 


'the so-called buying programs, 


Lawton declared. He challenged 
the government to show that 
the Journal’s editor or any one 
connected with it, ever agreed 
to publish the prices paid by 
the major companies as jobbe1 
prices. 

Lawton and Lewin, govern- 
ment counsel, tangled in an ar- 
gument over what was_ the 
charge against the trade jour- 
nals, with Lewin explaining his 
view. 

If the prices were forced up- 
ward because of the defendant 
companies’ activities, the 
Journal couldn’t be blamed for 
it, Lawton said. The Journal 
didn’t create the price, and it 


|couldn’t change them; it merely 


reported the prices as it found 
them, he concluded. 

Last opening defense state- 
ment was by Maurice F. Han- 


ning, Cleveland, representing 
Warren C. Platt, Cleveland, 


NATIONAL PETROLEUM NEWS and 
Platt’s Oilgram. He told of the 
origin of N. P. N. in 1909 and 


how the Oilgram was_ estab- 
lished in response to a demand 
in the industry for short, 


telegraphic communications on 
market conditions. 


Oilgram Prices 

Hanning emphasized that the 
Oilgram prices were simply the 
publisher’s opinion of what the 
spot market was for that day, 
based on many telephone calls 
seeking information from buy- 
ers and sellers. 

“The evidence will show,” 
Hanning told the jury, “that 
we never sat in a meeting with 
the other defendants, neve1 
combined or conspired with 
them, never entered into agree- 
ments of any kind, and that 
we have not been guilty of any 
offense, regardless of what any 
of the other defendants may 
have done.” 


Sellers may have exaggerated 
their prices and buyers may 
have failed to state accurately 
the prices at which they bought, 
Hanning pointed out, but in 
spite of this “we have done 
our best to gather all the in- 
formation available and arrive 
at an honest opinion of the go- 
ing market price and publish 
it.” He said that prices paid by 
the major companies were not 
taken into consideration. 

Mr. Platt has no quarrel with 
anybody in the industry, Han- 
ning said, pointing out that as 
editor and publisher of the 


weekly and daily oil publica- 
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First Witness on Stand Morning of Oet. & 


tions, he has criticized alike 
major companies, refiners and 
jobbers, and others in the in- 
dustry. 7 

Turning to the remark of 
government counsel that suc- 
cess of the so-called buying 
programs would have meant 
death to the jobbers, Hanning 
said that “by far the majority” 
of the subscribers to NATIONAL 
PETROLEUM NEWS are jobbers. 


Would Be “Suicide” 


“Gentlemen of the jury,” he 
said slowly and_ deliberately, 
“death for the jobber would 
have meant our death. And yet, 
here we are, charged with a 
‘conspiracy’ to do something 
which they say would kill the 
jobbers, and which would have 
been suicide for us. 


“It has always been a mys- 
tery,” the attorney for the Platt 
defendants concluded, “why we 
were indicted. After all that has 
been said, it is still a mystery. 
And I am sure that, when all 
the evidence is in, it will be a 
mystery to you, gentlemen of 
the jury, why my defendants 
are involved in this lawsuit.” 


Beroth First Witness 


This completed the afternoon 
session Oct. 7 and cleared the 
decks for the first witness to 
appear the morning of Oct. 8. 
He was Carl O. Beroth, Chi- 
cago, of Acme Petroleum Co. 

Beroth, known in the trade 
as a “broker”, was questioned 
by Lewin, government attorney, 
to bring out much background 
evidence about production, re- 
fining, pipeline transportation 
and marketing for benefit of the 
jury. Beroth said he subscribed 
to the Chicago Journal of Com- 
merce and NATIONAL PETROLEUM 
News, but not Platt’s Oilgram. 

Describing the market trend, 
Beroth said that, beginning with 
March 1, 1935, (approximate 
date of the conspiracy alleged 
in the indictment) the price he 
paid for U. S. Motor gasoline 
started up from 3.125 cents to 
1.25 cents f.o.b. Group 3, and 
that, during the same time, the 
Chicago Journal of Commerce 
advanced from 0.25 cent to 0.375 
cent and 0.625 cent higher than 
he paid. 


Says Market Stationary 


From June to Cetober, 1935, 
the market was practically sta 
tionary; during November and 
December, 1935, and January, 
1936, there was greater fluctua- 
tion and “we were able to buy 
at 0.625 cent under the low of 
the Journal.” During that time 
there was little variation in the 
Journal’s prices, he testified. 

In January, 1936, about the 


time crude oil prices advanced, 
the spot market gasoline price 
went up 0.5 cent and continued 
without a break until May, 
when it was revealed that he, 
Beroth, had appeared before the 
Madison grand jury, Beroth 
said. 

“We never to my knowledge 
purchased one pint of ‘hot’ oil,” 
he stated in reply to a question 
by Lewin. 

By a long series of questions, 
Lewin. took Beroth through the 
list of East Texas and Mid-Con- 
tinent independent refiners men- 
tioned in the indictment, al- 
though not as defendants. Ber- 
oth testified that in 1935 and 
1936 he had tried to buy gaso- 
line from many of these refin- 
ers but allegedly was told that 
they were “sold up”, having 
made large sales to the majors 

Defense counsel repeatedly, 
but vainly, objected to questions 
and answers during the exam- 
ination of Beroth, particularly 
his statement ‘“‘we couldn’t get 
gasoline because of the major 
companies’ buying program.” 
Beroth gave this, and the in- 
creasing number of jobbers con- 
tracting for their supply, as the 
reasons for his loss of business. 


Clash Over N. O. M. A. 


Still another clash between 
counsel was precipitated by 
questioning of Beroth about 
what the National Oil Market 
ers’ Assn., to which he belongs, 
had done about his complaints 
against the major companies. 
When _ Donovan 
Chaffetz jumped up 
that Donovan in his opening 
statement had _ characterized 
these people as “ ‘hot’ oil mar- 
keters”. He asked if Donovan 
wanted to withdraw the state- 
ment; but Donovan said he 
would withdraw nothing. 
Beroth, continuing, said 
Paul E. Hadlick, secretary of 
the N. O. M. A. at Washington, 
had gone to the Department of 
Justice on behalf of independ- 
ent marketers’ complaints 
against major. company buying. 


objected, 


and said 


that 


Beroth Cross-Examined 


At this. point, with the after 
noon session of Oct. 8 about half 
gone, Lewin turned over Ber- 
oth to Donovan for cross-exam 
ination. 

Donovan asked the Chicago 
broker a lot of questions about 
production, refining and other 
branches of the industry. 

Questioned about “false tend 
Beroth said he knew noth- 
ing about them. Asked about 
the lowest price at which he had 
purchased gasoline, the witness 
said 2.125 cents in the early days 
of the East Texas field, when 


ers, 


crude was at 10 to 
barrel. 


15 cents a 


By his questions Donovan im- 
plied that refiners setting up 
their own sales offices and the 
inroads of oil co-operatives on 
jobbers’ gallonage might have 
been.responsible for the witness’ 
loss of business in the last few 
years. 

Donovan brought out that 
Beroth had not contacted some 
of the East Texas refiners for 
gasoline. For several of these 
cases, the witness gave as his 
reason his belief that they were 
“small outfits” or “not respon 
sible”. 

Beroth, replying to a ques- 
tion, said “we knew if a bill of 
lading came through, it was on 
a federal tender.” Pressed on 
this point, he said he knew this 
only from a rubber stamp on 
the bill of lading, which went 
on to the jobber when the gaso- 
line was sold. 

Here the cross-examination 
was suspended and the trial was 
recessed at 3:45 p.m., Oct. 8 
to reconvene on Oct. 11. 


Cross-Examination Oct. 11 


When the court reconvened 
the morning of Oct. 11, Dono- 
van took up where he had left 
off Oet. 8 in his cross-examin- 
ation of Beroth. 

Defense counsel went through 
a long list of East Texas re- 
finers, 40 or 50 in number. 
Beroth said he had never heard 
of many of them; others he ad- 
mitted he had not contacted to 
buy gasoline. 

Frequently Donovan asked 
the witness if he knew that 
a certain refinery was not oper- 
ating on federal tenders during 
a certain period, implying that 
the refiner was not operating 
on legally-produced crude oil. 
To Beroth’s negative reply, 
Donovan would add, “And you 
wouldn’t have bought from 
them if you had known they 
were not operating on federal 
tenders?” 

Beroth said he wouldn’t have, 
adding “if they couldn’t supply 
a bill of lading, we didn’t buy 
from them.” He pointed out also 
that he had not always pur- 
chased direct, sometimes buy- 
ing through another broker and 
consequently did not know 
where the gasoline came from. 

Donovan pointed out that the 
fact that East Texas re- 
finers were not operating on 
federal tenders would explain 
in some measure why Beroth 
couldn’t buy from them. 


some 


The witness frequently stated 
that he could not answer the 
question without consulting 
records in his Chicago office. 


~ ———- | 


Judge Stone finally interposed 
to say that it would be more 
satisfactory if the witness 
would bring in his records and 
testify from them. The jurist 
directed counsel to prepare a 
list of data. they wanted Beroth 
to submit. 


Beroth Subpoenaed 


Beroth then revealed that a 
subpoena had been served on 
him in the courtroom Oct. 7 on 
behalf of the defense directing 
him to produce letters, tele- 
grams and other data amount- 
ing to some 40,000 pieces which 
he said would require four 
weeks to dig out. 

Donovan agreed to prepare a 
list of data desired from Beroth 
but protested that the response 
to the subpoena should not be 
limited. 

On several occasions, when 
Beroth had “never heard of,” 
or couldn’t recall contacting, a 
particular refiner, Donovan 
would cite a definite number of 
cars and a specific date, asking 
the Chieago broker if he recol- 
lected that. But the witness re- 
plied he would have to consult 
his records. 


Broker Buys For Less 


Donovan reiterated the point 
that perhaps some _ refiners 
would not sell to Beroth because 
they knew that they would have 
to sell to the broker at less than 
the price to jobbers. Beroth 
agreed that “if a refiner has 
sufficient jobber outlets he 
doesn’t need to go to brokers.” 

The witness denied that he 
knew Waggoner Refining Co. 
had arranged for an exclusive 
sales agency in certain states 
where the Chicago broker made 
tank car sales. 

On Oct. 8, Beroth testified 
that, during 1935 and 1936, the 
Waggoner company was “in on 
a so-called, major buying pro- 
gram, and several times we 
could not get the quantities we 
needed.” - oi 

Once cross-exXam- 
ination, 


auring tne 


Beroth corrected Done 
van, pointing out that he, Be- 
roth, had not testified that he 


couldn’t purchase any gasoline 
during the period of the alleged 
conspiracy but that he could 
not buy sufficient quantities. 
Resuming again after the 
noon recess Oct. 11, Donovan 
questioned Beroth at length 
about the Texas proration law. 


The witness could’ recollect 
little, declaring “we didn’t 
think it important enough in 


our business to remember those 
things.” 

“We were interested only in 
the buying of legal gasoline,” 


he said later. 


No Recollection 


Donovan 
fresh the 


tried vainly to rFe- 
witness’ recollection 


regarding the volume of “hot” 
regula- 
gasoline 


federal 
and 


oil production, 
tions, crude oil 
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\dent of the Wisconsin Petrole- 
‘um Assn. and a director of the 
| National Oil Marketers Assn. 


First Jobber Testifies Morning of Oct. 12 


price changes, and other fac- 
tors affecting the trend of the 
market. Defense counsel hand- 
ed him clippings from the Chi- 
cago Journal of Commerce 
which Beroth had testified he 
“read every day” but they did 
not help him recollect. 

To Donovan’s questions about 
the tender board system set up 
in the fall of 1934 under Section 
9-C of NIRA, Beroth replied 
that he had not known of any 
restrictions on shipment of 
“hot” oil out of Texas, prior to 
enactment of the Connally law. 


Cost of Gasoline 


Donovan tried to question the 
witness as to whether he- knew 
he was buying gasoline for less 
than the cost of a refiner oper- 
ating on legal crude according 
to a “rough formula” in the in- 
dustry to the effect that gaso- 
line should be 5 cents with 
crude at a dollar. Judge Stone 
shut Donovan off, supporting 
the government’s objections 
that Beroth was not qualified 
to testify on refiners’ costs. 

There were scores of other 
questions but the witness could 
recollect little of the informa- 
tion sought. 

Donovan ended his cross-ex- 
amination until Beroth pro- 
duces his records and govern- 
ment counsel reserved their re- 
direct examination until the de- 
fense is finished. 

The sessions for Oct. 11 ended 
with Herbert C. Hale, court 
clerk on the stand to identify 
about 350 documents in _ his 
custody. 

First jobber witness to be 
called by the government took 


the stand at the opening of the! 


Oct. 12 morning session. He 
was Walter H. Wingrove, Win- 
grove Oil Co., Sheboygan, Wis. 
Government questioning was 
by Hammond E. Chaffetz. 

After general questions about 
his own business and the func- 
tion of the oil jobber generally, 
Wingrove was asked to tell 
about his contract. 

Donovan objected to the wit- 
ness mentioning “Barnsdall Re- 
fineries, Inc.,” contending that 
this company is not named in 
the indictment. Judge Stone 
overruled him, leaving the 
status of the Barnsdall defend- 
ant to be determined later. 

Wingrove explained that the 
price basis in his contract was 
the average of the high and the 
low price published by the Chi- 
cago Journal of Commerce, 
with a marginal protection 
clause based on the Standard of 
Indiana’s posted service station 
price. 

Wingrove said he entered into 
a new contract with The Texas 


Co., which is also a defendant, | 


in 1936, after contacting several 
other companies. 

Donovan also objected, but 
futilely, to introduction in evi- 
dence of the Texaco contract, 
saying among other arguments, 
that it was not in furtherance 
of the conspiracy alleged in the 
indictment. 

Chaffetz replied that the con- 
tracts showed “effect of the con- 
spiracy.” 

Much time was devoted to ex- 
plaining in “simple language” 
to the jury what was meant by 
the split marginal protection of 
this contract. 

Wingrove, explaining why he 
bought from a major company, 
said this gave him an assured 
source of supply and that an 
advertised: brand has better con- 
sumer acceptance. He said that 
he didn’t make a “reasonable 
profit” in 1935 and 1936 and 
decided to try and get a better 
contract. 

Repeated objections were in- 
terposed by Donovan to ques- 
tions about this matter. 


Chaffetz led the witness 
through a list of companies he 


| He said they offered to be “more | been 


had contacted in an effort to get | 


a “better deal” 
Barnsdall contract. 


than in his 


tain Mid-Continent 
Corp. 
could offer him only a contract 
“identical” with that offered by 
other companies, but that they 
would take care of him on local 
advertising. 

This brought immediate ob- 
jection from Donovan, who de- 
clared that it stated a “conclu- 
sion” 
contracts was no evidence of 


Petroleum 


the conspiracy alleged in the | 


indictment. 


Before the witness went on to 
relate his experience in con- 
tacting the Sinclair company, 
Judge Stone interposed to ask 
what the Sheboygan jobber had 
finally done. 


Texaco Finally Sold Him 


“Well,” Wingrove _ replied, 


the Sinclair official. He said the | 


Sinclair man told him 
know what 
hiss 
Donovan again objected and 
Chaffetz told the court that the 
prosecution would show that 
the “uniformity of contracts” 
was well-known in the industry 
and, he added, consequently was 
known to the “conspirators.” 
Donovan jumped up to pro- 
test the government counsel’s 


“you 
jobber contracts 


use of the word “conspirators.” | 


Wingrove Cross Examined 


At this point, the witness was 
turned over to Col. Donovan for 


|cross-examination. 


Donovan questioned the job- 


_ber at length about the marginal 
protection features of his con- 


tract, bringing out that, because 


,of this provision, there was a 
‘debit of $8000 to $10,000 on the 


Barnsdall books against Win- 
grove, which was charged off 
at the completion of the con- 
tract. 


He also brought out that Win- 


“It was just a slip of the 
tongue,” Judge Stone replied, 
“he meant defendants.” 
Wingrove went on to say that 
he had also contacted Anderson- 


igrove’s gallonage, now about 
1,250,000 a year, had been ex- 
panded 25 per cent because, on 
his change-over to Texaco, the 
‘company had turned over to 


Prichard, regarding a jobber him its dealer accounts in She- 
contract. | boygan. 
When Wingrove came tO; Donovan’s_ cross-examination 


“Tide Water’, defense counsel |of Wingrove lasted only a few 
and the prosecution tangled in| minutes in contrast to the five 
an argument as to whether the |or six hours spent in cross-ex- 
present company is a new com- | amining the first witness, Carl 
pany or the successor to the one | Beroth, Chicago broker. 
named in the indictment. On redirect examination by 
Wingrove said he had also Chaffetz, Wingrove _ testified 
talked with Barnsdall officials that, in spite of his increased 
about getting a “better deal”.|gallonage, his net profits have 
“steadily” declining be- 
liberal” with local advertising |cause of a smaller margin, 
but that he understood the con-| which he said was around the 


| tract would be the same. Again 
| Donovan objected. 
Wingrove testified that cer- | 


officials had said they} 


Chicago Journal of Commerce |C€SS, 


Telling about the contract he 


had made with The Texas Co., | 


Wingrove said that the contract 
form provided for an average 
of the prices “published by the 


‘and Platt’s Oilgram, Tulsa edi- 
tion.” At his insistence, the ref- 


and that uniformity in| 


‘asked Win grove, 


“The Texaco man finally sold | 


me on the idea that his com- 
pany’s product has greater con- 
sumer acceptance.” 

Resuming after a 15-minute 
recess, Wingrove said that a 
Sinclair official at 
whose name he didn’t recall, 
told the jobber that his com- 
pany’s contract was the same 
as other major oil companies’ 
contracts. 

Judge Stone sustained Dono- 
van’s. objection to this testi- 
mony. 

The witness then testified as 
to the alleged conversation with 


erence to Platt’s Oilgram was 
stricken “because I didn’t know 
anything about a Tulsa edi- 
tion,” he said. 


Asked About “Hot” 
“Do you’ know,” 


Oil 
Chaffetz 
“whether to 
the best of your knowledge you 
have ever sold gasoline made 
from ‘hot’ oil?” 

Wingrove thought a moment 


and then replied: 


“If we have, it was shipped 
to us by a major oil company.” 

This brought Donovan to his 
feet, objecting. Judge Stone di- 
rected that the witness’ answer 
be stricken from the record. 

“You mean,” Chaffetz said to 


Wingrove, “that you were buy- 


Chicago, | 


ing all your gasoline from ma- 
jor companies?” 

The witness could not recall 
all exact shipping points of the 
gasoline he had purchased under 
his Barnsdall and Texaco con- 
tracts. 

“You better check up on your 
invoices and come here pre- 
pared to testify,” Judge Stone 
admonished the witness. 

Government counsel brought 
out that Wingrove was presi- 


minimum set in the contract 
and was “insufficient”. 


| Recess Until Two P.M. 


_ Thereupon Judge Stone called 
‘a recess until two p.m. 
Resuming after the noon re- 
Wingrove testified his 
|gross margin now was 5.5 cents, 
‘of which he gives 3.5 cents to 
|his dealers. 

| General S. T. Lawton, repre- 
senting the Chicago Journal of 
|\Commerce, then asked a few 
\questions about the \price pro- 
‘visions in Wingrove’s contract. 
Then the next witness was 
called. Elmer H. Pedley, Ken- 
osha, Wis., of D. B. Pedley & 
‘Sons Co., an independent job- 
|bing business owned entirely by 
|the witness. 

| Donovan objected to the in- 
troduction of Pedley’s contract 
\with Mid-Continent Petroleum 
‘Corp., another defendant. He 
said that it was not shown that 
the contract was the result of 
‘an “agreement”, that it was no 
evidence of any conspiracy, not 
binding on any of the defend- 
ants — certainly not on any 
but parties to the contract, and 
was not within the allegations 
of the indictment. 

This was the same objection 
Donovan had made to previous 
contracts offered in evidence. 
Judge Stone again overruled 
Donovan. 

Pedley’s contract was based 
on the average of the high and 
low prices as published by the 

(Continued on page 32) 
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Laws To Check 
Economic Evils 


May Boomerang 


(Continued from page 24) 
from a noose of their own mak- 
ing and the odds are against 
them, he said; “for once you 
get a law or regulation on the 
books it is mighty difficult to 
get it off”. y 

“Regulation also has a way 
of growing and expanding”, El- 
dean said. “Starting with a sim- 
ple situation dealing with a lim- 
ited problem it soon adds a lit- 
tle here and some more there 
until before long it is a sprawl- 
ing giant. In this connection 
we cannot blame all of this on 
the administrative authorities. I 
have jfalked with many officials 
in public administration and 
they frequently complain that 
business itself brings first this 
problem and then complains 
about another situation and 
isks officials to go into all 
kinds of matters.’ 


“Powerful Medicine” 


Admitting that regulation of 
business may be helpful under 
certain circumstances, Eldean 
said that, “like powerful medi- 
cine, its indiscriminate applica- 
tion may lame, blind, or kill 
many strong patients. It is the 
treatment reserved not for ev- 
eryday application. There are 
two different types of regula- 
tion. Putting a splint on a man’s 
foot is necessary and helpful, 
but keeping him forever’ on 
crutches when no longer needed 
may atrophy and-:render the 
limb useless. Regulation which 
proceeds beyond the splint stage 
to a continuing control may be 
similarly damaging, and to be 
avoided as one would the 
plague.” 

J. S. Heller, Chicago, sales di- 
Chek-Chart Corp., in his 
talk on “The Pressing Need 
For Increasing Net Profits”, at- 
tacked the gasoline-minded at- 
titude of the oil industry and 
its lack of interest in going be- 


rector, 


yond the gasoline stage in its 
efforts to increase net profits. 

He pointed to the automobile 
manufacturers’ 1938 recom- 
mendations for longer periods 
between crankcase drains and 
to the 1938 recommendation of 
Packard for a chassis lubrica- 
tion twice a year. The oii in- 
dustry, Keller said, is largely 
responsible for this condition, 
due to its indifference to the 
profit possibilities in items other 
than gasoline. 

“Build your business on lubri- 
cation and you will be building 
on a much sounder foundation 


than if you build it on gaso- 
line’, advised Keller. . 
Is Sound Engineering 

He urged the oil industry to 
get together and tell the auto- 
motive engineers some _ good 
sound engineering reasons for 
keeping down the drain and lu- 
brication periods. 

He also urged the marketers 
to work more closely with their 
dealers in an effort to teach 
them how to more intelligently 
sell the products they stocl 
He expressed a regret. that 
those present at the conference 
were spending so much 
when there was such a startli 
need, within their com- 
panies, for improvements that 
would lead to better profits for 
their deal 


discussing proposed legislation 
A 


own 


Ohio Petroleum Marketers 
Assn., in his address on To 
Gays Market ng Problems , 


pointed to the new gasoline pipe- 
line development in Ohio, pre- 
icting that the state will event- 
ually be a network of pipe- 
lines, and stating that “you will 
have something there in the 
way of a problem’. Roger 
it was not possible to predict 
the outcome of this pipeline 
movement as far as its effect 
on the jobber is concerned. As 
1 suggestion for the improve- 
ment of the independent mar- 
keting picture, he urged a great- 
er spirit of co-operation between 
jobbers, and less of the “dog 
eat dog” attitude. 


S Sala 


] 


Rogers To Resign 

Rogers, who recently retired 
from the oil business, selling his 
Rogers Oil Co., at Lorain, Ohio, 
to the Texas Distributing Co., 
Cleveland, announced his’ early 
resignation as president and 
director of the association. No 
action was taken on his suc- 
cessor at the meeting. 

Closing the day’s business ses- 
sion was a talk on “Showman- 
ship In Business”, by Zenn 
Kaufman, New York, of the 
Dale Carnegie Institute. He em- 
phasized the definite trend to- 
ward showmanship in business 
and selling, pointing out three 
of its fundamental functions, as 
follows: it should get attention; 
it should dramatize one selling 
idea at a time; ‘and it should 
put the idea over emotionally. 

Approximately 250 attended 
the conference. Entertainment 
features included a banquet on 
Oct. 6 and a golf tournament 
on Oct. 7. 


Girl Born To Thompsons 

CLEVELAND, Oct. 11.—Su- 
san Elinor, weight eight pounds 
and five ounces, was born to 
Mr. and Mrs. John W. Thomp- 
son, Sept. 24. Mr. Thompson is 
a member of NATIONAL PETRO- 
LEUM NEws editorial staff. 


Va. Jobbers Hear 
Talk On Effeets 
Of Control Laws 


(Continued from page 27) 
Virginia oil men here, held in 
conjunction with a meeting of 
the Virginia Petroleum Indus- 
tries Committee, was Wilbur C. 
Hall, chairman of the Virginia 
conservation and development 
commission. 

Citing the increase in Ametri- 
ean tourist travel during last 
few years, which he- estimated 
around $175,000, 
to Virginia alone, 
this official enlisted the oil 
men’s aid in distributing, litera 
ture to motorists. B. W. Rag 
land, weights and 
measures for the city of Rich- 
mond was introduced to the oil 
men by their president, B. L. 
Ray, also of Richmond. 

The convention opened Oct. 7 
with a meeting of the Virginia 
Petroleum Commit 
tee, with Chairman F. H. 
han, Richmond, presiding, and 
making the principal address. 
At the meeting, the committee 
reiterated its opposition to di- 
vision of highway funds and 
went on record as opposing any 
intrease in the present state ex- 
cise levy of five cents a gallon 
on motor fuel, or the addition 
of any sales taxes on other pe- 
troleum products. 


‘oO be worth 


G00 annually 


1 - 
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Industries 
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Against U. S. Tax 


The committee also urged re- 
peal of the federal taxes on 
gasoline and lubricating oils by 
the next session of Congress, 
declaring the federal levies con- 
stituted double taxation, an in- 
vasion of a field belonging to 
tne states, and direct diversion. 

Roanoke was selected as the 
place for the next meeting of 
the committee, to be held early 
in November. 

A luncheon of 
Qil Mens’ Assn. board of di- 
rectors followed the V.P.I.C. 
meeting, and the afternoon of 
the first day was given over 
to recreation, including golf 
tournament, fishing and boat 
trips around Hampton Roads, 
under general direction of A. L. 
Tenser, secretary of the oil 
men’s association. 

Resolutions were adopted by 
the Virginia Oil Men’s Assn. 
opposing any proposal to tax 
fuel oil, to highway lighting 
plans, to state grading of gaso- 
line or to state licensing of fill- 
ing stations; and agreeing to 
co-operate with the Virginia Pe- 
troleum Industries Committee 
in its survey of local taxation 
and with requests that the state 
motor fuel tax be reduced from 


the Virginia 


——— —————d 


2 to 4 cents, and that shrinkage 
allowance be increased from 
0.5 per cent to 1 per cent. 
Another resolution opposed bill- 
board taxes. 

The resolutions were turned 
over to legislative 
made up of E. J. Schul, Nor- 
folk; C. R. Davis, Richmond; 
Ira F. Walton, Roanoke; T. C. 
Watkins, Jr., South Boston, and 
A. L. Tenser, Richmond. 

Richmond was selected for 
the spring meeting of the asso- 
ciation, to be held in May. The 
convention closed Oct. 8 with a 
banquet. 

For the first time, a trade ex- 
hibit was held in connection 
with the meeting of the Virginia 
Oil Men’s Assn. Exhibitors in- 
‘luded the Virginia Petroleum In- 
dustries Committee; Richmond 
Engineering Coa. American 
Pump nd Brodie leter job- 


bers; Richmond Oil Equipment 


committee, 


Co.; Erie Pump, Neptune Meter 
and Aro grease rack jobbers; 
J H. Menefee, Norfolk, bber 
for Pittsburgh Meters; Tokheim 


Pumps, and Benjamin J. Crump 
Co., Richmond, jobber for Lin- 
coln Lubrication Systems and 


other equipment. 


Oil Pioneer Dies 


NEW YORK, Oct. 11. — 
Rathbone, a pioneer 
in the early Pennsylvania oil 
fields, died after a long illness, 
Oct. 7, at the Hotel M« Alpin, 
where he had lived for 25 years. 
He was 84 years old. He was 
born at Hebron, Potter county, 
Pa., March. 4, 1853. 

Mr. Rathbone, a_ son of 
Horace M. and Jane Estes 
Rathbone, was well known in 
the early “wildcatting” days. He 
developed some of the old 
Pennsylvania oil fields, and con- 
tinued into West Virginia and 
Ohio. In 1882, be began pros- 
pecting for minerals in New 
Mexico and was among the first 
to enter the oil fields of Mexico. 

In 1908, he located Dos Bocas 
well, near San Diego, in Mexico, 
known as “the greatest oil well” 
of that time. 


Penna. Crude Cut 


By Telegraph 
PITTSBURGH, Oct. 12.—Prin- 
cipal purchasers of Pennsyl- 
vania grades crudes today re- 
duced their prices 25 cents a 
barrel. An excess of about 
2000 barrels a day in production 
over runs to stills_was given as 
the reason. The new top price 
for grades purchased by Joseph 
Seep Purchasing Agency is $2.05; 
for the Bradford-Allegany dis- 
trict and the so-called lower dis- 
trict $2.35. 


S 
cor 


The last previous change was 

a reduction of 27 cents Sept. 1 

by the Seep agency and of 22 

cents Sept. 1 for the Bradford- 
“Allegany and lower districts. 
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Contracts Same, 


Jobbers Testify 


(Continued from page 30) 


Chicago Journal of Commerce 
and Platt’s Oilgram, Tulsa edi- 
tion, Cklahoma market. 


Didn’t Renew Contract 

When his contract with Mid- 
Continent expired, March 15, 
1935, Pedley said he did not re- 
new, so that he would be free 
to better himself or possibly buy 
in the open market and sell 
under his own brand. 

Pedley said that he tried to 
get a better deal but could not 
from Mid-Continent. He quoted 
Walter Herr, said to be a Mid- 
Continent official, as saying the 
company had nothing better to 
offer and would not have “until 
someone else indicated they 
would make a better offer.” 

Other supplying companies 
would offer no better deal, he 
Said. 

Asked if he had to his knowl- 
edge sold any “hot” oil gaso- 
line, Pedley said not unless it 
came him from his usual 
source of supply. 

Donovan again objected. 

The next witness called was 
Samuel H. Trainor, Wassau, 
Wis., of Marathon County Oil 
Co., a jobber handling products 
of the Phillips Petroleum Co., 
also a defendant. His contract 
was on average of the 
Chicago Journal of Commerce 
and Platt’s Oilgram, Tulsa edi- 
tion, Oklahoma market, with 
9.0 cent split marginal provision, 


to 


based 


he said. 


Q@uestioning about Trainor’s 
profits brought the objection 
from onovan that too many 
other elements than the contract 


entered into the matter. 


D 


“Yes, it might depend whether 
a man didn’t get down to work 
until Judge Stone 


Donovan's 


a4 oe ok bh 
LO oclock, 


holding ob 


Offered Same 


Contract 


iS approached ir 
troleum Co. and 
same contract I 
Shell 

fer me was 
gasoline and 
Trainor added. 

answer to the 
“hot” oil, which appeared 

to be a routine query by then, 
Trainor said “no” he had never 


sold any. Like the two previous 


questions 


witnesses he said he was a mem- 


ber of the Wisconsin Petroleum | 


Assn. and the N. O. M. A. 


There was no cross-examina- | 
tion. Judge Stone declared a re- 


cess at 3:20 p.m. 


Lewin Takes Witnesses 


J. H. Lewin, government at- | 
torney, took up the examination | 
of witnesses after the mid-af-| 
ternoon recess with the calling | 
of the next witness, Wm. Lan- | 


zer, Chicago, refined oil sales 
manager of W. H. Barber Co., 
which he said had a contract 
with Globe Oil & Refining Co. 
He said his company also 
bought from Panhandle Refin- 
ing Co. 

From both refining compa- 
nies, Lanzer said his company 
bought generally at 0.25 cent 
under its selling price. He said 
he sold at “from the low to the 
average” of the 
nal of Commerce, which formed 
the basis for all of his con- 
tracts except those 
Platt’s Oilgram. Ninety per 
cent of his total volume is sold 
under contract, he said. 

The Barber company, which 
sells to approximately 206 job- 
bers’ from its Chicago office 
alone, also buys on the spot 
market and sells to jobbers in 
spot transactions, he said. 

He said the volume of the 
spot market declined, be- 
cause jobbers inclined to con- 
tract for their supply, beginning 
in 1934, and because of margin- 
al protection. 


1as 


Another contributing factor, 
he added, was the tendency of 
jobbers toward refiners’ brands, 
instead of their own private 
brands. 

Lanzer testified that he 
bought 96 tank cars of gasoline 
in 1934 through J. M. Brad- 
shaw, Dallas, of Hercules Cil 
Co., mostly from East Texas re- 
finers; 37 tank cars in 1935 and 
only one car in 1936. 

He testified that, of 
cars he bought in 1935, 
bought at 0.625 cent 
low of the Chicago 


Commerce 


the 37 
26 were 
under the 
Journal of 


Doesn’t Recall Prices 
Lanzer told 


a not tell 


that he 
how the 
e Barber com- 
asoline to job- 
‘rs compared with the low of 
Chicago Jou | of Com- 
the same day. 
| that the wit- 
ecollection” 


unable to an 


Lewin 
him 
prices at which th 
pany 


this 


. 
sold 


e fol 
Lewin demande 
‘refresh his 


4377 
Sthil W 


Lewin 


and said: 


turned to the 
“Government 
has been surprised by 
witness’ I thought 
recollection. 
before and I 
I expected him 


Judge 
counsel 
t} ; 


lS answel 


could ref 


I 
I ta 
] 


resh_ his 
ked with him 


answer 


hter swept the 


Chicago Jour-| 


based on'| 
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courtroom at Lewin’s | state- 
ment. 

Judge Stone said: “This is no 
laughing matter. It is not un- 
usual for a witness to give a 
surprise answer.” 

Continuing his_ testimony, 
Lanzer said there an “un- 
usual stability” about the mar- 
ket in 1935 and 1936. 

Another spirited clash  oc- 
curred near the end of day’s 
session when government coun- 
sel sought to introduce _ tele- 
grams which they said were 
from Bradshaw to Lanzer, tell- 


Vas 


ing of market conditions. Dono- 
van fought to bar the telegrams 
as “hearsay”. 

Lewin angrily told the court 
that the telegrams were from 
a “co-conspirator” and Dono- 
van demanded to know if Brad- 
shaw were named as a defend- 
ant in the case. Lewin said no, 
but pointed to the catch-all 
phrase “persons unknown” in 
the indictment and said that 
government would show that he 
was a “co-conspirator”. 

Judge Stone then declared a 
recess until 10 a.m. Oct. 13. 























Dubbscracked gasoline is 
always good 


It is even better when the 
Chemical Cop or the Chem- 
ical Sergeant is on the job 


Most all Dubbscracked 


Universal Oil Products Co 


Chicago, Illinois 


Copyright 1937, Ur 
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gasoline is U O P inhibited 


It pays to tell the motorist 
your gasoline is Dubbs- 
cracked and U OP inhibited 
(if it is) 

If it isn’t it ought to be 


Dubbs Cracking Process 


Owner and Licensvr 











THE FIVE-GALLON BUYER 
Visits the Far Northwest 


TATION operations gener- 
ally have improved greatly in the far 
western states, including Washington, 
Oregon, Montana and Idaho in recent 
years -—— keeping pace with the con- 
struction of modern bituminous surfaced 
roads in this area. 

This was the principal observation of 


this NATIONAL PETROLEUM NEws staff writ- 


er, who has been a Five-Gallon Buyer, 
to test out service and salesmanship at 
as many stations as possible, on a 4700- 
mile motor trip, through eight states. 
Some examples of good alert salesman- 
ship were encountered and these are de- 
scribed in detail. Other cases were also 
found, where the operator was blind to 
obvious sales opportunity presented to 
both his eyes and ears. 

In the construction of stations in this 
section of the country, design appears 
to be more and more toward a compact 
unit which includes the one or two-bay 
lubritorium as a part of the main sta- 
tion building. This is especially true in 
areas where the one-man type of opera- 
tion predominates. 

Hand-in-hand with better service sta- 





NETAIL 


By JACK WESTSMITH 
N. P. N. Staff Writer 


tion appearance, is the up-to-date equip- 
ment now found at these stations. Lifts 
have displaced the pit almost entirely, 
battery chargers and testers, spark plug 
cleaners and testers and attractive dis- 
plays of lubrication equipment are fea- 
tured by these sub-leased units where the 
marketing company continues to dictate 
or recommend the purchase of equipment. 

A growing use was also noted of auxil- 
iary equipment for improving the serv- 
ice and customer contact at the pump is- 
land. Hand operated vacuum cleaners, 
which are quick coupled to the pump 
island air hose, were found at 17 sta- 
tions and their use to remove dirt and 
dust from the floor and upholstery left 
a favorable impression. 

A small electric vacuum cleaner — 
such as is used in some homes — has 
been adapted for this service by some 
progressive station operators. A demon- 
stration was given the Five-Gallon Buyer 
on the use of this equipment at an at- 
tractive Texaco outlet lease-operated by 
Elmer A. Sorenson in Eugene, Ore. 

After delivering the usual “Five” of 
gasoline, cleaning the windshield, and 


— 
nd 
i 
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An attractive station in Pocatello, Ida., one of a chain operated by Covey Gas & Oil Co., independent marketer in Idaho and Utah. 
stations in the system are extensively advertised by signs along the highway on either side of town. 


checking water, oil and tires — no at- 
tempt made to make a sale to replace 
two bald-headed casings, however — the 
attendant asked if we would like him to 
vacuum the car. 

This made a hit and was most accept- 
able because the day was hot and we 
had been afraid to open the cowl ven- 
tilator for fear of creating a miniature 
dust storm. After he finished, the up- 
holstery and floor compartments were 
probably the cleanest they had been since 
the car left the factory. 

Sorenson said the service was a real 
money maker and had contributed to the 
growth in all station sales. He said his 
station pumped 18,000 gallons of gaso- 
line during July, double what it was a 
year ago. Lubrication jobs averaged 
about 250 in the summer months and 
other accessory sales are correspondingly 
high, he said. 

A portable tire display rack was out 
in the concrete paved station yard, visi- 
ble to pump-island customers. The buyer 
asked if this display helped business and 
was told that it did. This operator found 
that people interested in tires usually 





Open all night, this and other 


A new unit is just being completed in Blackfoot, Ida., with 


cement in place of the gravel yard. Good service was found at this station 
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eke tee Canta as a 


4700-Mile Trip 
Of 5-Gallon Buyer 








Across eight states, in the 


northwestern part of this 
country, traveled the past few 
weeks a National Petroleum 
News staff writer, visiting sta- 
tions as a buyer and also inter- 
viewing oil companies. The 
accompanying article relates 
his experiences with salesman- 
ship and service at gasoline 


stations on his 4700-mile 
swing. Other articles on mer- 
chandising and _ operating 


methods of oil companies in 
this section of the country 
will appear later in National 
Petroleum News. A first article 
appeared in Sept. 15th issue. 


were attracted to the stand and this gave 
the attendant a chance to make a favor- 
able contact. The station sold $2500 worth 
of tires last year and business was con- 
siderably better this season. 


Displays of automobile radios, fancy 
electric horns and candy, cigarets and 
cigars were arranged in front of the 
sales room. The horns, which yield 50 
per cent profit, had been stocked only 
two months yet 15 had been sold. The 
station sold 39 automobile radios last 
year and 19 so far this year. 


The candy, cigarets and cigars were 
displayed in neat wall racks hung on 
either side of the station door way, on 
the outside. A good demand is found for 
these items and the station places orders 
for $15 to $18 worth a week. 


The Five-Gallon Buyer showed inter- 
est in bug screens, which were also prom- 
inently displayed, and was told they sold 
well last year. 


This station was neat, particularly at- 
tractive and evidently doing a good job 
of merchandising among the local trade, 
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but possibilities 
screen sales 
tourist’s car. 

The first attempt to sell the Five-Gal- 
lon Buyer tires since he left a station at 
Santa Monica station No. 3 on the 
visit — was made in Seattle. It was a 
good job of merchandising but failed to 
click because the buyer was not familiar 
with the line carried. 


However, the merchandising angle was 
of interest because it illustrates a method 
of approach by a successful tire-minded 
salesman. The station was one of a chain 
operated by an independent marketing 
company in Seattle with salaried em- 
ployes. 

The attendant delivered the gasoline 
and checked the oil and water, called 
to another attendant, who had just fin- 
ished waiting on a customer, to check 
our tires. This was done with an air 
hose located at the island. 


One front tire was reported down to 
25 pounds pressure and the attendant 
pushed the car back as he looked for a 
possible nail. No luck, but he introduced 
the subject of tires by the query as to 
whether the buyer lived in Seattle and 
added: “You are liable to have trouble 
with that tire. 


“You had better not drive far on those 
tires a blow-out on the front is dan- 
gerous —- you should at least change the 
smooth casings to the rear. Why not 
feel a little more secure instead of fear- 
ing every curve. A lady was killed in 
Grants Pass last week when a rear tire 
blew out, so even switching is not safe. 
You'll never get back to California on 
those tires and I'd like to put on a 
couple of new casings. We sell for 5 
per cent less than leading brands. I 
can put new rubber on for $16.85 each, 
less an allowance of $1.50 for the old 
tires if they are resaleable.” 

When the buyer offered the excuse 
that he did not want to take the time 
as he was going into Tacoma that night, 
the attendant came back with: “I can 
send them over in a bus and have them 
at the hotel first thing in the morning.” 

Although a sale was not made in this 
case, it was no fault of the salesman and 
the merchandising effort was an exam- 


for tire and 
were 


radiator 
overlooked on this 


at 


VACUUM INTERIORS 
FROM PUMP ISLAND 


Hand operated vacuum 
cleaners which could be 
quickly coupled to the air 
hose on the pump island, were 
found at 17 stations visited by 
N.P.N.’s Five - Gallon Buyer 
who recently completed a 4700- 
mile trip through eight states 
in the far horthwest, for use 
by the operators in removing 
dirt and dust from the floor 
and upholstery of the car. 

Other stations were using 
for this service a small electric 
vacuum cleaner of the type 
found in homes. Station men 
said the service took but little 
time and was of aid in building 
station sales. 


ple of successful sales technique. The at- 
tendant told the Five-Gallon Buyer an 
effort is made to check the tires on every 
car coming into the pump driveways. 
Usually one man does this while another 
is cleaning the windshield, checking the 
oil and water, or even dusting out the 
ear. This routine sales approach helps 
tire sales greatly, the attendant said. 


Demand buying became the order of 
the day when it became apparent the 
two “smoothies” were nearing their end 
and no station handling one of the lead- 
ing brands had attempted a sale. As a 
last try, however, the buyer visited three 
stations in Tacoma and had the tire pres- 
sure checked. 

The attendant at one made the obser- 
vation “the front tires are getting pretty 
smooth”. The buyer said they were pretty 
smooth and he guessed he would have 
to change them one of these days. The 
attendant thought that would be a good 
idea. 


When these efforts failed the buyer 
picked out a station having an attract- 





At Browning, Mont., the east entrance to Glacier National Park and a town of about 1500—mostly 
Blacktoot Indians—this very modern Texaco station was built to serve the tourist trade and averages 


about 30,0: 


o gallons of gasoline a month during the season. 
day during the period of June 21 to Sept. 2 and more than half of these are tourist cars. 


Lubrication jobs average about 10 a 
The attend- 


ant is checking the tires by means of an air hose in the air and water wells on the pump island 


30 











A new company owned and operated Union Oil Co. 


the far side of the inclosed lubritorium wert 


ive display of tires in the station yard. 
It proved to be an outlet operated by a 
Pacific Coast major company and re- 
cently taken back from a lessee. How- 
ever, it proved an unfortunate selection 
in many respects. 

Although the station’s stock did not 
include even one of the 6.50 x 16 casings 
required, the attendant said he could 
get two from another company station in 
the neighborhood. It took about half an 
hour to do this. 

Everything then went smoothly until 
a tube which had been taken out of one 
of the old tires and had no patches was 
found to have developed four holes. This 
was brought to the buyer’s attention 
with the remark that the tube was no 
good. 


EE xamination showed the tube had 
been pinched in removing the old casing. 
This necessitated the use of two large hot 
patches, which, the buyer was assured 
would make the tube “as good as new.” 

Inexperience on the part of the op- 
erators resulted in much battering of 
the bead covering on one casing before 
the job was completed, after a delay of 
an hour and a half. 

This is not the end of the story, how- 
ever. At Olympia, 30 miles distant, the 
new tire which had not been repaired 
went down while the car was standing 
in front of the old Capitol building 
about two blocks from the _ nearest 
station. 

In one respect it was lucky this hap- 
pened because it was found that the 
lug bolts had been put on backward 
and could be loosened by hand. A change 
to the spare was made in the hot sun 
and we drove to a station operated by 
the same company in Olympia. Not only 
the sun was hot by now. 

Here it was found the air had escaped 
through two pinch cuts in the tube, and 
another hot-patch repaired it “as good 
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station in San Jose, 
its Pacific Coast outlets. Orange and blue panel signs will be 


as new’. We were delayed at this sta- 
tion nearly a hour while the attendant 
did an errand. The result of this experi- 
ence was that we did not feel at all 
kindly toward that company, its prod- 
ucts and service. 

Perhaps the highlight of the trip was 
a visit to Bailey’s, 24-Hour station in 
Great Falls, Mont., because it illustrated 
the use of a trained approach in servic- 
ing cars on the driveway. Also it is an 
example of successful individual opera- 
tion of a station. 

“How do you do! Nice warm day”, 
was the greeting by an attendant who 
cleaned the windshield thoroughly before 
taking the order for gasoline. He checked 
the oil as a matter of routine, found it 
two quarts shy and suggested a change 
because he said he thought it was poor 
economy to add several quarts to dirty 
oil. 


When the car was on the lift and the 





DEMONSTRATE NEED 
FOR NEW FAN BELT 


Stations visited by the 
N.P.N. Five-Gallon Buyer in 
the far northwest said that 
fan belts could be made a good 
selling item at stations if the 
customer is shown the possible 
need of a new one. 


At one station, the operators 
were instructed not only to 
look at the condition of the 
fan belt, in checking the oil, 
but were also taught to take 
hold of it to determine if it 
were loose and the condition 
of the material. 





iounted on the canopies to complete the effort toward institutional identification. Rest rooms 
mmiaculate and carried cards for hourly inspection of supplies and cleanliness 


Calif., is an outstanding example of design and construction favored by this company f 


oil was draining he checked the trans 
mission and differential oil levels. He 
found the differential was too full and 
drained some out because “it might work 
out to the brakes’. He also looked at 
the tires for nails and cuts. 

The buyer said he was =interested in 
the manner in which the sale had been 
handled and in the effort to make ad- 
ditional sales. The attendant suggested 
a talk with Mrs. Bailey, who did the 
soliciting for this station. He said that 
last year she had mailed out 100 cards 
to prospective customers calling their 
attention to the need for seasonal change 
of gear oil. The result was 90 per cent 
returns. 


Mi RS. FAYE BAILEY is making a suc- 
cess in service station operation because 
she believes in the importance of training 
the personnel to keep their eyes open 
and their heads working when servicing 
a car. She has her own training school 
and keeps a close supervision over actual 
sales efforts to make sure the men prac 
tice what they learn. 

For example, in addition to checking 
the oil on each car the attendant also 
looks at the fan belt and even takes 
hold of it to be sure it is not broken 
or torn. Experience has shown that 9 
out of 10 times a fan belt sale is made 
if the customer is told of the need, she 
said. 

The attendants at this station rotate 
their selling efforts. Although they are 
trained to watch for all sales possibili- 
ties, they carry on campaigns in which 
emphasis is laid on a specific service or 
accessory item. One week it may be lu- 
brication, another spark plugs, another 
tires and so on, all of which helps to 
build an effective merchandising program. 
One attendant, by concentrating on wind- 
shield wiper blades, sold 16 in one day. 

Mrs. Bailey thinks poor merchandis- 
ing can be laid to the manager. She has 
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TEXACO 


DEVELOPMENT 
CORPORATION 


Subsidiary of The Texas Corporation 
Licensors of 
* The Solvent Dewaxing Process 
* The Furfural Refining Process 
* Seismographic Exploration 


* Submersible Drilling Barge 


* * * 


Address all inquiries to 


TEXACO DEVELOPMENT CORPORATION 
135 East 42nd Street, New York, N. Y. 
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ADVANCED 
FEATURES 


NO LOCATION OF PORTS 
@ NEED BE SPECIFIED. CAS- 

ING CAN BE TURNED TO 
FIT YOUR PIPING. 





Built for 
Everyday Service.. 


Viking presents a finer, improved Truck 
Mounting Pump. It has been completely 
redesigned to give you greater pumping 
efficiency. Extreme durability guarantees 
uninterrupted service even when matched 
against rough, everyday usage. A flexible 
casing, exclusive with Viking, can be easily 
turned to fit your piping. This assures a 
guick, accurate installation. All this plus 
the fact that the new unit is absolutely 
interchangeable with former Viking Truck 
Mounting Pumps. Beyond a doubt it’s the 
finest unit of its kind offered today. We 
invite you to write for detailed information. 


BALANCED MOUNTING. 





POSITIVE THRUST BEAR- 
ING, SEALED AGAINST ALL 
DIRT AND WATER. . 








ENLARGED AND IM- 
PROVED STUFFING BOX. 








ENLARGED ROTOR 
SHAFTS ON 35, AND 50 
G.P.M. SIZE PUMPS. 



































Viking builds pumps for the Petroleum In- 
dustry. (LEFT) Viking Standard Geared Pump 
is available in capacities from 5 to 90 G.P.M. 
(RIGHT) Viking Twin Unit, Motor Drive, 
with or without valve on head, is specifically 
designed for bulk stations, refineries, and 
blending plants. Write for detailed bulletins. 
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ook at these 
Advanced Features 











The new Viking Truck Mounting Pump, Figure 120, 
is available in 35, 50 and 90 GPM capacities. It is 
easily and quickly installed . . thoroughly engineered 
from start to finish for dependable truck mounting 
service. 













































LOMPANY — 
CEDAR FALLS, IOWA 
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STANDARD 





Much glass featured this marketing outlet of Standard Oil Co. of California in Coeur d’Alene, Ida., and provided exceptional opportunities for window displays. 
In contrast to the white building the black asphalt yard paving afforded a pleasing appearance. 


been in her present location only a 
month but is averaging 8 lubrication 
jobs a day. She formerly leased a _ na- 
tion-wide company’s outlet in Great Falls, 
only a few blocks from the new location 
and, by solicitation and merchandising ef- 
forts built the gasoline gallonage to 
30,000 a month in a period of four years. 
Her new station handles products of the 
Associated Division of Tide Water Oil 
Co. and of Home Oil and Refining Co., 
Montana independent. 


In Billings, Mont. the Five-Gallon Buyer 
was attracted to MacIntyre’s super serv- 
ice station by a large sign on the out- 
skirts of town advertising products, serv- 
ices and clean rest rooms. The station 
lived up to the advance notices in all 
respects, and is on a commanding corner 
at the south entrance of U. S. Highway 
into the city. 


AALARGE sign announced MaclIntyre’s 
was a distributor of Calso products (The 
California Co., Rocky Mountain subsid- 
iary of Standard Oil Co. of California). 
The station also handles Ford and Nash 
automobiles and has facilities for paint- 
ing, washing, polishing, and lubrication 
in a four-bay annex to the sales room. 

The attendant was dressed in a navy 
blue fitted uniform with a white tie and 
buttons and a white insignia on a navy 
blue cap. Very good looking in the opin- 
ion of the Buyer’s wife. He approached 
the driver’s side with the opening 
“Hello. Shall I fill it up?” This netted 
the station a sale of 11 gallons, or 6 
more than the usual 5. 

After routine attention to the wind- 
shield he looked at the oil and water 
levels, found the oil was again low and 
showed the stick to the driver with the 
question—“How long before you're ready 
for a change? Your oil is low and looks 
pretty dirty. Hadn’t I better drain it?” 

Although the oil had been run only 
900 miles, the buyer was not going to 
throw a wet blanket on this creative 
selling and we were soon on the lift, 


AO 


where a lubrication attendant took over. 
However, no further selling was attempt- 
ed, except that tires were inspected for 
nails, glass or cuts. Net “plus” sales of 
station to this tourist 6 gallons of gaso- 
line and 6 quarts of oil. 

The buyer also visited an outlet in 
Billings handling products of an inde- 
pendent refiner in that city a fair 
enough looking station but very untidy. 
A stand on the island between pumps 
displayed polish, 5 or 6 cans on shelves 
that should have had two dozen to make 
an effective display — and the arrange- 
ment was messy with an accumulation 
of dust and oil. 

Merchandising was equally sloppy. The 
attendant offered “Hello” then walked 
to the back of the car without waiting 
for the order. The buyer found he was 
delivering a third-grade, non-leaded brand, 
and stepped him, paid the bill and drove 
off. Subsequent motor missing on the 
long pull over the Cooke City grade into 
Yellowstone Park was attributed to the 
“selling” technique at this station. 


Two demand lubrication services - 
one obtained at a large Rocky Mountain 
marketing company’s outlet in Helena, 
Mont., and the other at the Salt Lake 
City headquarters of an independent sys- 
tem of stations in Idaho and Utah—were 
both devoid of creative selling efforts. 

While the car was being greased at 
Helena, the buyer looked at a spark plug 
cleaning and testing machine on prom- 
inent display and asked the attendant 
if he found it helped him to sell this 
accessory item. He thought it did. 

By the time we reached Salt Lake, 
dust encountered in Yellowstone Park 
and in parts of Idaho had started the 
rear springs protesting in earnest. The 
noise was so bad that, as we turned into 
one station after another in quest of a 
lubrication salesman, passers-by turned 
to look but no notice was paid by 
any station operator. 

We finally pulled into a large outlet 
in the business section of Salt Lake op- 
erated by the Utah subsidiary of a large 
eastern oil company. After filling the 


Rest rooms were also excellent at this station 


tank about four gallons — the at- 
tendant checked the oil, which was full, 
and, was ready to let us go. 

The buyer pointed to an empty, out- 
door lubrication lift and asked the at- 
tendant if any effort was made to solicit 
lubrication business at the pumps, add- 
ing that his car needed greasing and he 
wondered why no attempt was made to 
sell this service. 

Even then there was no attempt made 
to interest the buyer. The attendant said 
he knew he should ask more car own- 
ers on this point but that often he for- 
got. The buyer did not want to grease 
the car himself so drove out and into 
the independent outlet where he asked 
point-blank for a grease-job. 


Tus took 30 minutes, leaving some 
question in the buyer’s mind as to how 
thoroughly the work had been done. 
The springs still squeaked, and the at- 
tendant said this could be corrected by 
a special spring greasing service but 
that it really did not hurt anything and 
would probably wear off, he said. 


Most large and many small marketers 
coach their attendants in a routine meth- 
od of servicing a car coming in for gas- 
oline. This may be the so-called “Circle” 
method, or a variation of it, in which 
the operator cleans the driver’s side of 
the windshield before taking the gasoline 
order, and, after completing the delivery, 
works around the car to the other half 
of the windshield and then checks the 
water and oil levels before again ap- 
proaching the driver. 

This and other similar methods of 
approach were designed to give the at- 
tendant an opportunity to observe the 
condition of tires, windshield wipers, fan 
belts, spark plugs, need for lubrieation 
or any of the other services and acces- 
sories most stations offer today. 

However, as one major company of- 
ficial in Seattle said; “Our difficulty is 
in training the operator to be sales con- 
scious while he is making this service 
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“May I vacuum your car,” was asked by this attendant at a Texaco outlet in Eugene, Ore., operated 


by Elmer A. Sorenson, who said this service was 


a 


real money maker. Car radios, electric horns 


and tires are on display in back of the attendant and candy, cigarettes and cigars are carried in the 
two wall racks on either side of the doorway 


approach to a demand purchase. Unless 
his thinking mechanism is direct-geared 
to his eyes, the value of this routine in- 
spection is lost.” 

If the attendant looks 
headed” tires and thinks about a 
with the girl friend that night, 
definitely no asset as a salesman. 

It seemed to the Five-Gallon Buyer on 
this trip that attendants at 90 per cent 
of the 63 stations visited in the 4700-mile 
survey were thinking about other things 
than tires, fan belts, spark plugs, lubri- 
cation or other creative sales possibili- 
ties as they filled the demand buying 
order for gasoline. 


“bald- 
date 
he is 


at two 


Bure the trip 297 gallons of gaso- 
line, 32 quarts of motor oil — including 
three six-quart crankcase drains — three 
lubrication services, and two tires were 
purchased. The buyer went into each 
station with a mind to buy if properly 
approached but, except for the oil and 
about 9 gallons of gasoline, the above 
purchases were purely cases of demand 
buying. 

The buyer’s car was a set up for the 
alert oil salesman — or even for one 
not so alert and the common prac- 
tice of checking o:l levels as a matter 
of routine servicing procedure resulted in 
14 single quart sales in addition to the 
drains. 

However, it was evident that few at- 
tendants had been trained to connect 
a low oil line on the gauge stick with 
a response which would open the way 
to sale of a crankcase drain. Most of 
them seemed to feel the day had been a 
success with a single quart sale and 
were on top of the world at two quarts. 

At only 6 of the 49 stations where 
the oil level was checked did the at- 
tendant suggest something in the nature 
of, “This oil looks dirty. If you are near 
the time for a change it would be more 
economical to let me drain it now than 


A2 


to add the oil needed to bring it up to 
full.” 

It was noted that little or no use is 
being made of a very definite sales help 
in the merchandising of motor oil — the 
white paper napkin. Holders for these 
napkins were observed at many stations 





in Idaho, Montana and Utah — usually 
fastened to the side of a pump — but 
only two attendants made use of them 
to wipe the gauge stick and then to dem- 
onstrate dirt and abrasive material in 
the oil by allowing a drop to fall from 
the stick onto the white paper where it 
was absorbed, leaving the sediment as 
ample proof to the customer that the 
oil did need changing. 


Little attempt was made at most of 
the stations visited to sell the buyer even 
one of the various accessory and spe- 
cialty items observed on display; items 
that find ready sale among the tourist 
trade but which require some merchan- 
dising effort. This was true of the large 
assortment of radiator bug screens found 
at many stations in Idaho, Montana, and 
eastern Washington. 


The same lack of “plus” sales inter- 
est held true with respect to spark plugs. 
The same set of plugs that came with 
the buyer’s car some 30,000 miles ago 
were still in use at the end of the trip, 
in spite of the fact that three chassis 
lubrications and three crankcase drains 

- six different stations — afforded excel- 
lent opportunity for close observation of 
these accessory needs. 


Computer pumps, found at a majority 
of stations in the area passed through, 
are not being used to increase the sale 
of gasoline by selling an even cash 
amount. And even in Idaho, Montana 
and Utah, where there is an extra mar- 
gin on premium motor fuels, little at- 
tempt was made by the pump salesmen 
to push the sale of these products. 





465-Foot Tanker Red Crown 


Launched 


CHICAGO—Red Crown, the first large 
steamship to be built on the Great Lakes 
since 1930 slid down the greased planks 
into the Manitowoc River Sept. 18, to the 
accompanying cheers of some 15,000 who 
lined the shores. Launching of the mil- 
lion dollar tanker was a gala event for 
Manitowoc, Wis., a city of 25,000. 

The Standard of Indiana Great Lakes 


at Manitowoe 


fleet, when the Red Crown goes into serv- 
ice this fall, will consist of four steam- 
ers, a tug and a barge. The Red Crown 
is a 465-foot tanker, with a beam of 55 
feet and depth of 28 feet in the hold. 
The hull and inner storage compartments 
were electrically welded, this being the 
first tanker on the Great Lakes in which 
electric welding has replaced riveting. 
The keel of the vessel was laid Feb. 15. 
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“MAN, THIS GOODYEAR 
STYLE B.H.SYNTHETIC TUBE 
HOSE IS SURE TOPS! IT'S 
LIGHT AS A FEATHER TO 
HANDLE AND MIGHTY FAST 
FLOWING — MAKES WORK 
HEAPS EASIER. WEARS LIKE 
IRON, TOO. ITS RUBBER 
COVER IS TOUGH AS A BULL 
AND FLEXIBLE AS A SNAKE~ 
WON'T KINK OR CRUSH. AND 
ITS SYNTHETIC TUBE IS GAS- 
OLINE-PROOF AT ALL TEM- 
PERATURES: WON'T FLAKE 
OFF. WE’‘VE GOT IT ON ALL 
PUMPS NOW BECAUSE IT SAVES 
TIME, WORK AND MONEY!” 


STYLE B.H. 
GASOLINE HOSE 
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Recommends Twice-A-Year Chassis Lubrication. 
2000 to 3000-Mile Oil Drain Periods: Oil Filter 
Standard On All Models: Continues With Hypoids 





The rear spring on the 1938 Packard Six and Eight. 
Static friction is greatly reduced by means of cup- 


like depressions at the ends of the 


contain buttons, some of which are oil-impregnated 
bronze and some rubber. The _ shackles 
two models are rubber bushed 


By JOHN W. THOMPSON 
N. P. N. Staff Writer 


I. the oil industry has not yet 
observed the current advertising for the 
1938 Packards, it will be interested in 
the following passage which is used as 
a sales point and featured as a reduc- 
tion in service needs: 

“Chassis lubrication is now needed, in 
normal usage, only twice a year’. In 
other words, Packard for 1938 recom- 
mends chassis lubrication at 5000-mile in- 
tervals, instead of at 2000-mile periods 
as formerly. 

There are also other things about the 
new Packards that will interest the oil 
industry. Cylinder block water jackets 





Heated air from the engines on all 1938 Packards is carried out under the car, being directed away 


from the engine compartment and the body by large ducts. 


bottoms of the front fender skirting 


4A 





These ducts have openings through the 


have been extended practically the full 
length of the cylinders to provide a cooler 
running engine, and oil filters, formerly 
standard on only the two large Pack- 
ards, are now regular equipment on all 
1938 Packards. 


These changes have given Packard en- 
gineers courage to recommend crankcase 
oil changes every 2000 to 3000 miles in- 
stead of the former 2000 miles. These 
new change periods are recommended “as 
the most closely approximating average 
conditions”. The company does, however, 
caution the owner that good lubrication 
is low priced insurance against high 
maintenance costs. 

Packard again in 1938 uses hypoid 
rear axles, recommending a once-a-year 
change of lubricants and advising the 
owner to see his Packard dealer for an 
approved lubricant. 

Packard again offers four cars for 
1938 — the Six, the Eight, the Super 
Eight, and the Twelve. The Eight takes 
the place of last year’s “120” model. 


The Six and the Eight, known as the 
“Junior” cars, which will form the bulk 
of the 1938 Packard production, each 
have an increased wheelbase of seven 
inches. The new Six is 122 inches, and 
the Eight 127 inches. 

The rear springs of the Six and Eight 
are of a new design which is designed 
to eliminate static friction. At the outer 
ends of the spring leaves there are cup 
depressions which contain buttons, some 
of which are rubber and some of oil- 
impregnated bronze. The forward ends 
of the springs are mounted in rubber and 
the spring shackles are rubber bushed, 
eliminating shackle lubrication on these 
two models. 

As a part of the new rear spring de- 
sign on the “Junior” cars, there is a 
lateral stabilizer as well as a roll con- 
trol bar. These are free from _ lubrica- 


tion attention, being rubber insulated and 
mounted. 


On all models, heated engine air is 
carried from the engine compartment 
away under the car, instead of directing 
it along the sides of the car through the 
louvres. This is accomplished by large 
ducts with openings through the _ bot- 
toms of the front fender skirts which, 
it is claimed, aid in cooling both the 
engine and the body. 


Fans on all models have been increased 
in size. On the Twelve the fan diameter 
is 22 inches. Radiator shells on both the 
Six and Eight have been increased in 
depth as a further aid to cooling, and 
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Farrell builds truck tanks to last . . . tanks that assure 
you of continuous, economical everyday service. 
Practical designing of Farrell bulk haulage equip- 
ment guarantees greater operating speed and con- 
venience. Flexible Unit Construction means longer 
life, assures lower upkeep cost. Topping this, every 
truck tank, regardless of size or cost, that leaves 
the Farrell Factory has been given the same careful 
supervision plus the valuable advantage of superior 
workmanship and material. For profitable hauling 
from now on, specify Farrell Modernized Truck Tanks. 
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all models have larger capacity improved 
water pumps and thermostatically op- 
erated radiator shutters. 

The Packard Safe-T-flex independent 
front wheel suspension system continues 
on all models, with no _ lubrication 
changes, except that points are to be 
lubricated at 5000 instead of 2000-mile 
intervals. 

The Twelve, as before, has oil operated 
automatic valve adjustments. In the Six 
and Eight there are new mushroom type 
valve tappets with full pressure lubri- 
cation. 

The oil filter, now standard on all 
models, is a by-pass, two-stage type and 
is attached to the left side of the en- 
gine near the front. Packard engineers 
urge that the filter cartridge be replaced 
every 8000 miles, and that in no case 
should it be used beyond 10,000 miles. 

Tin plated aluminum alloy pistons, 
used on the 1937 Six, have now been 
adopted on all models. 


The bore of the Six engine has been 
increased one-sixteenth of an inch, to 
3% inches, supplying increased torque. 
Horsepowers remain the same as last 
year, with the Six developing 100, the 
Eight 120, the Super Eight 135, and the 
Twelve 175 horsepower. 

Engine oil temperature brackets have 
been altered somewhat. New specifica- 
tions list the lowest temperature to be 
encountered at which a certain viscosity 
oil is to be used. The new recommenda- 
tions for engine oil are as follows: 


Below minus 10 degrees F........... 
Se ee eee 10W plus 10% kerosine 


Minus 10 @eorees Fo. icc. cs dias es 10W 
PAS SIMI RIRES : 5 oc koh So dKd i ow d's 20W 
ye re SAE 30 


Plus 90 deg. (avg. daylight temp.) SAE 40 


As previously stated, with the exception 
of engine oil changes, no lubrication point 
requires attention at less than 5000-mile 
intervals. In addition to the 5000-mile 
period, lubrication is recommended for 
certain points every 10,000, 30,000, and 
in the case of the Super Eight and 
Twelve, every 40,000 miles. In this 40,000- 
mile instance, rear wheel bearings on 
both the “Senior” models are to be packed 
at that interval with No. 3 fibre grease, 
and at the same time the universal joints 
on the Super Eight are to be repacked 
with an SAE 160 lubricant. The uni- 
versal joints on the Twelve are equipped 
with two fittings and also take an SAE 
160 lubricant every 40,000 miles. On the 
Twelve, the clutch pedal shaft and the 
starter armature are carried in bearings 
which require no lubrication, and with 
this and the universal joint exception 
noted above, the Super Eight and Twelve 
lubrication requirements are similar. 

The front end suspension system this 
year comes in the 5000-mile service pe- 
riod, with the exception of the support 
arm outer pins, which are to: be lubri- 
cated every 10,000 miles. These points 
take a pressure gun lubricant and are 
to be found in a similar location to those 
in last year’s models. 

The water pump shaft, generator, and 
starter (except on Twelve) are also in 
the 5000-mile bracket and take an SAE 
30 or 20W oil. There were two oilers on 
the 1937 “120”, while on the correspond- 
ing 1938 Eight there is one oiler. 


As 





The distributor and clutch and brake 
pedal shaft on the Six and Eight are 
also 5000-mile points, the distributor hav- 
ing a grease cup for a No. 3 cup grease, 
and the pedal shaft having a lubrication 
fitting and taking a pressure gun lubri- 
cant. 

In addition to the support arm outer 
pins in the 10,000-mile group are the 
front wheel bearings, which are to be 
repacked with a fibre grease, the trans- 
mission, steering gear, and the rear 
axle. 

The transmission and steering gear 
take an SAE 160 lubricant, with the added 
suggestion that this may be diluted with 
kerosine or changed to an SAE 90 for 
winter if desired. It is further suggested 
that this lubricant be changed in the 
spring, while in the case of the rear 
axle, a fall change is recommended. 

For the hypoid rear axle, Packard 
recommends only a_hypoid lubricant 
which has the approval of its engineers, 
and suggests that the Packard dealer be 
consulted for the proper type. In its rec- 
ommendations to its field service or- 
ganization, Packard lists the following 
points: (1) Use only Packard approved 
lubricants; (2) Drain and refill yearly 
with the approach of cold weather; (3) 
Drain thoroughly, but DO NOT FLUSH. 

With the exception of the Twelve, the 
clutch and brake pedal shaft was form- 
erly lubricated with an SAFE 30 oil 
through two wicks. These have been re- 
placed by one lubrication fitting which 
takes a pressure gun grease. 

The universal joint journals, which 
formerly required a pressure gun grease, 
now take an SAE 160 lubricant. The 
drive shaft spline on all models is equip- 
ped with a fitting and takes a pressure 
gun grease every 5000 miles. 

The cooling systems of the Six and 





On the 1938 Packard Six and Eight the engine 
tappets have larger contact surfaces. On_ these, as 
well as on the Super Eight model, lubrication is 


wovided with filtered oil under full engine pressure 


Eight are both drained in a similar man 
ner. Drainage facilities are provided by 
a drain plug at the rear end of the cyl- 
inder block and a valve in the radiator 
lower outlet casting. Both must be opened 
to empty the block and radiator core. 


On the Super Eight the cooling system 
is drained by turning the valve at the 
rear face of the oil cooler housing on 
the left side of the engine and the valve 
in the radiator lower outlet casting. 


The Twelve cooling system is drained 
by turning the valves at the bottom of 
the water jacket on each bank of cyl, 
inders, in the radiator lower outlet cast 
ing, and at the bottom of the condenso1 
tank under the right front fender. 


On all models it is recommended that 
the cooling system be reverse flushed 
each spring and fall, and always before 
adding anti-freeze. 


Crankcase oil capacities on the Six and 
Eight have both been reduced from a 
former 7 quarts, to 6 quarts. This change 
was made in June this year. The capa- 
cities on the Super Eight and Twelve 
remain at 8 and 10 quarts respectively. 

With the exception of the Super Eight 
cooling system capacity, with a reduc- 
tion of 4 quarts, there has been no 
change at this point. 

The fuel tank on the Six now holds 
18 gallons instead of 17, on the Eight 
21 instead of 20, and on the Super Eight 
24 instead of 25. On the Twelve the fuel 
tank capacity remains at 30 gallons. 

The rear axle capacity on the Six and 
Eight has been increased to 6 pints from 
a former 5 pints, and there has been 
no change in the other two models. Trans- 
mission capacities remain the same as 
in 1937. 

Following are the capacities on the 
1938 Packards: 


Super 
Six Eight Eight Twelve 


Crankease, qts..... 6 6 8 10 
Cooling system, qts. 15 16 20 40 
Fuel tank, qts..... 18 21 24 30 
Rear axle, pints ... 6 6 6% 6 
Transmission, pints 2 yt 4% 4% 


Traffic Mirrors 


WASHINGTON, Oct. 11._-A number of 
large mirrors designed to enable drivers 
of vehicles to see traffic approaching 
from various directions will be installed 
at street intersections at Buenos Aires, 
Argentine, according to a report received 
by the U. S. Department of Commerce. 
It is believed that the mirrors will ma- 
terially assist in the reduction of traffic 
accidents and at the same time relieve 
congestion of the streets, the report says. 


Oil Pays Its Way 


TULSA, Oct. 11.—Of a total of $4,906,- 
715.07 collected by the Oklahoma Tax 
Commission during August, $2,677,994 
came from the state gasoline, gross pro- 
duction and petroleum excise levies. 

Gross production tax brought in $1,- 
158,870.34 during August, 28.19 per cent 
above collections a year ago. August gaso- 
line tax collections were up 9.47 per cent 
above last year, totaling $1,497,590.90. The 
petroleum excise tax brought in only $21,- 
532.84, but this was 17.8 per cent above 
collections in August last year. 
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SHOWMANSHIP 


IN LUBRICATION 


a, — IS a striking simi- 
larity between the selling methods at de- 
partment stores and service stations. The 
customers who wander up and down the 
aisles of a department store, looking for 
neckties for Cousin Pasley and bath salts 
for Mrs. Fiddlebaum’s birthday, for the 
most part are entirely unaware that the 
merchandise and the various store de- 
partments have been located in accordance 
with a definitely planned merchandising 
scheme. 

Items which sell quickly, those which 
are low priced, and those which do not 
require considerable thought before being 
purchased, are usually located on the 
street floor where they are readily ac- 
cessible to shoppers. Aisle tables are 
often used to sell advertised merchandise 
placed so that those who enter the store 
will practically “fall over them.” 

One store executive once said that, 
whenever he wanted to move certain 
types of merchandise quickly, he simply 
placed it on a table in one of the main 
store aisles, then ran a red carpet from 
the entrance to the table. That path in- 


BY JOHN W. THOMPSON 
N. P. N. Staff Writer 


variably led shoppers, unconsciously, to 
the sale table. 

But what has all this do do with service 
station selling? The answer is—Plenty! 


In more respects than most service sta- 
tion operators perhaps realize, the station 
parallels the operation of the department 
store. The principal major difference is 
that the customer at the station is in- 
variably in a hurry and the service must 
be keyed to his tempo, while the depart- 
ment store customer does not demand the 
split-second service that is necessary with 
car owners. 


Because of this the various services 
of the station should be instantly recog- 
nizable and accessible to the passing 
motorist. That is one of the features of 
the modern station—the fact that it is 
physically laid out to bring the customer 


in quickly, offer him fast service, and 
get him on his way. 

Wide driveway entrances and exits, 
fast computing pumps, modern buildings 
with ample visibility from within, and 
an attractive appearance from without, 
all these things contribute to the many 
advantages which a service station offers 
in caring for the needs of the automobile. 

In the lubritorium particularly, the oil 
company service station has an unusual 
opportunity to pull business. Its neighbor- 
hood convenience is important, but more 
important from a business building stand- 
point is the location of the lubritorium 
in the modern station. Like the sale 
table in the department store aisle, the 
modern lubritorium is so situated in the 
modern station building that there is a 
direct path to it from the drive en- 
trance. No obstructions hinder a motorist 
from moving directly from the street 
onto a service station lift. 

If the service station is to develop its 
lubrication business and overcome the 
competition for this type of service which 
is being solicited by other kinds of service 


Extreme good housekeeping is achieved in the lubrication department of this company-operated station of the Doyle Gasoline & Oil Co., at Rochester, N. Y., through 
the use of white paint on the lifts and other equipment and the high degree of cleanliness and orderliness everywhere. Needless to say, sales are aided 














The layout of the lubrication and servicing departments of this modernistic service station of the Skelly Oil Co. on West Pershing Road, in Kansas City 
makes possible “showmanship” in selling lubrication service. The servicing bays are before the customer's eyes from the pump island, they are easy of access and 


outlets, then the oil company service sta- 
tion operator must be awake to the 
fundamental advantages which his sta- 
tion offers the motorist who is a prospect 
for a grease job. And there are many 
of them to be made use of. 


The convenience and accessibility of the 
lubritorium are primary advantages, but 
along with that there should come the 
factor of Showmanship, of building or 
playing up the station’s lubrication facili- 
ties. In other words, it is important these 
days to dramatize the service station lu- 
britorium in the eyes of a customer. 


A year or so ago, a station in St. Louis 
dramatized its opening by dressing the 
lubritorium service men _ in_ formal 
evening clothes. The sight of these men 
greasing cars in full evening dress got 
across to the customers, of which there 
were many, the story of cleanliness at 
this service station. The stunt was ac- 
companied by considerable newspaper 
publicity which greatly aided in bringing 
the station before the public’s eyes. 


Dramatizing a lubrication job may 
sound to some like a passage from a 
sales expert’s theory book, under the 
time-worn chapter on “How To Build 
Business and Increase Profits.” And well 
it might be, except for the fact that 
an increasing number of oil company 
service stations are doing just that thing 

Dramatizing their lubrication service— 
and making additional money doing it. 


It’s the old, but always effective, story 


of showmanship, of turning a figurative 
spotlight on what you want to sell. Its 
the old story of the department store 


30 


what is going on there can be watched from the _ outside 


red carpet all over again. In fact, if 
a service station would take the red car- 
pet idea literally and paint a strip bright 
red, car width, on the drive from the 
entrance to the lubritorium bay, it would 
quite likely bring many an additional 
customer onto the lift. Motorists have 
been educated to follow lines and paths. 


Then too, showmanship in lubrication 
is being developed by some service sta- 
tions through the displaying and featur- 
ing of new and modern lubrication equip- 
ment. Many a service station has built 
a profitable lubrication campaign around 
a device which rocks the car while it is 
on the lift, or one which is installed on 
the lift and raises the weight of the body 
of the car off of the shackles to permit 
a more complete lubrication job. 

One oil company service station op- 
erator in New York reports that one of 
these car rocking devices always draws 
a crowd of curious people from the 
streets to watch the lubrication operation. 
He states that the customer who is having 
his car lubricated almost invariably dis- 
plays a great deal of interest in this de- 
vice and in the purpose behind it. 


In fact, according to this operator, one 
customer who frequents the station for 
a lubrication job always insists upon 
sitting in his car on the lift while this 
rocking device is in operation. 

Manufacturers of grease and lubricant 
dispensing equipment, too, are now offer- 
ing units that have a continuity of ap- 
pearance and which help to build show- 
manship into the lubritorium. Self-wind- 
ing overhead reels have made it possible 
to eliminate the air hose from the floor 
and to take the power-operated chassis 


lubricant hose outlet out of the way while 
it is not in use. 


The important point to remember, 
however, is that the modern equipment 
cannot do the selling job itself. As in 
everything else, the station operator must 
let the customers know that his station 
is especially well equipped to do a first 
class lubrication job. Installing modern 
equipment and then sitting back to wait 
for prospects to discover it, will in itself 
produce rather disappointing sales _in- 
creases. Once a station is improved and 
can offer a better lubrication service, the 
next important step is to let your cus- 
tomers and the passing motorists know 
the features which your station offers for 
doing a complete lubrication job. 


Miore than one oil company has built 
an entire lubrication campaign around a 
lift jack device which straddles the lift 
channels and raises the excess body 
weight off the shackles to insure a 
thorough lubrication of springs, shackle 
bolts and bushings. The campaigns proved 
highly successful because this particula! 
feature built showmanship into the con 
ventional grease job. The campaigns have 
even been given an intriguing name 
Floating Body Lubrication. 


Some service stations are attracting 
lubrication business by means of th 
many little added free services that un 
questionably mean so much to the ca! 
owner. One station in particular comes 
to mind, and there are many others 
where a vacuum cleaning of the up 
holstery is included in the price of th: 
lubrication job, along with a complet: 
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develop new efficiencies 


with Private Line Teletypewriter Service 


A get-together between the heads of a business 
and Bell System representatives can often effect 
far-reaching savings throughout the business. 

For example, Everfast Fabrics, Inc., needed a 
rapid, accurate form of communication between 
its New York office and the “finisher’s” plant in 
Wilmington, Delaware. Bell System representa- 
tives offered to analyze the existing set up with 
company officials. 

Together they found that Private Line Teletype- 
writer Service would not only solve the communi- 
cations problem, but also effect new efficiencies 
in order handling . . . that it would speed-up 
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shipments a whole day, strengthening customer 
good will . . . would save $50 per month over 
former equipment costs... would reduce the aver- 
age time for transmitting orders by 40% ... and 
that one teletyping, with carbons, would provide 
the order form, invoice, billing record, production 
guide, packing slip, and parcel post label. 

Naturally under these circumstances Everfast 
installed the service. A sim- 
ilar co-operative survey may 
lead to new efficiencies in 
your business. Call your local 
telephone office. 





oi 





washing of all windows of the car, inside 
and out. 


While the vacuum and washing opera- 
tions in themselves are quite common 
services, an element of showmanship was 
injected into these features at this station 
which raised them above the level of the 
usual conventional job. On top of the 
portable metal container which held the 
vacuum dirt bag and to which was at- 
tached the hose extension, was a small 
glass jar through which the dirt from 
the upholstery passed from the hose to 
the bag. The supervisor explained that 
this little glass jar was one of the pri- 
mary reasons why customers came back 
for repeat grease jobs. He said when 
they looked into it they saw actual proof 
that the vacuum operation was taking 
dirt out of their upholstery. They could 
watch the process and actually see the 
dirt swirling around in the jar as it 
came from their cars. 


The vacuum hose extension offered 
another little study in the development 
of customer good will. This hose was 
completely covered with a clean white 
cloth jacket so the customer was assured 
that no dirt from the hose would be 
dragged over the seat cushions during 
the cleaning operation. 


r 

&r HERE seems to be little doubt now but 
that showmanship is fast becoming a 
necessary tool in the competition for 
lubrication business. However, in spite 
of the many varied types of outlets which 
are bidding for this business, the oil com- 
pany service station has a basic ad- 
vantage, because from a display stand- 
point, the station is an “open book,” with 
its complete servicing equipment and 
products all in full view of the passing 
motorists. 


To what extent the station cashes in 
on its natural display advantage is up 
to those in charge. In the first place, 
while cleanliness is next to godliness, it 
is also next to profits. In other words, 
cleanliness is one of the first steps to 
good showmanship at the station. You 
need not travel far, right in your own 
town, to discover that there are many 
opportunities along this line for station 
improvement. 


Here are just a few instances, picked 
up at random by the writer, in visiting a 
number of stations, showing the lack of 
interest among some station operators in 
putting showmanship into their stations. 


Light bulb out in pump globe, broken 
window pane in station window, greasy 
rags lying about pump island, station op- 
erator’s car parked in a lubritorium bay, 
loafers in station, no lights burning in 
lubritorium, old used tires stacked in a 
pile at lubritorium entrance, empty oil 
cans and pails piled at side of station in 
full view of passing motorists .... the 
list could go on endlessly. But the point 
is that there is room for cleaning up. 


The oil company service station that 
does not get its representative share of 
lubrication jobs in the face of possible 
competition from other types of servic- 
ing outlets, can well afford to consider 
if it is overlooking these two points of 
cleanliness and showmanship. For the 
oil company service station probably 
comes in more frequent and regular con- 
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tact with the car owner than does any 
other service outlet, another advantage 
which, if the station operator is alert tc 
opportunities, places him far in the lead 
at the start of the race for lubrication 
business. 


Although there are a few exceptions, 
oil companies do very little in the way 
of advertising or featuring their lubrica- 
tion service at their stations. Most of 
the promotional material is devoted to 
gasoline and oil. There is an opportunity 
here for the local oil company to build 
up a lubrication plan, well dramatized by 
certain added features, and secure a 
sizable increase in greasing business. 


This following point has apparently 
been overlooked somewhere along the 
line. While the usual service station pro- 
cedure is to attempt to sell a lubrication 
job, or an oil change, when the customer 
buys gasoline at the pump island, why 
not reverse the procedure, and instead 
of advertising gasoline, promote the sale 
of lubrication, and sell gasoline from the 
lift when the car is being lubricated. 


After all, the longer a car remains in a 
station, the more opportunity there is to 
make additional sales. Following that 
line of thought, the lubrication job takes 
on added significance as a_ business 
builder. 


Canned Oil In England 


In England a special “socket,” to aid 
in the sale of canned oil, has been de- 
veloped, which can be attached to the 
oil fill pipes of almost all popular makes 
of cars. It is large enough to hold a quart 
of oil and contains a knife in the bottom 





which pierces the can when it is pressed 
into the socket. 


A lid is then attached to the “socket” 
and the motorist drives off, the heat from 
the engine insuring that the oil from 
the can completely drains into the crank- 
case. When further oil is required, the 
lid of the socket is taken off, the empty 
can removed and a new can inserted. 


Tieup Ad Gives Photos 
Of All Its Dealers 


A direct tieup of the oil company’ 
goods and services with the individua 
dealers who are handling its products i: 
a given territory, was secured by th: 
Wadhams Oil Co., Milwaukee, subsidiar\ 
of Socony-Vacuum Oil Co., Inc., throug! 
a double page newspaper advertisemen: 
carrying the photograph of each of it: 
187 dealers in Milwaukee county. 

“Try a Week of Wadhams” was th: 
slogan of the ad. It started; “We, th: 
independent Wadhams dealers of Milwau 
kee county, join in this sincere invita 
tion.” The copy read: 

“Here to serve you in the Wadhams 
way. 187 of us in Milwaukee count; 
close to your own home wherever you 
live; handy to you on your way to work, 
to the store or to the neighbors. 187 
personal invitations to Try A Week of 
Wadhams. 187 dealers who appreciate the 
increased business that both old and new 
friends are giving us. 

“How many Milwaukee motorists have 
accepted our invitation? Well, we have no 
way of counting, except this: During the 
first eight months of this year, exactly 
1,035,764 more gallons of gasoline have 
been pumped by Wadhams in Milwaukee 
County than in the same period last year.” 
It concluded: “We also know that good 
products must be matched by good serv- 
ice . . . cheerfully given, conveniently 
located, speedily rendered. Try a Week 
of Wadhams. Try any one of the 187 
of us.” 


Long-Service Employe 


Christens Tanker 

NEW YORK, Oct. 11. — Agnes L. 
Maloney, of Elizabeth, N. J., a Standard 
Oil Co. of New Jersey employe for 19 
years and at present registered nurse in 
charge of welfare work at its Bayway 
refinery, was sponsor at the launching 
at Kearny, N. J., Oct. 9 of the company’s 
tanker “Esso Bayway”. 

The vessel is the second of eight tank- 
ers to be completed for the oil company 
by the Federal Shipbuilding and Dry 
Dock Co., subsidiary of the U. S. Steel 
Corp. A sister ship was launched at the 
Kearny yards last July. 

The “Esso Bayway” is oi] burning, 450 
feet long and has a deadweight capacity 
of 13,000 tons and a gasoline cargo 
capacity of over 4,400,000 gallons. She will 
travel at a sea speed of over 12 knots 
and will operate at an efficiency of from 
20 to 40 per cent greater than present- 
day tankers. 

Miss Elizabeth, of Elizabeth, was maid- 
of-honor at the launching. A reception for 
the sponsor was held in the yard restau- 
rant building after the launching. 


‘ Retires After 45 Years 

CHICAGO, Oct. 11.—D. G. Gano, after 
45 years with Standard Oil Co. of In 
diana, has joined some 725 other veterans 
enjoying annuities from the Indiana com 
pany. 

Mr. Gano was head of the plant and 
stable equipment in the “coal oil’ wagon 
days. After serving in various other po 
sitions he eventually joined the paying 
office staff, and was head of that depar'- 


ment for some time prior to his retire 
ment. 
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@ IF YOU are using straight trucks to cover filling stations and 





farmers in outlying sections, your transportation costs for rural 
deliveries are probably higher than they need be. 


For petroleum concerns which have used 
both straight trucks and Trailers have defi- 
nite figures to prove that Trailers serve 
the rural market more economically and 
more efficiently all the way around. 


Initial Cost Is Less 


To begin with, the initial cost of a Trac- 
tor-Trailer unit for rural deliveries is about 
25% less than that of a straight truck of 
equal capacity. This is largely the result of 
the fact that, whereas a 3-ton straight truck 
is necessary to haul 1500 gallons of gaso- 
line, a 1%-ton power unit, when used as a 
tractor and coupled to a Tank-Trailer, can 
easily pull the same payload. 

There is a good 334% savings in operat- 
ing cost, too, for it stands to reason that it 
takes less fuel to operate a 1*%-ton power 
plant than a 3-ton unit. Tire and mainten- 
ance expense is also less, and so is depre- 
ciation cost—for a worn-out tractor-truck 
does not mean a worn-out Tank-Trailer. 


Bigger Payloads Mean A Lot 


The Trailer’s capacity for bigger pay- 
loads is another big attraction to operators 
who want to make the most out of the rural 
market. For the bigger the payload capac- 
ity, the larger the cruising radius. And 
the larger the cruising radius, the less time 
and money consumed in trips back to the 


bulk plant for fresh loads.This is partic- 
ularly important in serving rural markets 
—where stops are often scattered over 
comparatively wide areas. 


Maneuverability An Asset, Too 

Because deliveries to farmers involve 
negotiating narrow lanes where turns are 
abrupt and maneuvering space is particu- 
larly limited, the fact that a Tractor-Trailer 
is virtually “hinged in the middle”’ is a big 
help to drivers who have full schedules to 
meet. For this “hinged in the middle” 
feature makes the Tractor-Trailer supple, 
flexible, and adjustable to the most con- 
gested conditions. 

It can ‘‘snake’”’ its way through the tight- 
est quarters, ‘‘break’’ around the most acute 
angles, and turn in a circle at least a third 
smaller than that required by a straight 
truck of equal load capacity. This maneu- 
verability feature also gives the driver a 
““break’”’ in deliveries to rural filling stations 
where space is at a special premium. 


Oldest and Largest Manufacturers of Truck-Trailers 


FRUEHAUF TRAILER COMPANY 
10964 Harper Avenue Detroit, Michigan 


Sales and Service In All Principal Cities 
















WRITE FOR FREE FOLDER 


For more complete details on the 
way in which Fruehauf Tank-Trailers 





will save you money on rural deliv- 
eries, write today for your copy of a 
new folder prepared especially for 
this phase of your business. 











FRUEHAUF TRAILERS 
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THE BIERMANN BILL 


By HUBERT B. FULLER* 


WY narever may be said 


as to the defects in the Bill as it is drawn, 
or the questions raised by some of its 
language, its purpose clearly is to pro- 
hibit any company which produces, refines 
or transports gasoline by pipeline or 
otherwise, from engaging in the retail 
marketing thereof. It is intended by its 
advocates to confine the marketing of pe- 
troleum products to companies and indi- 
viduals who have no other contact with 
the petroleum industry than that of sell- 
ing to consumers at the pump. 


Those who advocate this Bill maintain 
that companies which produce crude oil, 
which transport it, or which refine it into 
gasoline, operate their retail outlets at a 
loss, and make up the losses thus sus- 
tained out of the profits made in some one 
of the other three branches of the in- 
dustry. 

Undoubtedly some filling stations oper- 
ated by major companies are conducted 
at a loss because of an unwise and exces- 
sive investment, or because of the reloca- 
tion of public highways, or because of the 
closing of factories, the shifting tides of 
population, or for some one of many other 
reasons. On the other hand, probably the 
greater number of their stations are oper- 
ated at a reasonable profit. I know that 
many of the major oil companies have 
been closing outlets which they have been 
unable to bring up to a profitable basis. 


But whatever the facts may be as to 
this, I want to call attention to a factor 
in the situation which I do not believe 
is appreciated by those who are sponsor- 
ing this legislation. We have in Ohio 
what is generally known as the state struc. 
ture. We all know that means the price 
usually set by the largest marketer and 
naturally followed by others, at which 
gasoline is sold at retail at its filling sta- 
tions—that is the posted service station 
price. Gasoline sold at that price is not 
the competition which the retailer needs 
to fear. 

The destructive competition which the 
retailer faces comes from those who sell 
at less than the state structure. These 
are usually the small operators, most of 
whom buy on the spot market from re- 
finers not engaged in the operation of 
filling stations and who have no interest 
whatever in maintaining a reasonable 
and proper service station price. 

May I also call your attention to the 


*General Counsel, Ohio Petroleum Market- 
ers Assn 
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increasing number of trackside opera- 
tions in Ohio and in other states, particu- 
larly in the larger cities. These outlets 
are able to sell gasoline to the consumer 
at a price much lower than the state 
structure. These trackside operators have 
no bulk plants to build and maintain, no 
delivery equipment to purchase or oper- 
ate, and are able to function at a much 
lower cost than their competitors. 


If the independent marketer is to se- 
cure a larger margin of profit and to 
make more money, it must be done in 
one of two ways. He must either buy 
cheaper or sell higher—purchase for less 
or sell for more. He can today buy from 
the major oil companies or he can buy on 
the spot market from the independent 
refineries who have no marketing opera- 
tions, and so it does not appear that, with 
the enactment of this legislation, the in- 
dependent marketer is going to be able to 
buy his gasoline at any lower price. 

The only way then that he can oper- 
ate more profitably will be to raise the 
retail price and charge the consumer 
more for his gasoline. How can he do 
this in the face of the competition of the 





The accompanying discussion of 
the Biermann bill introduced in 
the last session of Congress, to 
divorce marketing from other 
branches of the oil industry, was 
given by Mr. Fuller, before the 
meeting in Cleveland Oct. 6 of the 
Ohio Petroleum Marketers Asso- 
ciation, in answer to a question 
from the floor. He had first pre- 
sented a brief analysis of the bill 
itself and, after a discussion by 
members of the association, he was 
then asked by one member to 
present his own views on the bill 
as it might affect independent 
marketers. 





trackside operators who have the natural 
advantages which I have indicated, or of 
farm bureaus and the troublesome co- 
operatives, or of those operators who al- 
ways sell below the market? 

This legislation, if enacted, will not 
take out of the industry the Spur com- 
pany or those many other companies 
which have been building and are build- 
ing sidetrack outlets where they sell di- 
rectly from the tank car to the customer. 


Furthermore, as I understand it, the 
greatest influence today for the stabiliza- 
tion of retail prices is the major oil com- 
pany. If the integrated companies are 
removed from the picture, as this legis- 
lation intends to remove them, then they 
will have no further interest in retail 
prices and the market will lose the only 
stabilizing influence it today possesses. 
We will then have a truly cut-throat mar- 
ket with every man for himself, and 
bankruptcy the ultimate end. 

There has probably never been a period 
in the history of our country when people 
in all walks of life have been so disposed 
as they are at present to look to the gov- 
ernment for relief from every unpleasant 
situation. They are not wholly to blame 





sented in the accompanying discussion. 
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posting laws. 


industry, Mr. Fuller believes 





Possible Effects of a Divorcement Law 


Important economic factors in connection with the proposed Biermann _ bill 
to force oil companies to divorce their marketing from other operations are pre- 


t—Such a law, Mr. Fuller brings out, will not take out of the picture the low 
price stations which furnish the most destructive competition the jobber faces 


2—With the removal of the integrated oil companies from marketing, the mar- 
ket would lose the only stabilizing influence it possesses today. Then, Mr. Fuller 
believes, there would be truly cut-throat competition. 
3—What would become of the stations of the major oil companies if such a 
bill were passed, is a question which should be carefully considered, he thinks. 
Possibly these companies might be required to dispose of their stations in a short 
period of time. Would this bring into the industry new individuals and com- 
panies entirely unfamiliar with marketing practices? 
j—The legislation dealing with economic conditions which has already been 
passed, which it was believed would aid in stabilizing oil marketing practice, has 
not succeeded in bringing about material changes. Mr. Fuller referred particularly 
to the Robinson-Patman law, the chain store laws and the recently enacted price 


5—It is much easier to propose legislation than to control its course so that, 
when enacted, the measure does not actually injure its proponents. Any legislation 
enacted is likely to be first of all in behalf of the customer in reducing the price 
of gasoline, rather than in the interests of greater profits for any branch of the 











for this, for never before in our history 
have politicians and office seekers prom- 
ised the fulfillment of so many vain hopes 
by the mere expedient of legislative en- 
actment. 


People, bewildered by their misfortunes, 
have been easily misled by alluring prom- 
ises. The more astounding the promise, 
the greater the number of its advocates. 
For example, we have had the amazing 
Townsend Plan, proposing to give every 
person over 65 years of age $200 per 
month, which, in most cases, would be 
more than the income of the beneficiaries 
at any time during the active period of 
their lives. 


We have had the Huey Long Plan for 
the redistribution of wealth, by which 
everyone was to receive $5000 in cash and 
a homestead. We have gone from one 
fantasy to another during an administra- 
tion which, whatever may be its virtues, 
has weakened the morale of people in 
general by preaching the doctrine that 
the cure for their troubles lies not in 
their own industry and initiative, but in 
an appeal to legislative bodies. So it is 
small wonder that groups of citizens have 
readily come to the conclusion that in- 
dustrial ailments may be cured and com- 
petitive inequalities eliminated by resort 
to law. 


There is an element in legislation of 
this character that is not generally appre- 
ciated. Probably it can be appreciated 
only by those who have had considerable 
experience with the processes of legisla- 
tive bodies. Very frequently men with 
laudabie intentions go before Congress 
and the State Assemblies advocating the 
enactment of legislation whose ultimate 
effect they fail to appreciate. For ex- 
ample, for years we have had a great 
deal of agitation for so-called minimum 
wage iaws. And we have here in Ohio a 
board created by law which is given some 
rather broad powers for establishing 
minimum wages for women in certain 
lines of employment. 


Now everybody with any charitable or 
sympathetic view of life wants to see 
women employed at wages which will 
enable them to live decently and live 
honorably. But what has been the effect 
of some of this legislation? A certain 
large hotel in this state has for years 
operated its elevators with colored girls. 
Recently when I was in the hotel, I no- 
ticed that colored boys had taken the 
place of the girls on these elevators. The 
reason for this change was this mini- 
mum wage law. A law which was intend- 
ed to raise the wages of women had the 
effect of entirely depriving them of any 
employment whatever and the loss of 
the wages, such as they were, which they 
had heretofore been earning. 


Let us take another illustration. At its 
last session, the Ohio general assembly 
enacted the so-called Boyd law limiting 
the hours of labor for women. Under this 
law even in offices women can work only 
48 hours a week, only 8 hours a day and 
6 days in a week. Many offices have oc- 
casions when they are obliged to take 
inventory, draw up operating statements, 
get out bulletins of an emergency char- 
acter, requiring the office staff occasion- 
ally to work of an evening or on a Sun- 
day. 


Now these things cannot be done under 
the Boyd law by a staff of female em- 
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ployes. As a result, some offices will lay 
cff one or two girls and employ in their 
places men, who will work at substan- 
tially the same wages and who will be 
available for overtime work in such 
emergencies. Here again a law which was 
commendable in its purpose, will visit a 
severe hardship on many individual 
women. There was no such intention or 
anticipation on the part of those who 
sponsored the measure. 


h-oresver, many bills are introduced in 
Congress and in the state legislatures 
drafted by people who, as in the case of 
this Biermann bill, seek some definite 
objective. These bills are referred to com- 
mittees, hearings are held before these 
committees of both the House and the 
Senate, at which appear proponents and 
opponents of the measure. The bills are 
very frequently amended in the commit- 
tee hearings. Members of the committees 
may feel that the bill goes too far or, 
more likely, that the bill does not go far 
enough, after they have listened to the 
lamentations of those who are advocating 
the measure, with the result that when 
finally enacted, the bill is entirely dif- 
ferent and much more comprehensive 
than when it was first introduced. 


It is my own feeling that, when this 
bill comes before the committees of 
Congress and hearings are held, its ad- 
vocates in their effort to secure its en- 
actment will accuse the oil companies of 
sO many crimes and misdemeanors that 
they will impugn the entire oil industry 
and discredit it so badly that Congress 
will feel that the whole industry, and 
especially the marketing branch of it, 
should come in for general governmental 
regulation and supervision. Such govern- 
mental regulation might very well take 
the form of establishing margins for the 
various classes of operation. 


For, rest assured, Congress is going to 
be much more interested in the price of 
gasoline to the ultimate consumer than 
it is in the amount of profit to be derived 
from its sale by those who are engaged 
in operating filling stations. And in that 





Features of the Biermann Bill 


The so-called Biermann bill, intro- 
duced in the House in the last session 
of Congress, by Congressman Fred 
Biermann, of Iowa, is designed to 
force the major oil companies to with- 
draw completely from marketing, or 
to set up entirely separate marketing 
companies. 

The bill would make it “unlawful 
for any person or affiliate of such 
person directly or indirectly to en- 
gage in the marketing of petroleum 
products and at the same time be 
engaged in one or more of the other 
three branches of the industry, name- 
ly production, refining and_ transpor 
tation.” The term “transportation” 1s 
declared to mean, “pipelines, railroads 
or tankers.” 

The bill, as introduced was to be- 
come effective Jan. 1, 1938, and viola- 
tion of its provisions would entail a 
fine of $10,000. 











event, which is by no means unlikely, 
those who are advocating this bill will 
wish that they had never started in mo- 
tion legislation which might result in both 
jobbers and retailers suffering a reduc- 
tion in their margins. 


In this connection I noticed that, in the 
hearings before the New York State Joint 
Legislative Committee in September, 
dealers who testified before that Com- 
mittee advocated, among other things, the 
enactment of legislation to limit the num- 
ber of retail outlets by the process of 
licensing, in order to preclude any in- 
crease in the existing number of service 
stations and thereby enable operators to 
secure enough gallonage to insure a profit. 
To this suggestion one of the members of 
the Legislative Committee replied that 
he was engaged in the moving theatre 
business and that he would be very happy 
if the number of his competitors were 
limited, although he was not clear how 
this could constitutionally be done. 


And the chairman of the Committee in- 
formed the retailers, who had testified, 
that the Committee’s primary interest 
was that of the general public and that 
any legislation which might be recom- 
mended would be framed first of all for 
the benefit of the consumer. In other 
words, in enacting legislation we may 
be quite certain that Congress will be 
much more interested in reducing the 
cost of gasoline to the purchasing public 
than it will in securing larger margins 
and greater profits for the dealer or job- 
ber, as the case may be. 


It is interesting to note that the Na- 
tional Association of Petroleum Retailers, 
in its convention at Rochester last week, 
after discussion of the Biermann bill, 
adopted a resolution supporting the meas- 
ure provided the Bill is amended to 
divorce wholesale from retail marketing. 
In other words, the retailers want the 
measure but they are going to insist that 
not merely the refiners be prohibited from 
operating filling stations but that job- 
bers, such as the members of our Asso- 
ciation, shall also be prohibited from 
operating any retail outlets. 


This illustrates the point which I have 
sought to make—that it is much easier 
to propose legislation than it is to con- 
trol its course so that when enacted the 
measure does not actually injure its pro- 
ponents. Furthermore, legislation of this 
character constitutes an invitation to the 
government to undertake the regulation 
of the oil industry and by express invita- 
tion extended by a part of the industry 
itself. It is much easier to invite a guest 
into your house than it is to rid yourself 
of him when you are wearied of his pres- 
ence. With the government once in con- 
trol of the marketing operations of the 
oil industry, who is going to be able to 
secure a divorce from that control? 


Frankly, after the experiences which 
I have had as a lawyer with governmental 
bureaus, I believe that, if I were engaged 
in the independent branch of the oil in- 
dustry, I would rather face the competi- 
tion of the major oil companies than to 
try to operate under the regulations of 
public officials, who are essentially politi- 
cians, and who would be much more in- 
terested in the price the consumer pays 
for his gasoline than in my opportunity 
to make a living. 


I know it is a popular American cus- 
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D fafety Valves are Cheap 


Imurance against Winter Road Hayardy | 


bs hazards of the highway are sufficient, even under 
the most favorable traffic conditions, to justify 
petroleum marketers in protecting their equipment and 
loads against accident. When winter’s snow and ice 
make road traction more uncertain, the need for safety 
devices is intensified a thousandfold. 





Gasoline consumption continues regardless of road 
conditions, and petroleum marketers must deliver their 
loads when other motor vehicles are able to travel. 
Although speed is reduced to meet winter hazards, and 
chains aid in giving trucks traction, the chances of collision 
or running off the highway are much greater. 





OPERATED BY COM- 
PRESSED AIR OR HY- 
DRAULIC PRESSURE 


Major operators, such as the Pennzoil Company, equip 
their truck tanks with S. & J. Internal Safety Valves which 
preclude the spillage of gasoline in rear end collisions, 





side swiping, or other highway accidents which break or 
tear away the discharge system of the truck tank. With 
winter coming on, this is the ideal time to make your 
truck tanks safe by installing S. & J. Internal Safety 
Valves. Write for a copy of our book ‘‘Transporting 
Inflammable Liquids with Safety’’ 


SHAND & JURS CO. 
BERKELEY, CALIFORNIA 


295 Madison Ave. 601 Fannin St. 225 W. llth St. 
New York Houston Los Angeles 


This is one of four different 
types of S. & J. Internal Safety 
Valees, suitable for any type of 
internal mounting. Furntohed 
in bronze or aluminum in sizes 
from 1\% to 6 inches. May be 
operated hydraulically or by 
compressed air from the air 
brake system of the truck. 


LISTED BY 


Unierwrite;.: 
Suboratories 


SHAN D & _ JURS 
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tom, when a man is displeased with some 
situation, to vociferously assert that 
“there ought to be a law.” But I wonder 
if we do not already have too many laws, 
most of them inadequately enforced. 
Moreover, many laws do not have the 
curative effect anticipated by their spon- 
sors. Some 15 months ago Congress 
passed the so-called Robinson-Patman 
Act to prevent discrimination in prices 
to resellers. When introduced and passed 
by Congress, that bill was widely herald- 
ed as the economic salvation of industry. 


Just a year ago at our 1936 conference 
at Cincinnati, I delivered an extensive 
speech analyzing the Robinson-Patman 
act and showing the effect, if any, it 
might be expected to have on the market- 
ing of gasoline in the State of Ohio. Those 
of you who heard that speech may recal! 
my statement that I did not anticipate it 
would have much, if any, effect. 


Recently, in Washington, I had an ex- 
tended conference with an official of the 
Federal Trade Commission regarding the 
Robinson-Patman law. In the course of 
that conversation, this gentleman said to 
me that, while in his opinion the Robin- 
son-Patman act had been advantageous 
in a great many respects, yet it had been 
oversold and could not produce the mil- 
lennium which so many anticipated. 


The law books are full of statutes 
which have failed to vindicate the hopes 
of those who secured their enactment. As 
an illustration, take the Ohio Drivers 
License law which went into effect on Oct. 
1, 1936, and which, it was fervently pre- 
dicted by its advocates, would remove 
from the highways dangerous and _ in- 
competent drivers and greatly reduce au- 
tomobile accidents. 


The law has been in effect a year, and 
it has had none of the beneficial effects 
that its proponents predicted. About all 
it has accomplished has been to add an 
additional 40 cents a year to the cost of 
automobile driving and to create some 
additional patronage for politicians. 


In Cleveland alone during the past nine 
months some 34 more people have been 
killed by automobile accidents than dur- 
ing the corresponding nine months of 
1936, before the Drivers License law be: 
came effective. I mean this merely to il- 
lustrate by point that an economic and 
industrial millennium cannot be secured 
by legislative enactment. 


We are familiar with the efforts in 
various states to equalize competitive 
conditions by the enactment of chain 
store tax laws, which in some states have 
levied very heavy taxes upon filling sta- 
tions. Many in the industry felt that their 
salvation would be accomplished by the 
enactment of such laws. Indiana is an 
example. But although Indiana has had 
the chain store tax law for several years, 
operators in that state advise me that 
that legislation has not produced the 
blessings which its sponsors predicted. 


Probably one of the least defensible 
practices in the oil industry is that of 
selling to certain customers at less than 
the price posted at the station, in other 
words, what are called “under-canopy dis- 
counts.” Many have felt that this prac- 
tice could be stopped by law and in some 
states statutes have recently been en- 
acted requiring the posting of prices of 
gasoline at all outlets and providing a 
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fine for anyone who sells at less than his 
posted price. 


Pennsylvania, for example, recently 
passed such a statute. But it is not prov- 
ing the solution of the marketing prob- 
lems as its proponents predicted. In the 
first place, the difficulty of policing the 
industry and enforcing the law is appar- 
ent. People who receive the advantage of 
the discounts certainly are not going to 
report the offenders to the police author- 
ities. Many dealers are therefore ignor- 
ing the law, while dealers who prefer to 
comply with the law are openly posting 
lower prices than their competitors. Of 
course, the law is not violated if gasoline 
is sold at the price posted. The only thing 
that has happened is that the entire mar- 
ket is demoralized as the result of the 
statute rather than only a part of it, as 
was the case before the enactment of the 
law. 

One group in the oil industry is today 
advocating the enactment of the Bier- 
mann bill because they think it will be ad- 
vantageous to their operations. Another 
group in the industry, and they for the 
most part are dealers, is advocating legis- 
lation to limit the number of filling sta- 
tions and to provide that no more retail 
outlets may be constructed. 


In May of this year, such an ordinance 
was enacted by the city council of 
Toronto, Canada, which fixed an arbitrary 
figure of 748 outlets in that city, that 
being the number of outlets in actual 
operation at the time, plus the number 
not yet built for which construction per- 
mits had been granted or applications 
for permits had been filed. There is simi- 
lar agitation for legislation of this char- 
acter in New York state. Now that kind 
of legislation may be very well for deal- 
ers, but I cannot see where it would be 
helpful to those engaged solely in the 
jobbing branch of the industry. 


Another question which interests me is 
what would become of all of the outlets 
of the integrated oil companies, if the 
Biermann bill should be enacted. Would 
they be thrown upon the open market? 
The Biermann bill, if passed, will become 
effective Jan. 1, 1938. That date, of course, 
would have to be changed because Con- 
gress probably will not again be in ses- 
sion before that date. 


This would mean that the integrated 
oil companies would be required to dis- 
pose of all of their service station out- 
lets in the brief period of a few weeks. 
Presumably such a forced sale of these 
outlets would bring into the industry 
literally hundreds, probably several thou- 
sands, of new individuals who, because 
of their unfamiliarity with marketing 
practices, would still further demoralize 
the retail market and the ability of those 
already in the industry to operate their 
outlets at a profit. 


Some question has been raised as to the 
constitutionality of a provision of law 
which may thus force a company to sacri- 
fice its property without reasonable com- 
pensation therefor. But assuming the 
provisions to be constitutional, we can 
appreciate the utter demoralization of the 
market for filling station outlets which 
would result throughout the state of 
Ohio, as elsewhere, if this bill should 
become a law. As drawn, the measure 
provides that an integrated company may 
not conduct marketing operations through 
the medium of a subsidiary or an affiliate. 


I anticipate, however, that if this law 
were passed, the marketing operations of 
some of these companies could be incor- 
porated and the capital stock of the new 
corporation distributed pro-rata among 
the stockholders of the integrated com- 
panies and that such a type of operation 
would be permissible, provided the new 
marketing company can be shown not to 
be under the control of the integrated 
company. 


Now I am entirely in sympathy with 
the idea that the marketing of gasoline 
or any other product, ought to stand upon 
its own feet; that where a company is 
engaged in two or three types of opera- 
tion, each operation can be justified only 
as it pays its own way, and after all, that 
is the reason why many are advocating 
the Biermann bill. I am in sympathy with 
their position, but I am of the opinion 
that, by the enactment of legislation of 
this character, they will bring down upon 
themselves a_ situation much more 
dangerous, much more troublesome, than 
that under which they now operate, and 
this for some of the reasons which I have 
outlined to you. 


-Pet Peeve” Contest 
On Station Service 


A “pet peeve’ contest is being con- 
ducted by Smith Oil & Refining Co., 
Rockford, Ill., to determine what mo- 
torists don’t like about station service 

For the best letters 100 words or 
shorter, motorists will be awarded $250 
in cash and merchandise. The contest 
closes Oct. 10. The “pet peeve” can be 
on a Smith station, or any other service 
station. 


The first four prizes, $50, $25, $15 and 
$10, are in cash. Then there will be 50 
prizes of 10 gallons of Smith Motor 
Power gasoline; 25 awards of five quarts 
of Smith Super-Penn motor oil; and 21 
prizes of complete lubrication jobs. 

“While we strive to make Smith Serv- 
ice as perfect as possible we are always 
anxious to make it even better... and 
that’s why we want your letters, criti- 
cism and suggestions,” said a newspaper 
advertisement announcing the contest. 


Milton Oil Remodels 


St. Louis Plant 


Milton Oil Co., of Sedalia, Mo., is re- 
modeling its bulk plant in St. Louis, and 
contemplating moving its general offices 
from Sedalia to St. Louis. 

The plant is being rebuilt for more 
warehouse space, and a service station is 
being built in front as the plant is on a 
main highway. 

A second story is being added to the 
present office for the general office space. 
Improvements are expected to be com- 
pleted before the first of the year. 


Move to New Location 


International Harvester Co. announces 
removal of its general offices to the new 
Harvester Building, 180 N. Michigan Ave., 
Chicago. 
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PUMPS 


It gives motors “3-Way 
Winter Protection!” 


No, Mr. Marketer, we are not 
joking... many oils sold for winter 
use, actually get as sticky as glue 
the minute the thermometer gets 
down near zero. 

Why take a chance on question- 
able winter oils when Canfield’s Pre- 
mium Penn is guaranteed for instant 
pumpability at zero and below, as 
well as to insure complete protec- 
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Goll this winter motor oil that 
INSTANTLY AT ZERO! 


tion under any and all motor, tem- 
perature, and driving conditions. 








3-WAY PROTECTION 


1. AT ZERO TEMPERATURES its instant 
pumpability assures snappy starting 
and less drag on the battery. 


2. ATWARM-UP TEMPERATURES 
its remarkable “oiliness’ lubricates 
and protects every moving part in the 
motor. 

3. AT HIGH SPEED TEMPERATURES 
its resistance to heat withstands 
the searing temperatures of modern 
motors at 50, 70 or more miles per hour. 
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RPM MOTOR OIL 







We buy in 





Inject new life into your winter 
motor oil business...sell Premium 
Penn, the winter oil that gives 
three-way protection. 

Remember, you'll make more 
money per gallon on this quality 
oil... you'll increase your dollar 
volume ...and you'll get maxi- 
mum repeat business. 


Canfield 


MAIL THE COUPON TODAY! 


THE CANFIELD OIL CO., CLEVELAND, OHIO 


Refineries, Cleveland, O., Coraopolis, Pa. 
Plants, Clevoland, O., Jersey City, N. J. 


_] Send particulars and prices on Canfield Penna. Motor Oils 


C) Winter E. P. Gear and Transmission Lubricants 





Name 
Address 
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1) Sealed Cans, C) Drums, C) Tank Cars 





Pumping equipment at the new fuel oil loading rack of the | Steuart & Bro. in Washington is installed in the open underneath the platform to prevent accu 


mulation of vapors as a possible fire hazard. The tank-like objects are air releases for the various tanks from which the fuel oil is drawn. Beside them are the sever 
100-¢ga.lon-a-minute 
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EFFICIENCY AND SAFETY 
In Loading Fuel Oil Trucks 


rmN 

| HERE are a number of rea 
sons why 12 tank trucks will be able to 
haul about 500,000 gallons more fuel oil 
to Washington homes this winter for 
L. P. Steuart Bro., Inc., than the same 
dozen did last heating season. They may 
all be bundled into one, however, under 
the title: “More efficient operation.” And 
one of the chief subtitles under this gen- 
eral heading would be: “New loading 
rack.” 

Steuart’s new rack, designed to accom- 
modate six trucks at once, is fireproof, 
easily accessible to trucks, and arranged 
to permit flexibility of loading operations. 

Its 13 fill lines are arranged in three 
groups, four pipes on either end of the 
rack and five in the middle. Only six 
of the lines are for No. 2 fuel oil, which 
constitutes Steuart’s chief “quantity” 
product, but there is one of these at each 
of the six loading positions beside the 
rack. 

The 600-gallon-per-minute centrifugal 
pump which pours No. 2 oil into the 
trucks from Steuart’s 2,000,000 gallon 
storage tank is controlled from any one 
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By G. T. KELLOGG 
N. PLN. Staff Writer 


of six explosion-proof switches, mounted 
on steel posts at each of the loading po- 
sitions there’s no running up and 
down the platform to start and stop the 
pump. 

But why only one outlet for No. 2 
oil at each loading position? Steuart says 
that it’s all a man can do to watch one 
compartment of the truck filling at one 
time. If he had two or three lines run- 
ning to as many compartments, possibly 
at different rates of flow, it is quite 
likely there would be some spillage, and 
that, contends Steuart, wouldn’t be ef- 
ficiency. 

Even with the big pump going, and 
only one or two fill pipes running, the 
rate of flow into the truck compart- 
ments will be governed by the 180-gal- 
lon-per-minute meters which are installed 
at each fill-pipe on the rack. However, 


when the oil in the big, 60-foot-high tank 
is high enough, gravity may be allowed 
to do its part in filling the tank trucks 
with No. 2 oil, and this might affect the 
rate of flow. 

The loading pump, powered by a 10-h.p 
electric motor, is connected with the 
2,000,000-gallon tank by a six-inch line, 
underground and the line from the pump 
to the first two “take-offs” for the fill- 
pipes nearest the pump also is six inches 
in diameter. After the first two fill-pipes 
are attached to the line, it diminishes to 
five inches, running to the two take-offs 
in the middle of the rack, after passing 
which it again is decreased, to four 
inches, running to the fill-pipes at the 
far end of the rack. All fill-pipes are 2.5 
inches in diameter. 

The seven fill-pipes on the rack not 
used for No. 2 oil are each connected 
with one of the seven 20,000-gallon un- 
derground storage tanks, directly under 
the loading rack. These fill-pipes are ar- 
ranged so that there is one at each load. 
ing position except at one side of the 
middle group, where there are two. 


They will be used for No. 1 and No. 4 
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THE NEWSPAPER CAMPAIGN 


At the same time we break with the greatest And these promises are not made as unsup- 
newspaper campaign in Skelly’s history. What ported claims. We show how and why Skelly 


a story we have to tell customers and pros- gasoline gives them these qualities. 





pects about Skelly gasolines! [t's news— 
important news! News that promises them 


exactly the things they ve told us they want: 


QUICK-STARTS AND LONG MILEAGE 
FRIENDLY, CONVENIENT SERVICE 


Blending gasolines to fit weather conditions. 
as Skelly does it, is a real story of achieve- 
ment. And we tell it fully, honestly, sincerely. 
with arresting news headlines and pictures that 


will interest ev eryone. 


With these and a complete co-ordinated merchandising program, we 
believe that the Skelly Franchise will now be more valuable than ever 
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oil, and for gasoline, which the Steuart 
plant distributes to the five garages in 
Washington owned by affiliated corpora- 
tions. No other sales of gasoline are 
made, so only one of the 20,000 gallon 
tanks, and one fill-pipe, will be used for 
this product. 

The other pipes will be located so that 
a truck may pull into any of the load- 
ing positions and take on at least one 
other grade besides No. 2 fuel oil. Each 
of these seven pipes also is equipped 
with a meter, of which 13 all told are 
mounted on the rack platform. 

Switches controlling the _ individual 
pumps (100-g.p.m., powered with 3 h.p. 
motors) connecting with the seven ‘odd’”’ 
fill-pipes are also controlled by individual 
explosion-proof switches mounted on the 
steel uprights beside the fill-pipe which 
each serves. 

All pumps, motors, air releases, piping 
and other equipment for the loading 
rack, aside from the meters, switches and 
the pipes themselves, are mounted on 
concrete, underneath the platform of the 
rack, in open air. 

This arrangement is explained by Cur- 
tis Steuart, manager, as an extra fire 
precaution. Disastrous fires, he _ says, 
have been known to result from ‘“coop- 
ing” the motors, pumps and so on in 
close quarters where they did not get 
sufficient ventilation, so he has built all 
his out in the open, where there will 
be plenty of air circulating around and 
no chance for fumes to gather. Wash- 
ington’s fire Marshal agrees that this 
plan reduces fire hazard. 

With such a loading rack, connected to 
as large a source of supply as Steuart’s 
2,000,000 gallon tank for No. 2 oil and 
his 140,000 gallons of underground stor- 
age for other products, the only limit 
to the gallonage he could truck out from 
his plant in a given time is the routing 
of his trucks getting them back in 
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time to refill and be off again on another 
trip. 

Conceivably, if there were always 
trucks to run under the fill pipes the 
minute other trucks left them, the Steu- 
art plant could deliver more than 300,000 
gallons of oil in one day, since the big 
pump is capable of pushing 100 gallons 
per minute into each of six trucks. This 
would be 600 gallons per minute, or 
36,000 per hour — if there were no wait- 
ing time between trucks. Allowing 15 
minutes out of every hour for shifting 
trucks (still assuming they could be 
routed to customers’ homes so as to be 
back at the rack ready for a new load 
as soon as the trucks ahead of them 
pulled out), the possible output would 
still be 27,000 gallons per hour. 

As for the fireproof construction of the 
loading rack — aside from the “open 
air” arrangement of pumps and motors 
underneath, and the explosion proof 
switches above the platform — it is con 
structed of metal throughout. The plat 
form is made of a heavy sheet of steel, 
corrugated on top so as to provide trac 
tion for snowy feet. All uprights are 
steel “I” beams, and the roof, supported 
by a steel framework atop the uprights, 
is of corrugated metal. The rack is about 
70 feet long; the platform about five 
feet wide, and the roof overhang suf- 
ficient to protect trucks on both sides 
from sun, rain, snow or sleet. 

At one end of the rack is the rack- 
man’s house, also of metal, wherein he 
may keep his records, loading tickets, 
and other paper work, as well as pro- 
tect himself from the weather. 

The center of the platform is clear, 
with the meters mounted on either side, 
and fill-pipes rising from the floor be- 
side the meters, thus allowing rack man 
and truckers to move up and down the 
platform from trucks to the rack-man’s 
house, or vice-versa, without the neces 
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A section of the new fuel oil loading rack at the rage plant of the L. P. Steuart & Bro. at Wash- 
ington. At the left is shown a type of duplicating meter used on the trucks and on the steel floor of 
the < are shown four meters, one for each nll pipe shown. The white box on the post at the right is 
one of the explosion-proof switches with which all pumps are operated. On another pillar is one of 
the carbon-dioxide fire extinguishers. The door in the center leads into the loading man’s house 
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sity of stepping over and around various 
equipment. 

While it is most important, the new 
loading rack is not the only step toward 
more efficient operation at the Steuart 
plant. Each truck is equipped with a 
meter duplicator, which stamps the gal- 
lonage of each delivery on duplicate slips 

one for the customer, the other for 
the office — and each truck is routed, 
days in advance, by use of a degree-day 
system which has been installed at the 
Steuart plant. 


How does the company figure it will 
have 500,000 more gallons of fuel to de- 
liver this season than previously? Well, 
they have installed around 400 new burn- 
ers in the past year, to augment the gal- 
lonage which last year ran above the 
5,000,000 mark, according to Steuart. If 
each of these new burners uses only 
1400 gallons of fuel during the winter, 
their gallonage alone will amount to 
more than the additional 500,000 in point. 
Of course, the company expects to add 
a few new accounts —- homeowners who 
bought burners from dealers who do 
not sell oil. 

But Steuart still thinks the 12 trucks 
(mostly of 1500-gallon capacity) will do 
the job, properly operated. There won't 
be a great deal of time wasted around the 
plant, anyway, and the trucks are equip- 
ped with pumps which will send the oil 
into customers’ tanks at about 30 gal- 
lons per minute, so there will be little 
time for thumb-twiddling by drivers at 
the customers’ fill pipes. The routing by 
the degree-day system also will cut down 
“deadhead” time by empty or partially 
empty trucks, and will also tend toward 
larger loads leaving the plant in each 
truck, destined for customer-tanks whose 
exact needs are known. 

Besides the fireproof loading rack, 
elaborate fire-fighting equipment has been 
installed at the Steuart plant. A 7500- 
pound foam apparatus is housed in a 
small building built against the side of 
the concrete retaining wall around the 
2,000,000-gallon fuel oil tank. It is ar- 
ranged so that the foam-making powders 
may be carried to the top of the tank 
and dropped to oil level by a spiral 
trough running around the inside of the 
tank, or may be carried to any part of 
the loading yard through hose. 

In addition, two hand extinguishers are 
mounted on the steel uprights of the 
loading rack, ready to spray carbon di 
oxide extinguisher on any flame that 
starts on trucks or elsewhere in the yard. 
Each truck is equipped with a small hand 
extinguisher. 

While the Steuart plant, which is also 
a water terminal, will depend upon the 
pumps on tankers or barges for unload- 
ing oil from these water carriers, it has 
installed a pumphouse beside the Penn- 
sylvania railroad tracks, which are “next 
door’, to enable rapid unloading of rail- 
way tank cars. 

Two 100 g.p.m. pumps are installed in 
the pumphouse, and a manifold arrange- 
ment of valves and fill-lines enables them 
to unload four tank cars at one time, 
distributing their contents to each or any 
of the seven underground storage tanks, 
or to the large fuel oil tank, if necessary. 

The entire plant was built by Steuart’s 
own men, with the exception of the large 
fuel oil tank and the retaining wall 
around it, which jobs were sub-contracted. 
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N. P. N. says this is an advertisement but we say it’s national petroleum news 


Not te plete, but open for business,’”” W. M 





King writ 














about his latest addition, on Highway 16 in Chamberlain, South Dakota. Since starting in the 


bulk business in June 1934, The King Oil Company has built three new filling stations 


Dust Storms and a Grasshopper Plasue 


Breed a BOOMING BUSINESS 


Fy F IT weren't for grass- 
hoppers and dust, W. M. King might still 
be netting a nice little profit on his garage 
ind filling station. 

But when these plagues cut the heart 
out of his operation, he decided to take 


is 
iction. He became a jobber. In two years, 


he expanded a 52,000 gallon station into a 
214,592 gallon Phillips 66 bulk business 
that’s leaping ahead faster than those 
grasshoppers used to leap through the 
fields of Hamill, South Dakota. 

If you would like to see how one man 
increased his gallonage 400° in a couple 
tf years, read W.-M. King’s letter. It 
might give you an idea. Mr. King writes: 


“During the fall of 1933 I was op 
erating a garage and filling station in 
Hamill, South Dakota, a small inland 
town twenty-four miles from the near- 
est railroad. From 1921 I sold a well 
known brand of gasoline, and our high- 
est gallonage was 26,000. In the fall 
of 1931 we changed to Phillips 66. 
I can truly say that our gallonage went 
to 52,000 the first year. 


Dealers success with 66 leads him 
to use it when he turns jobber 

“Then came the grasshopper epi- 
demic. Every field and all vegetation 
was devoured by those insects; even 
the leaves on the trees were stripped, 
bark and all. Some of you readers 
might be interested to know that the 
vicinity of Hamill is where grasshopper 
plague originally started. 

Then became a jobber 

“Then came the dust storms and a 
slump in business. We decided to try 
something else, and contacted the Phil- 
lips Petroleum Company. They assured 
us we could obtain a Phillips contract, 
so we ordered our bulk station equip- 
ment shipped to Chamberlain, South 
Dakota. We built a service station on 
Highway 47, and sold our first gallon 
of 66 in June 1934. For the last six 
months of 1934 our gallonage reached 
51,718; for 1935, 136,563, and for 1936 
our total gallonage was 214,592. We 
have built three service stations since 
starting in the bulk business. The 


above picture is of our latest addition, 

not quite complete but open for busi- 

ness anyhow, located on Highway 16 

in Chamberlain, South Dakota. 

“My business relations with Phillips 
Petroleum Company have been en- 
tirely satisfactory. I am glad to be 
associated with them.” (Signed) King 
Oil Company, W. M. King. 

How are you doing? 

Your business may not be ham-strung 
by plagues, but you may feel that it is 
not paying you as well as it should. If 
such is the case, remember that Phillips 
would like to hear from you. There is a 
possibility that your territory may b¢ 
open. And if it is, we will answer your 
inquiry promptly, giving you our com- 
plete sales story. 

We will gladly answer any special 
questions. So write, wire, or phone 

PHILLIPS PETROLEUM CO. 
Bartlesville, Oklahoma 
Chicago Minneapolis Peoria Indianapolis 
Des Moines Omaha St. Louis 
Kansas City Wichita Tulsa Amarillo 
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Trailer. Year-Round Salesman 


For Oil Companys Line 


i we oil industry, because it 
touches closely so many industries, and 
because it automatically throws its sell- 
ing forces into so many different types 
of businesses, often finds its members 
branching out into varied fields them- 
selves. 

An interesting example of such a con- 
cern is American Lubricants, Inc., at 
Buffalo. Starting in business over 16 
years ago, this company for four years 
devoted its entire time to the manufacture 
and sale of specialized lubricants for both 
industrial and automotive use. 

At the end of that time it began mar- 
keting its own brand of motor oil in a 
restricted territory. Now it is devoting 
effort to broadening this market area. 
In addition to greases and motor oil, 
this company now also markets industrial 
and domestic fuel oil, paints and var- 
nishes for industrial use and oil burners. 

Starting with its original products of 
greases and motor oil, all of the items 
added since then have been natural and 
logical outgrowths of the original selling 
plan. For example, contacts established 
on the sale of industrial greases were 





fuel oil prospects, in many cases, hence This display trailer, operated by salesmen for the American Lubricants, Inc., Buffalo, is used to pro- 
industrial fuel oil became an item on the mote the sale of oil burners, motor oils, greases, and industrial lubricants. Depending upon the season 
American list of the year and the product being merchandised, the interior of the trailer is set up with a display pertain- 


: ; ; ing to the particular product being pushed at the time 
Having access to industrial plants on 


fuel oil and lubricant contacts, it was de- 
cided that the same sales force could ; — : > i "i 
just as easily sell paints and varnishes : 


= r ie - 3 
to this same clientele. Having set up the “\ - < » 4 
physical equipment for the sale of in- ‘ coo aa : r : i 


dustrial fuel oil, the jump into the do- 
mestic fuel oil business was simply a mat- 
ter of evolution. Six months in the do- 
mestic fuel oil field convinced the com- 
pany the most successful way to sell fuel 
oil for home use was to sell the burners 
too. Consequently, into the burner busi- 
ness they went. 

Thus were the progressive steps which 
bring this company today to a position 
unique among grease manufacturers. 

Sales promotional efforts behind all 
these products are as tireless as they are 
novel. Directed by an able and ingenious 
vice president in charge of sales, John O. 
Getz, a sales program on each item is kept 
moving constantly. 

Probably the most novel promotional 
effort developed by the company has been 
their merchandising trailer, which was 
first placed in service in April this year. 
During the first three months in service 
this trailer was outfitted as a traveling 
laboratory. Equipment was installed for 
making all the major tests on motor oils 
and lubricants, and the trailer was routed 
(oO make calls on dealers and distributors, 
both present and prospective, to demon- — 
strate by actual test the features of this 





gee : The interior of the American Lubricants display trailer, set up with a complete boiler-burner unit which 
re) "sg $< . , 
mpany’s oils and lubricants. may be placed in actual operation for demonstrations to prospects. Many direct burner sales have 
On July 1, the company’s oil burner di- resulted from this disp!ay unit, according to company officials 
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vision took over the trailer. The labora 
tory equipment was taken out and a com- 
plete boiler-burner unit installed, includ- 
ing a fuel tank and a flue, so that an ac- 
tual operating demonstration could be 
given. . The oil burner division salesmen 
use the trailer, thus equipped, for two 
months, making calls with it at the homes 
of the most likely prospects. 

Then during September the burner unit 
is removed and in its place there are put 
on display over 300 of the company’s 
greases and lubricants, and off the trailer 
goes again, this time to call on refiners 
and jobbers. 

In October and November the trailer 





again comes under tke wing of the motor 
oil division, and again calls on dealers 
and distributors, this time equipped to 
make cold tests on the oil. In December 
and January, the trailer again goes into 
service for the oil burner division. 
According to Getz, the trailer has been 
highly successful in making direct sales 
to dealers, distributors and oil burner 
prospects. He mentioned one example 
where the burner salesman, attempting to 
sell a church installation to a committee, 
found it extremely difficult to get them 
all together at one time. However, hear- 
ing that they were meeting at the church 
one night, he took the trailer with the 





THOROUGHBRED 


QUALITY 
—that has kept pace with 


the automobile 


Cushing has kept abreast of 


the automobile. 


Today's 


THOROUGITBRED Quality is 


the reason for greater sales, 


as they will mean greater 


profits for YOU. 


Write, wire 


or phone for quotations. 


ee? 


WRITE, WIRE OR PHONE 
FOR QUOTATIONS 


CANNON BALL 
SERVICE 


Cushing Ethyl Gasoline 
Cushing Anti-Knock 
Regular-Leaded 


Anti-Knock Pressure 
400 End Point 


60-62 Better than U.S. Motor 
60.62 Under 400 End Point 
64.66 Under 375 End Point 
68-70 Under 360 End Point 
42.44 W.W.D.T. Kerosene 
38-40 Light Straw Zero Distillate 
32.36 Overhead uncracked 

s Oil 


Cracked Fuel Oi 


REFINERIES: 


General Sales Offices 
Division Sales Offices 


CUSHING & BLACKWELL, 





CUSHING, OKLAHOMA 
2007 FOSHAY TOWER 


MINNEAPOLIS, MINN 
OKLAHOMA 
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burner demonstration unit in it directly 
to tne church, where he was able to in 
vite the entire committee to a convenient 
demonstration. A sale was the result. 
The company’s entire line of products 


including industrial and automotive 
greases and oils, paints and varnish, fue} 
oils and oil burners, are sold under the 
common trade mark of “Tru-Penn.” In ad- 
dition to its own branded oil burner, the 
company sells another higher priced na 
tionally advertised burner. 


The company employs four salesmer 
who devote their time to the sale of oi! 
burners and fuel oil and two others wh« 
sell only fuel oil. These men work onl) 
in the Buffalo district. The company also 
has a wholesale burner franchise for five 
counties and employs one man who lines 
up new dealers in this territory as well as 
assists present dealers in closing sales 
The dealers do their own installing of 
burner equipment. 


One man is in charge of the sale of in 
dustrial lubricants. He is an industrial 
engineer who is trained in making plant 
studies to determine specific lubrication 
needs and requirements. He is assisted 
in this work by one salesman. 


Another man, while an employe of the 
company for some time, is a former paint 
man, and was placed in charge of the 
paint division when the company took on 
this line. 

In its automotive greases and lubricants 
division, five men are employed who call 
on garages and service stations in the 
Buffalo area. One additional man de- 
votes his time to contacting fleet accounts. 
Completing the selling force is one man 
who calls on refinery accounts and one 
who contacts distributors. The company 
maintains a sizable laboratory. 


A tickler card file system is maintained 
in the home office, which is used to give 
each salesman a list of calls to be made 
at the beginning of each day. He is first 
given his “must” cards and, if they do not 
constitute enough for a full day’s work, 
he is provided with additional prospect 
cards. 

Getz and his company are firm be- 
lievers in direct mail as a business puller, 
and it is largely through his efforts that 
a mailing campaign prepared by Amer- 
ican Lubricants won honorable mention 
in a national competition sponsored by 
the Direct Mail Advertisers Assn. a few 
years ago. 


Regular mailings go out from the com- 
pany offices constantly, covering in- 
dustrial lubricants, domestic fuel oil, oil 
burners, and motor oil. Among the pieces 
are bulletins, folders, booklets, broad- 
sides .... even the lowly blotter is in- 
cluded. But the blotter is not an ordinary 
blotter, for to it is attached a fly-leaf with 
a catch line on the outside and a little 
sales ietter on the inside. 

The company has prepared an interest- 
ing booklet entitled ‘““Here’s How Smitty 
Does It.” It contains a group of “10-second 
sales talks” for which the company pays 
$1 each to service station dealers who 
send in acceptable ones. Also included is a 
“formula for success” which the imagin- 
ary Smitty uses. It is reproduced in con- 
junction with this article. 

In addition to Getz, the company execu- 
tives are: Paul E. Fitzpatrick, president; 
George Miller, vice president in charge 
of technical development; and R. F. 
Maloney, treasurer. 
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Smitty's Build Up” 


For a Station Sale 


T HE following selling formula 
is taken from a recent booklet produced 
by American Lubricants, Inc., Buffalo, 
N. Y. It gives “Smitty’s” secret of success 
in selling at service stations. Although 
“Smitty” is an imaginary station opera- 
tor, created by this company, his ideas on 
selling are not so imaginary. They may be 
of interest to your organization. 


“There was a time when I used to go 
through my routine on the driveway just 
the same as a million other station men. 
Perhaps I gave a little better service than 
most. Perhaps not. At any rate I didn’t 
make much money. 


“Not until I got the idea that’s bringing 
me in a nice little income today. My idea 
was simply this. First get the customer 
calmed down to a point where he’s ready 
to listen. Then give him a ‘10-Second 
Sales Talk.’ Why do I say ‘get the cus- 
tomer calmed down’? Because so many 
people drive up in a rush and all they 
have in mind is to get some ‘gas.’ If I'm 
to sell them anything else, I must calm 
them down and make them willing to 
listen. Here’s the way I do it. 

“1. Walk up briskly and say, ‘Shall I fill 
‘er up’? 


“That will make the customer think of 
the convenience of a full tank and many 
will say ‘yes.’ 

“2. Clean the rear window. 


“While the gas is flowing in, I rub the 
rear window and Boy! how I rub. Maybe 
the car shakes a little bit, but when I get 
through the customer knows his rear win 
dow has been cleaned. He begins to calm 
down because he’s getting service. An- 
other thing, while I’m putting in the ‘gas’ 
I glance at his tires and look to see if his 
spare is properly inflated. 

“3. I clean the right side of his wind- 
shield. 


“Why the right side first? Because if I 
walked around the left side of the car 
he’d pop the money at me and be off. I 
walk around the right side of the car and 
he holds his money, waiting for me to get 
around to his side. 


“4. I fill his radiator. 


“Walking from the right side of the 
car around to the front, I fill his radiator. 
In the new style cars this gives me a 
chance to raise the hood and to observe 
the heat of the motor and all sorts of 
things it might be important to talk about. 
If, at any state of the game, the customer 
says he hasn’t time for these services, I 
hop to it and take his money and let him 
go. I never carry service to the point of 
antagonizing a customer. 

“5S. I check the oil. 


“And that doesn’t mean merely looking 
to see how much he has, but what condi- 
tion it’s in. It opens up the chance to 
talk about ‘more oil’ or ‘an oil change’... 
and perhaps a ‘flushing job.’ 


“6. I finish the windshield. 


“I finish by wiping the left side of the 
windshield, and even though the whole 
process has been done very quickly, the 
customer’s cool as a cucumber and ready 
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YOU SAVE TWO WAYS... with 


GOODALL 


“NEWTYPE CORD” 


(U. S. PATENT NO. 1948410) 


SYNPLASTIC FUEL OIL HOSE 


1. FEWER REPLACEMENTS 2. LOWER DELIVERY COSTS 


The SYNPLASTIC TUBE in GOOD- The patented construction pre- 
ALL ‘‘Newtype Cord”’ Fuel Oil Hose vents the hose from flattening out 


greatly increases the life of the 4 permits a full flow, even when 
hose by resisting the action of oil 


and preventing swelling. This non- the hose is partially reeled. Quicker 
swelling feature also insures a deliveries and more stops per day 
maximum flow indefinitely, and reduce the cost of distribution. 
permits recoupling whenever Drivers like this hose because it is 
necessary. lighter, more flexible, kink-free. 





frailable in sizes from 1" to 119" I.D. in lengths up to 150 feet; in larger 
sizes in lengths up to 50 feet. 


CURB PUMP HOSE GASOLINE TRUCK UNLOADING HOSE 
GOODALL RUBBER COMPANY 
5 S. 36th Street Philadelphia 


NEW YORK=PITTSBURGH=CHICAGO-CLEVELAND-HOUSTON 


GOODALL MECHANICAL CORP. 


SAN FRANCISCO -LOS ANGELES - SEATTLE 
FACTORY: TRENTON, N. J. 























Develop NEW MARKETS .. . 


**Merchandising of Petroleum Products’? is sure to furnish 
an abundance of information on better marketing. 


This book written by R. H. Thomas The book goes into methods of study- 
will show you methods of developing ing sales possibilities in your territory and 
new markets as well as increasing the making your own canvass of farm ma- 
present sales of your product to the old chinery on individual farms. How the 
narkets. The book is divided into the agent and salesman can co-ordinate their 
following five parts: efforts to develop new business and give 

1. Helps for agents. 2 Station sales- the service that holds accounts. How the 
manship. 3. Oil salesman and his duties. market for other products than gasoline 
4. Complaints 5. Questions and an- ind motor oil can be worked up. Write 
swers. for your copy today. Price $2.50. 
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HERE IS nO 
UBSTITUTE 
forEXPERIENCE 


—the experience gained from 
building well on to a_ half 
million totally-enclosed, gaso- 
line pump motors—for dispens- 
ing service—for unloading and 
transfer service. 
































—the experience gained from 
fourteen years of contact with 
the pump manufacturers and 
major oil companies for whom 
the majority of these motors 
were built. 




















And since there is no substitute 
for experience, buyers of mo- 
tors for operation in explosive 
atmospheres are placing their 
dependence in the motor that 
experience has built — The 
Leland. 


















































Obtain a_ Leland totally- 
enclosed motor in either a 
fractional or an integral rat- 
ing and give it an oppor- 
tunity to speak for itself. 

































THE LELAND ELECTRIC CO. 
Dayton, Ohio 












Canadian Cable 
Address iddress 
Toronto Lelect 
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to listen to a snappy Sales Talk. By keep- 
ing my eyes open I’ve also learned what 
to talk to him about. Every customer who 
comes in will listen to me talk for at least 
ten seconds. If I can sell him within those 
ten seconds, or at least get him interested, 
I’m bound to do more business. 

“Some of the sales talks I made got me 
nowhere. Others, however, often did 
make sales very easily—and I learned 
then to my surprise that there are lots 
of people who don’t know enough to ask 
for what they want, but they’re ready to 
buy when you ask them in the right way. 
I kept practicing and testing until I had 
a collection of sales talks that would fit 
every occasion and every type of prospect, 
and I also had the answer ready for every 
negative or indecisive answer the prospect 
handed me. 

“T don’t try any high-pressure or offen 
sive bally-hoo. Just simple statements that 
generally don’t sound like selling at all. 
But there’s one thing about them all 
they’re all positive and they all are de 
signed to convince the prospect I know 
my business. I don’t ask him if he wants 
something—I tell him!” 


Wax Maker Incorporates 

CHICAGO, Oct. 11.—R. S. Jackson, who 
has been operating R. S. Jackson & Co., 
wax manufacturer here, for a number of 
years, recently incorporated his company 
in Illinois. The company operates now as 
Ray S. Jackson, Inc., and has headquar- 
ters at 1009 S. Kolmar Ave. 

The corporation manufactures a num- 
ber of special waxes and sells all grades 
of paraffin waxes in carload and lL.c.l. 
quantities. Mr. Jackson has been in the 
lubricating oil and wax business for over 
20 years. 


Jones Is Really Famous 


CHICAGO, Oct. 11.—Buell F. Jones, 
Chicago, Standard Oil Co. of Indiana at- 
torney, has joined the charmed circle of 
golf immortals. He made a hole in one 
this summer. Witnesses were Edward J. 
Bullock, vice-president; Amos Ball, gen- 
eral sales manager; and Conger Rey- 
nolds, public relations director, all of 
Indiana Standard. 


McKee Promoted by S. O. Ind. 


CHICAGO, Oct. 11.—R. C. McKee was 
named assistant manager of advertising 
for S. O. Indiana, succeeding N. H. Reed, 
who will retire on an annuity Jan. 1, 
Wesley Nunn, advertising manager, an- 
nounced. 

McKee’s work as editor of two of the 
company’s house organs, Standard Service 
News and Standard Truck Service News, 
will be taken up by E. D. White, who has 
been transferred from the South Bend 
office. 

W. E. Blodgett becomes assistant to 
the manager in connection with the shifts. 


Southeast Manager Dies 

NEW YORK, Oct. 11.—Peter A. Peter- 
son, fiifty-four, southeastern district man- 
ager of the Neptune Meter Co., died Oct. 3 
at his home in Atlanta, Ga. He started 
in the meter business in 1900 Long Is- 
land City, N. Y. During 1908, he repre- 
sented his company in Mexico and re- 
turned to the U. S. in 1909 to enter the 
Atlanta office, where he later was made 
southeastern district manager. 
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New Patents 


Compiled by R. E. Burnham, patent and trade- 
mark attorney, 511 Eleventh Street, N. W., Wash- 
ington, D. C., from whom copies may be obtained 
at the rate of 25c each. State number of patent 
ind name of inventor when ordering. 


August 10, 1937 
REFINING 

Dual two-stage cracking apparatus for 
petroleum oils—Ernest A. Ocon, New 
York, N. Y. Filed April 10, 1936. No. 
2,089,292. 

Apparatus for treatment of hydrocar- 
bons, and apparatus for cracking oil— 
Pierre Guichard, Marseille, France. 
Filed Feb. 18, 1932. Nos. 2,089,360 and 
2,089,361. 

Apparatus for treating hydrocarbon 
oils—Robert W. Henry, Okmulgee, and 
James A. Reid and Walter A. Schulze, 
Bartlesville, Okla., assignors to Phillips 
Petroleum Co. Filed Aug. 19, 1935. No. 
2,089,373. 

Gasoline production—Malcolm H. Tut- 
tle, New Rochelle, N. Y., assignor to Gyro 
Process Co. Filed Aug. 7, 1929. No. 2,- 
089,511. 

Process for hydrogenation and cracking 
of hydrocarbons—Ralph H. McKee, New 
York, N. Y., assignor to Ernest A. Ocon, 
same place. Filed Dec. 14, 1932. No. 
2,089,616. 

Treatment of hydrocarbon oils and con- 
version of hydrocarbon oils—Jacque C. 
Morrell, Chicago, Ill., assignor to Uni- 
versal Oil Products Co. Filed April 11, 
1932, and Sept. 28, 1934. Nos. 2,089,658 
and 2,089,659. 

Conversion of hydrocarbon oils—Jean 
D. Seguy, Chicago, Ill., assignor to Uni- 
versal Oil Products Co. Filed Dec. 19, 
1932. No. 2,089,668. 

Method of treating hydrocarbon oils— 
Auguste J. Paris, Jr., Bradford, Pa. Filed 
Oct. 25, 1934. No. 2,089,760. 

MISCELLANEOUS 

Lubricant and method of its manufac- 
ture—Harold M. Rosen, Muskegon, Mich. 
Filed March 24, 1934. No. 2,089,506. 

Treatment of hydrocarbon oils and 
corrosion inhibitor—Walter A. Schulze, 
Bartlesville, Okla., assignor to Phillips 
Petroleum Co. Filed Sept. 10, 1934. Nos. 
2,089,579 and 2,089,580. 

Low pour point oils—Frederick H. Mac- 
Laren, Calumet City, Ill., assignor to 
Standard Oil Co. (Ind.) Filed April 24, 
1933. No. 2,089,655. 

High-pressure and_ high-temperature 
lubricant—Victor R. Abrams, Brunswick, 
Ga., and Carroll A. Hochwalt, Oakwood, 
Ohio, assignor to Sulfo Corp. of America, 
Boston, Mass. Filed Aug. 15, 1934. No. 
2,089,680. 

Dispensing stand—Nelson A. Carlson, 
Erie, Pa., assignor to Erie Meter Systems, 
Inc., same place. Filed Sept. 23, 1936. 
No. 2,089,681. 

Dispensing stand—Louis R. Olsen, Wes- 
leyville, Pa., assignor to Erie Meter Sys- 
tems, Inc. Filed Sept. 23, 1936. No. 
2,089,705. 

Process for making bituminous com- 
positions—Reyerus N. J. Saal, Amster: 
dam, Netherlands, assignor to Shell De- 
velopment Co. Filed March 22, 1937. No. 
2,089,713. 

Apparatus for dispensing measured 
quantities of liquid—Hermann Wydler, 
Bern, Switzerland. Filed Aug. 19, 1936. 
No. 2,089,724. 
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STRAINERS 


Installed between tank cars and 
pumps. ... Morrison Live Strain- 
ers protect against serious pump 
accidents. New Style Cylindrical 
Strainer has cylindrical screen ar- 
ranged to catch all foreign matter 
for complete and easy removal. 
Various mesh screen provided for 
different liquids. 
Write for FREE Folder 


and Prices, 


MORRISON 
BROS. CO. 
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{ recent Graver Installation. Capacity, 134,000 barrels. 


ENDURANCE 


Into every Graver Tank and Steel Structure 
is built unsurpassed endurance—the result of 
three-quarters of a century experience in 
skilled designing, fabricating and erecting leak- 
proof vessels for every conceivable purpose. 


Field Equipment 

Refinery Installations 

Service Stations and 
Accessories 


Tanks, standard sizes or 

built to specifications 
Metal Structures of all shapes 
Piping, Fittings, etc. 


Send for Literature Today 


GRAVER TANK & MFG. CO., INC. 


75 Years of Dependable Service 
New York, N.Y. East Chicago, Ind. Chicago, Ill. Catasauqua, Pa. 
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Sixteen years ago we started in 
making lubricants for a few auto- 
motive and industrial jobbers. They 
thought we had something they 


couldn't get anywhere else. They 
still think we're out in front—and 
so doa lot of others. After 16 years, 
don't you think it's about time we 
got together? 


INCORPORATED 


1575 CLINTON STREET 
BUFFALO * NEW YORK 








Enjoy the Convenience 
Of a Home Copy... 


THe convenience of a home 


copy of NATIONAL PETROLEUM 
NEWS can only be appreciated by 
trying it. The new low rate of 
$2 for 52 issues makes this a 
“luxury” that no oil man can 
afford to be without. Get your 


copy today. 


— — CLIP AND MAIL — — — 


NATIONAL PETROLEUM NEWS 
1213 W. 3rd St., Cleveland, O. 


Enclosed is check for $2 for 52 is- 
sues Send a copy to my home 
right away. 


Name 


Address . 


City 
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AND THE MANUFACTURERS 


Shipping Boxes 

If you are not following a few simple 
rules in piling shipping boxes, then you 
are wasting valuable advertising space 
and running the risk of excessive dam- 
age to products — that is the central 
idea of The Hinde & Dauch Paper Co., 
Sandusky, Ohio, in Booklet No. 3 in a 
series of packaging handbooks issued by 
the company. The title of No. 3 is “How 
to Pile Corrugated Shipping Boxes”. 


* * * 


G. & B. Shift 


W. C. Leitch, formerly district sales 
manager at Chicago for Gilbert & Barker 
Mfg. Co., Springfield, Mass., has been 
made assistant sales manager of the 
Pump and Tank Division at Springfield. 
Mr. Leitch has been with the sales de- 
partment for 17 years in St. Louis and 
Chicago. Mr. E. J. Walters of the Chicago 
staff has replaced Mr. Leitch there. 

W. M. Harks, who has been doing sales 
engineering work for several years, has 
been appointed to the position of Sales 
Engineer. Harks formerly managed a 
factory branch at Kansas City. 

* * * 
Flashlight 

A water-proof, explosion-proof flash- 
light has been put on the market by Stew- 
art R. Browne Mfg. Co., New York. The 
case is high-impact resistant molded Bake- 
lite and the lens is shatterproof glass. The 
light can be used under water or other 
liquids. The hermetically sealed switch 
is enclosed in the rotating knob at the 
flashlight’s base, which controls both the 
lighting connection and the focussing 


mechanism. 
* * * 


Tire Valve 

A. Schrader’s Son has developed a 
hand bendable rubber covered valve. This 
valve may be single bent to any desired 
angle to fit wire or disc wheels. Con- 
struction is said to assure correct hand 
bending without closing the air passage. 
The base of the valve is prepared for 
vulcanization to the tube and it may be 
bent before or after it has been applied 
to the tube. The necessity for stocking 
several styles of angle valves is elimi- 
nated by this No. 50-R valve, it is claimed. 

* * * 
New Factory Unit 

Completion of a new factory unit for 
Joyce-Cridland Co., Dayton, Ohio, manu- 
facturers of auto lifts and jacks, is an- 
nounced. The new building is single-floor, 
steel-frame, monitor-type construction, 
with four-fifths of the wall area in glass. 
The building is laid out so the work moves 
along a continuous production line. Heavy 
products are handled with monorail type 
transfer cranes. Offices are air condi- 
tioned winter and summer. 

The company was founded in 1873 to 


build railroad jacks. Hydraulic automo 
bile lifts were added in 1928. J. M 
Switzer, formerly of National Cash Regis- 
ter Co., is president; Huston Brown, vice 
president; and Warren Webster, works 


manager. 
* ok * 


Deep-Well Motor 

General Electric has developed a new 
line of vertical hollow-shaft motors for 
deep well pumping. Outstanding im- 
provements are said to be a simplified oil 
ing system for the top thrust bearing, 
a ball-type guide bearing, and more at- 
tractive appearance. 

* * * 


Business increased 43 per cent for 
Westinghouse Electric and Mfg. Co. the 
first six months of this year as compared 
with a like period in 1936. Orders made a 
60 per cent increase. 


* * * 


Thrustor Operated Valves 

Thrustor operated valves CR9507-B3A 
and 1-B3B for pipe sizes from one to ten 
inches are described by General Electric 
Co., Schenectady, N. Y., in a recently is- 
sued catalog insert sheet. Total orifice 
area on the double-seat valve is greater 
than pipe area, for maximum flow. 
Special valves of this type are available 
for temperatures as high as 850 F. and 
for pressures to 1350 pounds. 


N. J. Fuel Oil Group 
Wins Golf Match 


NEW YORK, Oct. 11.—A team of golf- 
ers representing the Fuel Oil Distributors 
Ass’n. of New Jersey Oct. 5 defeated a 
team from the Fuel Oil Ass’n. of New 
York by a score of 6.5 te 5.5 points. The 
match, played at the Beth Page Country 
Club, Farmingdale, Long Island was the 
first in a contemplated yearly series. The 
winners received a handsome silver cup 
which will be defended by them next year. 

The New Jersey team was composed of 
T. R. Loizeaux, Loizeaux Fuel Co., Plain- 
field; C. N. Breen, Sylvester Oil Co.; Mr. 
Weir, Henry Grabbe & Co., Hackensack; 
D. N. Trabilsy, Hudson Oil Burner Corp., 
Union City; T. William Dodds, Hartol 
Products Co., Bayonne; Henry Grabbe, 
Henry Grabbe & Co., Hackensack; J. F. 
McDonald, Craig Fuel Co., Rutherford; 
and E. Studerous, Studerous OQil Co., 
Kearny. 

The New York team was composed of 
S. S. Seltzer, Royal Petroleum Co.; Jerry 
Kenlon, Kenlon Oil Co.; Robert Eshbough, 
Petroleum Heat & Power Co.; J. Schwerin, 
Schwerin Air Conditioning Corp.; Wm. C. 
McTarnahan, Petroleum Heat & Power 
Co.; William Lyons, First National Oil 
Corp.; George Beatty, Colonial Beacon Oil 
Corp. and Harry Weinstein, Preferred Oil 
Corp. 
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Feapemanns 


The following are trade mark applications per- 
cinent to our field pending in the United States 
Patent office which have been passed for publica- 
tion and are in line for early registration unless 
opposition is filed promptly. For further informa- 
tion address National Trade-Mark Company, Munsey 
Building, Washington, D. C., trademark specialists. 

As an additional service feature to its readers, 
this journal gladly offers to them an advance 
search free of charge on any mark they may con- 
template adopting or registering. You may com- 
municate with the Editor of this Department, or 
send your inquiry direct to the National Trade- 
Mark Company, stating that you are a reader of 
this journal. 


Pub. Sept. 14, 1937 


ACYKAL, Ser. No. 392,043. Merz & 
Co., Chemische Fabrik, Frankfort-on-the- 
Main, Germany. Filed Apr. 29, 1937. 


For Preparations in Tablet and Pow- 
der Form for Use as Antiseptic and Bac- 
terial Agents, Insecticides, and Disin- 
fectants. 


BEAVER, Ser. No. 395,081. Pacific Dis- 
tillers, Inc., Culver City, Calif. Filed 
July 10, 1937. 

For Anti-Freeze Solution of Denatured 
Alcohol. 

EXPETRA, picture of a pilot wheel, Ser. 
No. 392,871. Cornelis Knoppe, doing busi- 
ness as Handels—Onderneming “Inter- 
marina,” Rotterdam, Netherlands. Filed 
May 17, 1937. 

For Lubricating Oils, Lubricating 
Greases, Kerosene, and Gasoline. 

VISCOTE, Ser. No. 394,815. Valvoline 
Oil Company, Cincinnati, Ohio, and New 
York, N. Y. Filed July 2, 1937. 

For Lubricating Oils and Greases. 

EDEN, Ser. No. 394,043. McLaughlin 
Gormley King Company, Minneapolis, 
Minn. Filed June 14, 1937. 

For Insecticides. 


Crude Price Changes 


DALLAS, Oct. 11. — Late Oct. 7, Mag- 
nolia Petroleum Co. announced that, ret- 
roactive to Oct. 1, it had posted Beau- 
mont, Tex., crude at the following prices: 
below 21, $0.95 a barrel; 21-21.9, $0.98, 
plus 3-cent differential for each succeed- 
ing degree of gravity, to 26-26.9, which 
is $1.13; then 2-cent differential, to top 
grade of 34 and above, which is $1.29 
per barrel. 


’a. Refinery Lubricating Oil 
Inventory 


(Issued as of Sept. 30 by National 
Petroleum Assoc.) 


Raw Long Residuum Gallons 
Nk gat all raw long residuum 
below, and not ‘een as 600 
fire) : i einer. toca a. eee 


600 Steam Refined 
(Includes all steam refined stock 
commonly sold or used as 600 
and as raw material for bright 
stocks) ; ; 10,894,674 
3. Other Steam Refined 
(Not included in 1 and 2 above) 3,712,332 
4. Finished Dewaxed Long Res....... 2'797 524 
» Bright Stock 
(Does not include any material 
reported in 4, above) 15,306,736 
5. Viscous Neutral, below 180 vis. ‘but 
not below 142 vis. @ 100 . 6,901,277 
7. Viscous Neutral, 180 vis. @ 100 and 
above 8,459,540 
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THIS IDEA 
became 


AN IDEAL 


Conceived by Oceco engineers who were seeking to control 
tank breathing . . . perfected by them . . . and constantly 
modified and improved to meet the changing requirements 
of the industry, Oceco Vents set the performance records. 
They prevent the free circulation of air, stop windage losses, 
minimize evaporation losses—return 100° dividends every 
few months. They’re the accepted standard worldwide 


throughout the industry. 


Let us send you more complete details of the more elficient 
and more economical operation that follows the installation 
of Oceco Vents, Oceco Gauges, Oceco Manheads, Oceco 
Meters, Qceco Swing Lines, Oceco Flame <Arrestors, ete., 

and the savings they can make for you. It will pay you to 
cet, for your plant, the many advantages of Oceco’s service- 


able design and exacting manufacture. 


THE JOHNSTON & JENNINGS CO. 


OCECO DIVISION . 
883 Addison Road 2 Cleveland, Ohio 


Engineering and Sales Services: NEW YORK + CHICAGO + PITTSBURGH 
BEAUMONT, TEXAS + TULSA, OKLAHOMA - LOS ANGELES +» OAKLAND, CALIF. 


Specify OCECO Fittings « + Your =~ Deserve the Best 
aAuetS 


Based i 
































Authority | 


To but a few goes the position of authority 
in business. The regard of this company as an 
authority in its field has been established by 


years of successful effort in the application of 








AMSCO products to the many uses of industry. 


NAPHTHAS 
KEROSENE 


FUEL OILS 





BUNKER OILS 


é 
ASPHALTS y) 








Shipments in Cargoes, Tank Cars and Trucks 


Terminals in Corpus Christi, Texas, and New York 


AMERICAN MINERAL SPIRITS COMPANY 


230 NORTH MICHIGAN AVENUE, CHICAGO «+ 155 E. 44th STREET, NEW YORK 
SALES OFFICES IN PRINCIPAL CITIES 


A Seruice that Goes Beyond the Sale 
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At A Glance... 


Mid-Continent: 
Pennsylvania: 


Mid-Western: 


Low Octane gasolines cheaper. 
Kerosine and fuel oil at premium. 


U. S. motor and Michigan gasolines down. 


Eastern Seabcard: Kerosine prices both higher and lower. 


Gulf Coast: 
Wax: 


California: 





Low Octane Gasoline Lower 


N.P.N. News Bureau 

TULSA, Oct. Ii. Prices for Mid- 
Continent low octane gasoline buckled 
under stress of increased offerings last 
week. Gasoline has been accumulating at 
some refineries for the past few weeks, 
but it was not until last week that low 
octane gasoline prices were reduced in 
efforts to attract more business. Price 
reductions of 0.125 to 0.25 cent and cur- 
tailment of refinery runs came at about 
the same time. 

East Texas gasoline prices followed the 
general decline, since shipments to the 
Gulf Coast had slackened as a result of 
export and coastwise inactivity. 

High octane gasoline prices showed 
little fluctuation, although some shading 
of prices was reported. Offerings of leaded 
gasoline were being made to refiners and 
other buyers holding permits to handle 
this product. 

Trading in the natural gasoline mar 
ket slumped off last week. But active 
buying the previous week had cleared 
the market of virtually all available sup 
plies. Prices were steady. 

Kerosine was getting a better play in 
many Mid-Continent districts. Supplies 
were tighter and demand more active. 
Inquiry for range oil was brisk. 

No changes were noted in lubricating 
oils. 





Kerosine, Fuel Oil Higher 
N. P. N. News Bureau 


CLEVELAND, Oct. 11. — Kerosine and 
fuel oil supplies were short of demand 
at the close of last week, despite a rise 
of 0.125 cent per gallon in the price of 
both products. Actual cold weather and 
buying in anticipation of the heating 
oil season were cited as reasons for the 
heavy kerosine and fuel oil demand. Some 
suppliers said they hesitated to ask an- 
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Crude scale market steady. 


Kerosine and light fuel oils steady. 


Japanese shop for lower quotations. 


other 0.125 cent only 
petitive fuels. 

The cylinder stock market continued 
to seek its level, with 600 steam re- 
fined material in poor position. Quota- 
tions on a direct-to-trade basis were 1 
cent lower during the week to reach a 
low of 10.25 cents per gallon for 600 
steam refined, but some traders expressed 
the opinion that the market had about 
struck bottom. Trading in higher flash 
stocks was not brisk, but continued on 
a fairly even keel. Flash stock prices 
were unchanged. 

Inquiries for bright stocks were re- 
ported to be increasing and the market 
on lower pour test materials was fairly 
firm. 25 pour test bright stock was said 
to be in a relatively weak position and 
some shading of prices on this grade 
was reported. 

Demand for both neutral oils and white 
crude scale wax was good. 


because of com- 





Low Octane Gasoline Down 


N. P.N. News Bureau 
Quotations for 
motor gasoline were 
0.125 cent lower at the opening of busi 
ness last week. 
Reduction in prices, however, did lit 
tle to stimulate open market movement 


} 


and as the week progressed, the better 


CHICAGO, Oct. 11. 
low octane U. S. 





N.P.N. Gasoline Index 


Dealer Tank 
T.w. Car 

Cents per gal. 

10.69 6.67 

10.70 6.72 

10.13 6.27 

Dealer index is an average of 
| “undivided” dealer prices, ex-tax, 
| in 50 cities. 

Tank car index is a wetghted aver- 
| age of 13 wholesale markets for 
a 


a 


Oct. I] 
Month ago 
Year ago 


regular-grade gasoline. 





_—————————————— I 





=a a 








grades of low octane appeared on the 
market at a low of 4.625 cents. 

Scattered shading of the higher octane 
gasoline prices was apparent all week, 
but at no time did Chicago sellers admit 
their asking prices had been reduced. 

Open market movement of gasoline 
continued to be disappointing to traders 
here. A fairly heavy contract volume per- 
sisted, however. 

Straight run gasoline in Michigan also 
was reduced last week. Sales of this 
grade for shipment outside the lower 
peninsula of the state were reported as 
low as 4.50 cents. Some shading of prices 
for in-state shipment also was heard fol- 
lowing the price reduction. 

Kerosine experienced a small amount 
of backing and filling last week, with 
week opening and closing quotations firm 
at 4 cents, although about mid-week of- 
ferings were heard at 3.875 cents. 

Kerosine was well held at Michigan 
plants, and some refiners reported they 
were asking slightly higher prices. 


Gasoline Markets Unchanged 
N.P.N. News Bureau 

NEW YORK, Oct. 11.—-Gasoline mar- 
kets along the eastern seaboard generally 
presented an unchanged picture in the 
week ended Oct. 9 from that in the pre- 
vious week, traders reported. Kerosine 
markets were reported lower at some ter- 
minals and higher at others. 

Open market call for gasoline was not 
particularly heavy during the past week, 
suppliers reported. However, they gener- 
ally said that movement through their 
own distributors or to contracted buyers 
was satisfactory for this season. No gen 
eral changes were reported in prices. 

Demand for kerosine was reported fair 
ly active at northern seaboard terminals. 
Traders continued to report they were an 
ticipating a heavy movement this winter 
and were laying in stocks in anticipation. 
One trader reported a sale of approxi 
mately 20,000 bbls. of kerosine for barge 
lifting at 6.125 cents f.o.b. New York har 
bor. Some kerosine was reported moving 
up to 6.18 cents for barge lifting at New 
York harbor. 

Kerosine market at Providence was re 
ported steadier with most tank car quota 
tions at 6.40 cents. Some had been re 
ported at 6.30 cents earlier. 

A reduction of 0.5 cent a gallon was re 
ported by some suppliers in kerosine quo 
tations at Jacksonville, Savannah and 
Tampa, bringing their tank car price to 
5.75 cents. Others still were quoting 6.25 
cents as the week ended. 





Inquiries Numerous 
N. P.N. News Bureau 


NEW YORK, Oct. 11. Cargo in- 
quiries for gasoline, kerosine and gas oil 
were numerous at the Gulf Coast the 
past week, traders reported, but actual 
open market sales were lacking, it was 
said. 

Foreign buyers particularly were in- 
quiring for 64-66, 375 e.p. gasoline but 
apparently were unwilling to pay pres- 
ent quoted prices. On the other hand, 
most suppliers were unwilling to go be 
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REFINERY TANK CAR MARKETS 


All prices on this page are publisher's opinion of open markel «, :otations or sales, for spot shipment (10 to 15 days). Prices in cents per gallon, except heavy fuel 
oils in dollars per barrel, tank car lots, f.o.b. refineries in districts designated, except where otherwise noted. Inter-refinery and export prices not included. unless 


so stated in the respective markets. 





Federal, stale or municipal tares not included. 


Prices quoted apply on products made from legally produced crude. 





Casoline and Naphtha 


Prices Effective Oct. 11 Oct. 4 
OKLAHOMA 
U.S. Motor: (a) (Octane Test L-3) 
62 oct. & below.... 4.75 - 5.00 5.00 - 5.125 
63-66 oct.......... 5.375- 5.50 5.375- 5.50 
eo ee, 5.625- 5.875 5.625- 5.875 
St) ae 6.00 6.00 - 6.125 
60-62, 400 e.p........ *4.75 - 5.125 5.00 - 5.25 
64-66, 375 e.p........ *5.125—- 5.25 %5.125- 5.25 
68-70, 350-360 e.p..... *5.125- 5.375 *5.125- 5.375 


WESTERN PENNA. 

Bradford- Warren: 

52-54 naphtha. ...... *5.875- 6.00 *6.00 - 6.125 
Motor gasoline: 


U.S. Motor (58-62°).. 6.00 - 6.25 6.00 - 6.25 
Min. 60 oct........ *7.50 —- 7.75 *7.50 — 7.75 
Min. 65 oct........ *7.75 - 8.00 *7.75 - 8.00 

64-66, 390 e.p........ 6.125- 6.25 6.125- 6.25 

68-70, 350-360 e.p..... 6.25 - 6.375 6.25 - 6.375 

Other districis: 

52-54 naphtha....... *5.50 — 5.625 *5.625- 5.75 

54-56 naphtha........  5.625- 5.75 5.75 -— 5.875 

Motor gasoline: 

U.S. Motor (58-62°).. 5.50 — 5.625 5.75 - 5.875 
Min. 60 oct........ 7.375- 7.75 7.375- 7.75 

in. 65 oct........ 7.50 — 8.00 7.50 -— 8.00 

64-66, 390 e.p........ 5.75 — 5.875 5.75 — 5.875 

68-70, 350-360 e.p..... 6.00 — 6.125 6.00 — 6.125 


CENTRAL MICHIGAN (Prices f.0.b. Cent. Mich. 


refinery group basis. Shipments, however, may 
originate at plants outside Central group). 

Str.-Run Gasoline.... 5.25 - 5.50 °5.25 - 5.75 
64-66 octane gas...... 7.75 —- 8.00 7.75 -— 8.00 
68-70 octane gas..... 8.25 - 8.50 8.25 - 8.50 


CALIFORNIA 
in state) 

U.S. Motor: 
54-58, for instate ship- 


(3c tax to be added to prices if used 


Rss Sivencustes acne 9.25 7.50 - 9.25 
54-58, for outside state 
| FES 8.25 - 9.00 8.25 - 9.00 


58-61, 375-400 e.p., 65 

oct. & above...... 8.50 - 9.75 8.50 - 9.75 
tN. TEX. (For shipment to Texas and N. Mex. desti- 
nations; Group 3 pricea quoted on northern shipments). 
U S. Motor: (a) (Octane Test L-3) 


62 oct. & below.... 4.875- 5.125 5.00 — 5.25 
ee a le Se 5.50 5.50 
67-69 oct.......... ie §.75 
tt i 6.00 6.00 
60-62, 400 e.p........ *5.00 — 5.125 *5.125- 5.25 
KANSAS (For Kansns destinations only) 
U.S. Motor: (a) (Octane Test L-3) 
62 oct. & below.... 5.125- 5.375 5.25 - 5.375 
-63-66 oct ......... 5.625- 5.75 5.625- 5.75 
ie 5.875- 6.00 5.875- 6.00 
70-72 oct....... 6.25 —- 6.375 6.25 - 6.375 
TW. TEX. 
U. S. Motor: (a) (Octane Test L-3) 
62 oct. & below.... 4.875- 5.00 5.00 -— 5.125 
63-66 NG 6h a Oa ate 5.375- 5.50 5.375- 5.50 
67-69 oct.......... 5.625- 5.75 5.625- 5.875 


70-72 oct.. 
tE. TEX. 
60-62, 400 e.p........ *4.875- 5.00 *5.00 
N. LA. (For shipment within La. & into Ark.) 
U. S. Motor: (a) (Octane Test L-3) 


6.00 - 6.125 6.00 - 6.125 


62 oct. & below.... 5.375- 5.50 5.375- 5.50 
63-66 oct.......... 5.50 —- 5.625 5.50 - 5.625 
67-69 oct.......... 5.75 -— 5.875 5.75 -— 5.875 
|. Terie 6.375- 6.50 6.375- 6.50 


ARKANSAS § (For shipment within Ark. & into La.) 
U.S. Motor: (a) (Octane Test L-3) 


62 octane & below. . $5.50 $5.50 
ere 16.00 36.00 
OHIO (Quotations of S. O. Ohio. Delivered any- 


where in Ohio). 


U. S. Motor 8.75 
Above 65 oct......... 9.00 


uw 


8.7 
9.0 


— 


Natural Gasoline 


( Prices are those to blenders on freight basis shown 
below. Shipments, however, may originate in other 
Mid-Continent manufacturing districts, such as Pan- 
handle Texas. S. W. Texas or Kans.) 

F.0.B. GROUP 3 
Grade 26-70 

*Nominal 

tOnly one refiner quoting. 

tRetiners report they generally receive from 0.25c 
to 0.5c per gal. more for gasoline & kerosine for local 
or differential territory ahinomen: 

(a) In line with National Petroleum News’ policy 
of reflecting general trade practice, the above revisions 
in octane brackets, determined according to L-3 
method, for U.S. Motor gasoline, have been made in 
the Okla. and Kans. markets, effective Sept. 20. 1937: 
in North and West Texas, Arkansas, and North 
Louisiana, Oct. 4. Formerly, octane numbers were: 
62 & below, 63-67, and 68-70. 


Posie we 4.50 


4.50 





Prices Effective Oct. 11 Oct. 4 
Natural Gasoline (Cont'd) 
F.0.B. BRECKENRIDGE 
Grade 26-70......... 4.625 4.625 
CALIFORNIA  (F.o.b. plants in Los Angeles basin) 
75-85, 350-375 e.p. for 

blending......... 7.50 = 7.75 7.25 — 7.30 

Kerosine 

WESTERN PENNA. 
Bradford- Warren: 
Bes Saieekas cas 5.375- 5.50 5.375- 5.50 
46 w.w 5.50 - 5.625 5.50 - 5.625 
Si WM. cass csiscccs. Gs0e0- 5,10 “oS Gne> S.6e 
Other districts: 
OP as cin ks banaes 5.375- 5.50 5.375- 5.50 
de OEE TE 5.50 - 5.625 5.50 - 5 625 
eS Se ... 5.625- 5.75 5.625- 5.75 
CENTRAL MICHIGAN (Prices f.o.b. Cent. Mich. 
refinery group basis. Shipments, however, may 
originate at plants outside Central group). 
ie dk, a Ee 5.00 - 5.30 5.00 - 5.30 
OKLAHOMA 
SA rere 4.00 - 4.25 4.00 - 4.25 
BPO Wick bck incase 4.25 - 4.375 4.25 - 4.375 
KANSAS (For Kansas destinations only). 
C168 WM... iicescses 4.375- 4.50 4.375- 4 50 
42-44 w.w............ 4.50 - 4.625 4.50 - 4.625 


+N. TEX. (For shipment to Texas and New Mexico 
destinations; Group 3 prices quoted on northern 
shipments). 


GE EE WIM eo 5:s civic sce 4.25 - 4.375 4.25 - 4.375 
tE. TEX 

41-43 w.w . *4.00 - 4.125 *4.00 - 4.125 
N. LA. (For shipment within La. and into Ark.). 
GEES WWiec ic ciccticens 4.50 4.50 
ARK. (For shipment within Ark. and into La.). 
SS Snares $4.75 34.75 
CALIFORNIA 

COBDS Wi. once scvees 5.50 - 6.50 5.00 - 6.50 


Gas and Fuel Oils 
WESTERN PENNA. 
Bradford-Warren: 
4.875- 5.00 4.73 - 4.875 
Other districts: (Excluding Pittsburgh District Prices). 
4.625- 4.75 4.50 - 4.625 
CENTRAL MICHIGAN (Prices f.o.b. Cent. Mich. 


refinery group basis. Shipments, however, may 
originate at plants outside Central group). 


P.W. Distillate....... 4.50 - 5.00 4.50 - 5.00 
No. 3 gas oil, str...... 4.375- 4.625 4.375- 4.625 
wie s a. ee 4.25 - 4.40 4.25 - 4.40 
Fuel Oils (Vis. at 100): 

500-700 Vis........ 3.375- 3.625 3.375- 3.625 

300-500 Vis........ 3.50 — 4.00 3.50 -— 4.00 

100-300 Vis........ 3.50 4.25 3.50 - 4.25 
OKLAHOMA 
pe ee 4.00 —- 4.125 4.00 - 4.125 
eee 3.75 - 4.00 3.75 -— 4.00 
No. 2 straw.......... 3.625- 3.875 3.625- 3.875 
Ne eo 3.50 - 3.625 3.50 - 3.625 
as, <8. 6: Ob OM. ... 50 *3 375 *3'.375 
2B-BO BOLO. occ ccccesc *3.50 - 3.625 *3.50 - 3.625 
re ee $$1.35 $1.35 
DORE. cckin <> scenes 1$0 .925 $$0.925 
are ee *$0 .825-$0.90 *$0.825-$0.90 
14-16 ; . .*$0.80 -$0.85 *$0.80 -$0.85 


KANSAS (For Kans. destinations only). 
No. 1 p.w. fuel oil.... 4.125- 4.25 4.125- 4.25 
10-14 fuel oil......... $0 .725-$0.775 $0.723-$0.775 


N. TEX. (For shipment to Texas and N. Mex.; Group 
3 prices quoted on northern shipments). 


Pee. 2 MMOs 6 6ecceks *4.125 *4.00 —- 4.125 
UG. Lemsoll....<s. $3.00 - 3.125 2.875 

_ errs Se $0.85 -$0.875 $0.85 -$0.875 
18-22 . $0.80 -$0.825 $0.80 -$0.825 
N. LA. (For shipment within La. and into Ark.). 
DE Mica acneeresens 3.50 - 3.625 3.50 - 3.625 
eer $1.10 -$1.15 $1.10 -$1L.15 
Sieh whaneeckaaae $0.95 -$1.00 $0.95 -$1.00 
|, SRP ere $0.80 -$0.85 $0.80 -$0.85 
ARK. (For shipment within Ark. and into La.). 
ror 33.75 33.75 
28-30 gas oil, zero.... $3.50 $3.50 
CALIFORNIA 

San Joaquin Valley: 

2, See $0.65 -$1.00 $0.65 -$1.00 
Light fuel........... $0.85 -$1.10 $0.85 -$1.10 
Diesel fuel (per gal.) . 4.00 - 5.00 4.00 - 5.00 
Stove dist. (per gal.).. 4.50 - 7.00 4.50 - 7.00 
Los Angeles 

oe Serer $0.65 -$1.10 $0.60 -$1.10 
ee ae $0.90 -$1.20 $0.90 -$1.20 
Diesel fuel (per gal.).. 3.75 - 5.00 3.75 - 5.00 
Stove dist. (per gal.).. 4.00 - 7.00 4.25 - 7.00 





Prices Effective Oct. 11 Oct. 4 
Gas and Fuel Oils (Cont'd 

San Francisco: 

> . See 91.35 $1.15 
eS ee ar. 20 $1 .25 
Diesel fuel (per gal.).. 5.50 5.50 
Stove dist. (per gal.) .. 7.50 7.50 


Note: All above heavy fuels meet Pacific specifica- 
tion 400; light fuel. spec. 300; Diesel fuels, spec. 200; 
and stove distillate, spec. 100. 


Neutral Oils 


WESTERN PENNA. 
Viscous Neutrals (Viscosity al 70° F.) 
200 Vis. (180 at 100°) No. 3 col., 420-425 f1.: 


Pee eC 27.00 -27.50 27 90 -27 50 
i Pere 26.00 -26 50 26 00 -26 50 
Rss igs ce cease 25.50 -26 00 25 50 -26 00 
ee er 24.50 -25.00 24.50 -25.00 

180 Vis. (165 at 100) No. 3 col., 410-415 fl: 
UES. o.6.d0d cme eh 23.00 -23.50 23.00 -23.50 
150 Vis. (143 at 100) No. 3 col., 400-405 f1.: 

0 p.t............. 22.50 -23 00 22.50 -23 00 
Ce Sere 21.50 -22.00 21.50 -22 00 
Le ER ee 21.00 -21 50 21 00 -21 50 
BP Be sh cies eedists wale 20.00 -20.50 20.00 -20.50 

SOUTH TEXAS 
Vie. Color 
Pale Oils: (Vis. af 100° F.; p.t. 0) 
100 No. 14-2%..... 5.25 -5.50 5.25 — 5.50 
200 NG BO ccccccse 7.25 - 7.50 7.25 - 7.50 
te See 7.75 - 8.00 7.75 - 8.00 
500 No. 2%-3%..... 8.75 - 9.00 8.75 - 9.00 
pl, SSeS ae 9.25 - 9.50 9.25 - 9.50 
pba, eS Se 9.75 -10.00 9.75 -10.00 
yo a eer 10.00 -10.25 10.00 -10.25 
Red Oils: 
200 No. $-6......0. 7.25 - 7.50 7.25 - 7.50 
$00 No. 5-6. .....00% 7.75 - 8.00 7.75 - 8.00 
BOO ING: O98. vcsavcce 8.75 - 9.00 8.75 - 9.00 
750 No. S-6.....0006 9.25- 9.50 9 25 - 9.50 
B00 INO: BBs. vccasces 9.75 -10.00 9.75 -10.00 
2000 No. 5-6....0006% 10.00 -10.25 10.00 -10.25 


Note: South Texas red oil prices shown above 
cover oils with green cast; blue cast red oils are slightly 
lower in some cases. 


MID-CONTINENT (Vis. at 100° F.; F.o.b. Tulsa 
basis). 
(0 to 10 P.P.) 

Pale Oils: 
Vis. Color 

60-85—No. 2....... 5.50 [5.50 

86-L10—No. 2...... 6.00 6.00 
150—No. $.......... 9.00 9.00 
ROO—-ING:. Sic ccccscs 10.00 10.00 
ye er 10.50 10.50 
pe ee 11.50 11.50 
BOOFEED, Sic ccesecce 12.50 12.50 
ee a ee ros 13.00 13.00 
Red Oils 

1OO—No. S. 2. 0k ccees 9.00 9.00 
200—No. 5.......... 9.50 9.50 
SOO—=NO. Bic cv ccieccis 10.50 10.50 
280—No. 5.......... 11.50 11.50 
SOONG. B... . cccesce 11.75 11.75 


Note: Viscous oils, 15-25 p.p., generally are quoted 
0.5c under 0-10 p.p. oils. on-viscous oils, 15-25 
RP: generally are quoted 0.25c under 0-10 PP. oils. 

‘iscous oils (150-300 vis.), No. 4 color, genera 


ly are 

quoted 0.5c above No. 5 color oila. 
CHICAGO (Vis. at 100° F.) 
Pale Oils **0 to 10 p.p.: 
Vis. Color 

60-85—No. 2....... 7.25 7.25 
86-L10—No. 2...... 7.75 7.98 
150—No. 3.......... 10.00 10.00 
180—No. 3.......... 11.00 11.00 
200—No. 3.......... 11.50 11.50 
250—No. 3.......... 12.50 12.50 
Red Oils: 

190—No. &.......... 10.00 10.00 
200—No. 5.......... 10.50 10.50 
ae ee 11.50 11.50 
280—No. 5.......... 12.50 12.50 
SO0O0—No. §...csccece 12.75 12.75 


**Viscous oils, 15 to 30 p.p. are quoted 0.5c lower, 
60-85 and 86-110 No. 2 non-viscous oils, 15 to 30 p.p.. 
are quoted 0.25c lower. To obtain delivered prices 
in Chicago, add 0.25c per gal. 


Cylinder Stocks 


MID-CONTINENT 
Bright Stocks: 


(F.o.b. Tulsa basis). 


190-200 Vis. at 210° D 20.00 20.00 
150-160 Vis. at 210° D: 
At eee 7.00 17.00 
36 00: 23 Dwi. sc. .s. 16.50 16.50 
25 to 40 p.p........ 16.00 16.00 
150-160 vis. at 210° BE 16.00 16.00 
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2 U.S. GALLONS 


MARATHON MOTOR OILS are re- 
fined from Ranger crude from the wor d- 
renowned Ranger pool in Texas. It’s a 
tull-bodied, long-lived oil that provides 
instant flow at the touch of the starter 
and assures perfect lubrication at all 
engine speeds. 


MARATHON MOTOR OILS are 
scientifically treated for atmospheric 
conditions. In the refining process eae 
step is carefully controlled and under 
rigid laboratory check. This insures uni- 
form processing into high quality, heat- 
resisting motor oil. 


MARATHON MOTOR OILS are 


sold in sealed, tamper-proof containers. 


JOBBERS: WRITE, WIRE or PHONE 
today for complete details of the Ex- 
clusive Territory Franchise offered by 


THE OHIO OIL COMPANY. 























Generar Ort : 
NERAL OFFICES 
ROBINSON, ILLINOIS . Ge ome 
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low 6.25 cents for fairly prompt lifting. 

Kerosine and light fuel oil markets 
were reported steady for cargo move- 
ment. Nearness of the winter heating 
season kept suppliers disinclined to of- 
fer much in the open market, they said. 
Reported prices were unchanged during 
the week on light fuel oils, but many 
traders opinions of the kerosine market 
were 0.125 cent higher than in the pre- 
vious week. Several traders said they 
would have no difficulty in selling a cargo 
of 41-43 w.w. kerosine at 5.25 cents f.o.b. 
the Gulf but were unable to locate any 
at this figure. Others said it could be 
done for prompt lifting. 

No change was reported in heavy fuel 
oil markets. Material was reported offered 
freely. 





65 Octane Fuel At 6.25 Cents 
N. P.N. News Bureau 

LOS ANGELES, Oct. 9. — Of interest 
in Pacific Coast offshore markets was the 
report this week that Japanese buyers 
were shopping around in an effort to 
better quotations made by California re- 
finers on fuel oil. 

It was also indicated that the 2,500,000- 
barrel commitment of crude oil made by 
local suppliers to Japan in September 
represent all the deliveries these sup- 
pliers wished to be obligated for at the 
present time. 

An idea of the value placed on gasoline 
for movement to Pacific foreign points 
is gained from the reported sale of a 
less than 65 octane product to Japan for 
enriching some of the crude mentioned 
above. The price was 6.25 cents a gallon 
for the several thousand barrels sold. 

Some suppliers thought a less than 
65 octane motor fuel would bring not 
less than 6.25 cents in cargo lots and 
that better than 65 octane was worth up- 
ward of 6.50 cents. However, no bulk 
sales have been made at these prices. 

In the domestic market it was evident 
there was a firming of prices on high 
sulfur fuel oil from the Wilmington area. 
Refiners, who a week ago were offering 
this product at 60 cents a barrel, and 
might have taken 55 cents, were asking 
65 cents minimum. 

Burning oils continued to reflect scar 
city of stocks with going prices adhering 
close to the high on narrow quotation 
ranges. Some independent plants offered 
kerosine distillate at 3.875 cents in very 
small quantities, but 4 to 4.25 cents was 
believed a better average of prices 





Scale Quiet 


NEW YORK, Oct. 11.—The market for 
crude scale wax was quiet the past week, 
traders reported. No particular changes 
were reported in demand, although refin- 
ers generally said it was heavy enough to 
keep in fair balance with production. 

Quoted prices also were reported un- 
changed. Some said that small quantities 
of white scale were available at New York 
at 2.85 cents, but mostly traders said that 
2.90 cents was as low as any sizable quan- 
tities were available. 

Fully refined wax markets were steady. 


30 





Fuel Oil ..... 


TULSA, Oct. 11. — Light fuel oils 
were closely held by virtually every Mid- 
Continent refiner. Few suppliers had any- 
thing but odd car lots they would sell 
in the open market. As result northern 
distributors and Chicago marketers were 
unable to obtain their entire require- 
ments in the Mid-Continent. Some buy- 
ers apparently were going to Michigan 
for a portion of their light fuel supplies. 

Prices for light fuels were steady. 

Some railroad contracts for heavy fuel 
were up for renewal, according to re- 
ports. Refiners indicated railroads were 
eager to renew them and in some cases 
were requesting that maximum amounts 
specified in new contracts be increased. 
From some refiners came reports that 
railroads at present were not taking out 
the maximums set forth in their con- 
tracts. As result, small quantities were 
being taken to refinery storage. 


* * * 


NEW YORK, Oct. 11. — An advance 
of 0.5 cent a gallon in tank wagon prices 
of Nos. 1, 2, 3 and 4 fuel oils through- 
out Pennsylvania and Delaware, first 
posted by Atlantic Refining Co. and later 
met by other marketers, featured east- 
ern markets during the past week. Later, 
Standard of New Jersey advanced tank 
wagon prices of Nos. 2 and 4 fuel oils 
0.25 cent in the Camden and Trenton, 
New Jersey, districts. 

Tank car prices for Nos. 2 and 4 oils 
generally were advanced 0.25 cent in 
Philadelphia district. No other general 
changes were reported at eastern sea- 
board terminals. 


* * * 


CHICAGO, Oct. 11. Light fuel oils 
and the Madison oil trial vied for traders 
attention here the week ended Oct. 9. 

Nos. 1, 2, and 3 grades of light heat- 
ing oil continued to be well held, with 


inquiries reported in the market throug! 
out the week. 

While prices generally were unchanged 
throughout the _ period, only smal! 
amounts could be had at prevailing low 

On industrial fuel, quoted prices wer 
unchanged, but many sellers were r¢ 
ported attempting to line up steel plant 
business as much as 10 cents per bai 
rel below published prices. No sales were 
completed, however, and no firm offers 
at lower prices could be confirmed. 


Pennsylvania Crude Cut 


PITTSBURGH, Oct. 12—Effective Oct. 12 
Joseph Seep Purchasing Agency reduced 
all Pennsylvania grade crude it purchases 
25 cents, to these new prices: Pennsy!- 
vania grade in Southwest Pennsylvania 
lines, $2.05 per barrel; In Eureka lines 
(West Virginia), $2; in Buckeye lines 
(Macksburg, O.), $1.85. Corning was un- 
changed. 

Last previous change on the above 
Pennsylvania grades was a 27 cent cut 
Sept. 1. Other changes this year have 
been: 10-cent advance, Feb. 24; and 15- 
cent advance June 7. 

Other purchasers meeting the Seep re- 
duction immediately were Tide Water 
Pipe Co., Ltd., which reduced Bradford- 
Allegany district crude 25 cents, to new 
price of $2.35; and The Pennzoil Co., 
which reduced lower district crude in Na- 
tional Transit lines 25 cents, to new price 
of $2.35 for Cochran, Franklin, Hamilton 
and Doolittle district, with prices ranging 
down to $2.30 for other lower district 
crude. 

Other changes this year on Pennsyl- 
vania grade by Tide Water and Pennzoil 
have been: Sept. 1, cut of 22 cents; June 
7, 15 cent increase; and Feb. 24, 10 cent 
increase. 








No.1 No.2 No.3 No. 4 
8. O. NEW JERSEY 


Mawark, Ihe Bicscsccas ad 700 7.00 7.00 
Atlantic City, N. J.... ° 7.00 7.00 7.00 
Baltimore, Md........ 8.00 7.00 7.00 7.00 
Washington, D.C..... 8.50 7.50 7.50 7.50 
SOCCNY-VACUUM OIL CO, INC, 
(S. O. New York Division) 
New York City....... bg 7.50 7.50 7.50 
4 ee. i ee * 7.50 7.50 7.50 
| Rochester, N. Y....... ° 7.530 7.50 7.50 
Boston, Mass......... ® 7.00 7.00 7.00 
Bangor, Me.......... bd 8.00 8.00 8.00 
Manchester, N. H..... ° 8.00 8.00 8.00 
Burtington, Vt........ ° 8.00 8.00 8.00 
New Haven, Conn.... e 7.50 7.50 7.50 
Providence, R. I...... ° 7 7 7 


*Prices for No. 1 fuel in S. O. New Jersey and 
Socony-Vacuum territories same as for kerosine, 
which see in tank wagon table for various cities; 
prices change with kerosine. 











No. I No. 2 No. 3 No. 4 
ATLANTIC REFINING 

| Philadelphia, Pa...... 7.75 7.00 7.00 7.00 
Allentown, Pa........ 7.75 7.00 7.00 7.00 
Wilmington, Del...... 8.25 7.50 7.50 7.50 
Springneld, Mase..... 9.00 7.50 .... 7.50 
Worcester, Mass...... 9.00 7.50 7.50 

\ Hartford. Conn....... 9.00 7.50 7.50 
orm. 





TANK WAGON MARKETS, HEATING OILS 


Prices in Effect Oct. 11, 1937 


Following are tank wagon prices of various grades of heating oil al the points shown in sarious territories. I 
Prices are in cents per gallon. 


8. 0. OHIO 


*Ohio Statewide...... 8.00 8.00 7.50 6.75 


Note: S. O. Ohio prices are for hose dumps, 
bucket dumps are 0.5c per gallon higher. 


*Except Cleveland Division and City of Toledo. 

In Cleveland Division (Cuyahoga, Lake and 
Geauga counties), No. 1 price is same as state- 
wide; Nos. 2, 3 and 4 are 0.5c higher; No. 5 is } 
priced 0.25c lower than No. 4. In Tolede No. 2 } 
is 0.5c lower than statewide, others same. 


8. O. INDIANA 


Stanolex Fuel and Furnaee Wile 


No. 1 Stanoles 

Fuel Furnace t 
iia 5 oi 08x x cee 8.8 7 00 
NS ih ccinsekaveks er *11.8 
Sere ee cree ee 7.8 | 
oo er 8 7.3 
Minneapolis.............. 7.5 7.5 ! 
RIN cnncGucccacesee Ta .3 \ 
i ies 4k 6deceGcenss 7.5 68 
SE ROE oo bi dkecewens 6.5 6.5 


*Includes state vax ef 4c. 
Nete: Smali-lot deliveries of light fuel vils range ql 
ap to 2c higher than aooee quotations. 
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All prices on this page are —, 8 opinion of open market quotations or sales, for spot shipment (10 to 15 days) unless otherwise stated. Prices in cents per gallon, 
except heavy fuel oils in dollars per barrel, tank car lots, f.o.b. refineries in districts designated, except where otherwise noted. Inter-refinery and a prices not in- 
cluded, unless so stated in the respective markets. Federal, state or municipal lazes not included. Prices quoted apply on products made from legaily produced crude, 
Pd 
Lit ° 4 5) Prices Effective Oct. Il Oct. 4 
Cylinder Stocks (cont’d) | Wax 
. | WESTERN PENNA. 
r Piagrcomentatian Ss Gee. 4 | 600 S.R. filterable.... 10.25 -10.75 11.25 -11.75 Prices Effective Oct. 11 Oct. 4 
, Mid-Continent (cont'd) | 650S.R... ... 15.00 -15.50 15.00 -15.50 : . s 
120 Vis. at 210° D: ER sds Genncescnn 16.50 -17.00 16.50 -17.00 ates ‘ee = (Per tb., f.o.b. N. Y. basis) 
nt a. REE eee 20.50 -21.00 20.50 -21.00 éarle w.c. scale, 
i 2d eae 16.00 16.00 | ; . > s ~ > i - 2.95 = 3.00 2.95 = 3.00 
1} 10 to 25 p.p........ 15.50 15.50 600 Warren E........ 15.50 -16.50 15.50 -16.50 124.12 : ete poet he , . 
R 25 to 40 p.p........ 15.00 15.00 | . . a ee F eee , maa... _... $6 a8. £.96= 5.0 
I 600 S.R. Dark Green.. 5.00 - 7.50 5.00 - 7.50 } oun am k, 145-155 vis. at 210°, 540-550 flash, No. m.p.... ) 
rs 600 S.R. Olive Green... 7.00 - 9.50 7.00-9.50 | naa , eae 3 eae 
See $15.00 ; $15.00 | 10 is 6a scaeaeten es 21 00 —-21 30 21 00 21.50 OKLAHOMA (Per lb. in bbls.; in a few instances, 
a eee 3.50 - 4.00 3.50 - 4.0 PTS pt... eccccccees 20.00 -—20.50 20.00 -20.50 per lb. in burlap bags). 
| 20 p.t............... 19.00 -19.50 19.00 -19.50 . 
| 25 pt... 17.00 -17.50 18.00 -18.50 124-126 w.c. scale, ‘ 
ii Pha. covveunss 3.00 - 3.125 3.00 - 3.125 
CHICAGO $ (Viscosity at 210°) 
Unfiltered Steam Refined: 
Sree rrr te 9.00 9.00 Pp 1 ori Ca be . carload lots. Melting points 
SAA eee eee ore 10.00 10.00 = are E.M.P. (A.S.T.M.) methods; add 3° F. to convert 
12 200. wc eccccccccccees 11.00 11.00 etrolatums into A.m.p.) 
ed Bright stocks, 160 vis. at 210. No. 8 color: WESTERN PENNA. (Per lb., in barrels, carload lots. Fully refined: 
0 to 10 p.p....... 18.75 18.75 In tank cars, 0.5c per Ib. less). OR 4.65=- 4.75 46.65 — 4.75 
eS 15 to 25 p.p.....--. 18.25 18.25 | Seenobiin 6.625- 6.78 6.625- 6.75 oo 4.90-5.00 4.90 - 5.00 
yl- _ 30 to 40 go 17.75 17.75 ae 5693-573 § 695-5 75 SES va acwak ean’ 5.05 = 5.15 5.05 - 5.15 
4 E filtered Cyl. Stock. . 14.50 14.50 re White teeecece 4 625- 4 LS. 4 695- 4 so 130-132......... eer 45 . § Se O06 Qe. & ES 
la To obtain prices delivered in Chicago, add 0.25c¢ Light acai a ef tgaiede 9 73. 9 875 9 73 — 9 875 SESS a i'w ods eades **5.70 — 5.80 **5.70 — 5.80 
es per gal. : | Amber...... nha eer > 50 > 625 9 59 - 2 625 Da weaned secteu **6.45 —- 6.55 **6.45 — 6.55 
es tOnly one refiner quoting. eae 2.125- 2.375 2.125— 2.375 **Same prices quoted in bags or slabs loose. 
in- 
ve 
ut MID-WESTERN TANK CAR MARKET 
ve 
15 
Prices are those made by Chicago sellers, on Group 3 (Oklahoma) freight basis, although shipments may originate in other South-western or Mid-western refining districts 
re- 
er | 
rd- Gasoline | Fuel and Gas Oils | Prices Effective Oct. 11 Oct. 4 
, } x = | 
Ww Industrial (cont'd 
0 Prices Effective Oct. Il Oct. 4 — Ps | ee as 
sat B & Makes: Prices Effective Oct. 11 Oct. 4 | ‘Me@-.... ....- $0.70 -$0.75 $0.70 ye 75 
va- 62 oct. and below... 4.625— 5.00 4.625- 5.00 | ‘Diomities | U.G. I. gas oil.. . 2.875- 3.25 2.875- 3.25 
ice 63-67 oct.......... 5.00 — 5.50 §.125- 5.625 | | 
68-70 oct. (regular) 5.50 — 6.00 5.625- 6.00 | No.1 p.w..... 3.875- 4.125 3.875-— 4.125 
on 60-62, 400 e.p........ 4.75 - 5.00 4.75-5.00 | No. 1lstraw.......... 3.75- 4.00 3.75-4.00 | 
ng 64-66, S75. 6p... .. **5 00 **5 00 Ne: Sateaw......0c.. 8:50 = 8.75 3.50—8.975 | 
5 68-70, 350-360 : #4525 *#5 95 2 3.375- 3.625 3.375 25 | J a ¢ , 
‘ct nee Oy. he. 3 desk. 3.375- 3.625 3.375 3.625 | Naphtha and Solvent 
K F No. 4.. $1.05 -$1.10 $1.05 -$1.10 | 
erosine No. 5.. $0.80 -$0.85 $0.80 -$0.85 } Stoddard solvent 6.875 6.875 
yl- 41-43 w.w.........00. 4.00 - 4.25 4.00 - 4.25 eae serne sare Lp 
Dil 42-44 wow... sss... 4.125- 4.375 4.125- 4.375 | Industrial: | xB. & P. sepache Bs oe 
Ol aises se : | Mineral spirits....... 6.375 6.375 
ne Nominal Nae A 5554: $0.95 -$1.10 $0.95 -$1.10 Rubber solvent..... 7.375 7.375 
**One seller quoting. a eee . $0.80 -$0.85 $0.80 -$0.85 Lacquer diluent 8.375 8.375 | 
nt | 
| | 
Dailv range of gasoline prices as reported in’ PLATT’S OILGRAM, (Week Ended Oct. 8, 1937 | 
| 
U.S. Motor, (Octane Number determined according to L-3 Method Oct. 4 Oct. 5 Oct. 6 Oct. 7 Oct. 8 | 
62 octane and below: } 
| Oklahoma F » OO >. 125 1.875-— 5.00 4.875- 5.00 4.875- 5.00 4.75 5.00 
| *North Texas 9.00 9.25 » 00 5.125 5.00 5.125 5.00 — 5.125 4.$75- 5.125 
West Texas ». OU 9.125 ».00 2.125 5.00 5.325 5.00 5.125 4.875- 5.125 
63-66 octane: 
Oklahoma. . ».375- 5.50 5. 375- 5.50 5 .375- 5.50 5. 375- 5.50 5.375- 5.50 
North Texas 5.50 5.50 5.50 5.50 5.50 
| West Texas : 5 .375-— 5.50 >. 375-— 35.50 5.375- 5.50 5.375- 5.50 5 .375= 5.50 } 
67-69 octane: } 
Oklahoma ».625-— 5.875 >.625-- 5.87 5 .625- 5.875 >.625- 5.875 >.625- 5.875 
North Texas ate 9.75 >. 2D Py ».75 
West Texas >9.625- 5.875 ».625- 5.875 >.625- 5.875 ».625- 5.875 5 .625- 5.76 
70-72 octane: 
Oklahoma 6.00 6.125 6.00 6.00 6.00 6.00 
North Texas 6 00 6.00 6.00 6.09 6.00 
West Texas 6.00 6.125 6 00 6.325 6.00 — 6.125 6.00 6.125 6.00 - 6.125 
4 U. S. Motor, Mid-Western Market Group 3 Basis 
62 octane and below 4.625- 5.00 1.625- 5.00 4.625- 5.00 1.625- 5.00 4. 625- 5.00 
‘63-67 octane 9.125-—- 5.62 >. 125 > 62 5.125- 5.625 12 >. 62 a 25 >. 62 
68-70 octane (regular). ».625- 6.00 ».625- 6.00 5.625- 6 00 5 .625- 6.00 5 .625- 6.00 
} Motor Gasoline, 60-64 oct. 
Ret RN I bias vec clea wow as Seaee eer 17.25 - 7.75 720 7.75 t7.25 2.45 17.25 7.% 17.25 = 7.75 
Philadelphia district..............00. eer eee nine 17.25 - 7.50 t7.25 - 7.50 t7.23 -— 7.50 17.25 - 7.50 7.25 - 7.50 
i IG cin gadiinenade ase dace aedweseews 4c 7.25 rer 7.25 7.75 17.25 - 7.75 17.25 - 7.75 7.25 = 7.78 | 
Motor Gasoline, 65 oct. & above 
PE ON h. Giaw ciure'e aldne des mwncsawnies oer ox 17.50 -— 8.00 7.50 - 8.00 t7.50 - 8.00 t7.50 - 8.00 17.50 - 8.00 
} I ee ia cack cask ican cdodd enone aeeunes : : 7.50 - 7.735 t7.50 -— 7.75 7.50 - 7.75 t7.50 -— 7.75 +7.50 - 7.75 
a RRO Pere ere er eer er Cre Tre 17.50 - 8.00 7.30 — 8.00 t7.50 - 8.00 t7.50 - 8.00 7.50 — 8.00 
\ S. Mevor, 58-62° | 
Bradford-Warren (Western Penna.)....... ata ay Roe ee 6.00 - 6.25 6.00 - 6.25 6.00 — 6.25 6.00 - 6.25 6.00 — 6.25 
Other districts (Western Penna.)...............0200 cues a 9.73 - 3.875 2.73 - 5.875 5.75 — 5.875 5.625- 5.75 5.625- 5.75 
\ Moter Gasoline, Min. 60 oct. 
y Bradford-Warren (Western Penna.).................005: ; t7.50 - 7.75 t7.50 - 7.75 7.50 - 7.75 t7.50 - 7.75 t7.50 - 7.75 
Other districts (Western Penma.)........ccccccccccccccscces 7.373- 7.735 7.3735- 7.75 7.373- 7.75 7.375- 7.75 7.375- 7.75 
Moter Gasoline, Min. 65 oct. " 
Bradford-Warren (Western Penna.).......... Seek eee t7.75 - 8.00 7.73 -— 8.00 t7.73 - 8.00 t?.73 00 t7.75 -— 8.00 | 
4 ee I CO I Io on 0. oos ew cccdksenccccssesues 7.50 - 8.00 7.5@ - 8.00 7.50 - 8.00 7.50 - 8.00 7.50 - 8.00 | 
*For shipment to Texas and New Mexico destinations; Group 3 prices are quoted os northern shipment. | 
a t Nominal. { 
— —- r _ »- = + — ———EEE 
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TANK WAGON MARKETS 


Taz column includes 1c federal taz, state gasoline taz, also cily and county tazes as indicated in footnoles, and inspection fees. as shown in generai fool- 


note. 


These prices in effect Oct. 11, 1937, as posted by principal marketing companies at their headquarters offices. but subject to later corrections 








S. O. New Jersey 


ESSOLENE 
Consumer Kero- 
Tank Dealer Tax- Posted sine 
Car T.W. es SS. T.W. 
Atlantic City, N. J.... 
Newark, N. J 
Annapolis, Md 
Baltimore, Md....... 
Cumberland. Md 
Washington, D. C..... 
Danville. Va 
Norfolk Va. se eeesccs 
Petersburg, Va 
Richmond, Va........ 
Roanoke. Va ........ 1 
Charleston, W. Va.... 9 
Parkersburg, W. Va... 8 
Wheeling. W Va..... 9 
Charlotte, N C 


ou 
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9 
Salisbury, N C....... 10 
Charleston, S. C...... 8 
Columbia, S. C....... 9. 

Spartanburg, S. C.....10 12.7 

*S. O. New Jersey transferred stations to dealers: 
no prices available 

Price basis to undivided dealers: Dealer t.w. price 
leas 0 5c per ga 

Price hasis to ¢ cial con rs: To contract 
accounts, purchasing at least one full compartment 
at a time by hose connection: Effective March 12, 
1937. in New Jersey, and March 8 in Maryland, 
District of Columbia, and in Arlington and Fairfax 
Counties in Virginia, on yearly purchases: from 
2,500 to 100,000 gals., consumer t.w. price at time 
and place of delivery; 100,000 gals. per year consumer 
tank car price, plus 0.5c per gal. Generally consumer 
t.w. price in foregoing states is equivalent of dealer 
oa, eres. less 0.5c per gal. 

Effective May 15, 1937, on Essolene and Esso 
(by tank wagon) in North and South Carolina, 
West Virginia and Virginia (except Arlington and 
Fairfax Counties, which see above), commercial 
consumers taking deliveries of 50 gals. (West Va. 
100 gals.) or more at one time will be billed at the 
posted consumer t.w. price. Deliveries less than 50 
gals. (West Va. 100 gals.) will be billed at 4c per 
gal. over posted consumer t.w. price. Generally, 
posted consumer t.w. price will be equivalent to the 
dealer price less 0.5c per gal. 

Kerosine Discount: le off t.w. price for 25 gals 
or more, under contract thru territory (Baltimore 
City contract not necessary) except no discount in 
state of New Jersey. 


“wu Oe 
PED AD BNA AADADAAHA WC ae 








Socony-Vacuum Oil Co., 
Inc. 


(S. O. New York Division) 
SOCONY MOBILGAS 
Total 
Eo ‘Split’ “Split” Kero- 
ss Dealer Tax- Dealer sine 
o- 
y: 


T.W. es T.W. T.W 

Metropolitan N.Y. Cit 
Boroughs of Map- 

hattan, Bronx and 

Brooklyn (Kings and 


CUGOME) . 5 anv ecace 5 10 *5 15 9 

Borough of Rich- 

mond (Staten Is.)... 8.5 10 *5 15 u 
ES Se eee 8.5 10 5 5 9 
Binghamton, N. Y.... 9.25 10.8 5 15.8 9 
_ SS. | eae. 9.04 10.8 5 15.8 8.5 
Jamestown, N. Y...... 8.78 11.3 5 16.3 8.25 
Plattsburg, N. Y...... 89 10.9 5 15.9 935 
Rochester, N. Y...... 9.17 10.5 5 13.5 8.5 
Syracuse, N. Y....... 9.12 10.5 5 15.5 9.5 
Danbury, Conn....... 8.8 103 4 14.3 9 
Hartford, Conn....... 8.6 10.1 4 14.1 9 

ew Haven, Conn.... 8.5 10 4 14 9 
Bangor, Me.......... 9.1 11.8 5 16.3 9.5 
Portland, Me......... 8.5 10.8 5 15.8 8.75 
Boston, Mass........ 8.5 9.5 4 13.5 8.5 
Concord, N. H........ 9.2 11.8 5 16.8 9.5 
Lancaster, N. H...... 10.1 12.8 5 17.8 10.25 
Manchester. N. H..... 9 | ee 16.3 9.5 
Providence, R. 1...... 8.5 10 4 14 8.5 
Burlington, Vt....... 8.9 10.9 5 18.9 9.3 
| eee o.2; 32.23 16.2 9 

*Plus 2% city sales tax computed at time of 


each sale 

Note: Socony-Vacuum has transferred all service 
stations to dealers; no prices available 
Ea Price basis to undivided dealers: 0.5c less than 
split’ dealer t.w 








Price basis to commercial consumers: Effective 
about Nov. 15, 1936 in New York and New England, 
for tank wagon delivery: monthly purchases of 25.000 
gals. or over, pay consumer tank car price at point 
of delivery, plus 0.5c gal.; monthly purchases of 
5,000 to 25.000 gals., pay undivided dealer tank 
wagon price at point of delivery; monthly purchases 
of less than 5,000 gals., pay divided dealer tank 
wagon price at point of delivery. Private consumers 
pay undivided dealer tank wagon price at point of 
delivery, plus 2c gal. 


Atlantic Refining 
ATLANTIC WHITE FLASH 


GASOLINE 
Commer- 

cial Total Kero- 

Tank All Dealer sine 

Car Tas T.W. SS. T-W. 
Philadelphia, Pa...... 7.8 & 14 17 10.5 
ee 85 3 15.5 20 ll 
oe 15 ** ll 
OE Was adic ewe 8 s 5 % 10 
Ere os S$ “ss + ll 
ee Pere S38 §¢ bs 8 ll 
Harrisburg........... 8.5 5 15 +? ll 
Williamsport......... 8.5 5 3.5 %* ll 
US aaa . & 4S ll 
Wilmington.......... § 4.5 ll 
Boston, Mass........ 4 13.5 % 8.5 
ers Mass..... 4 14.3 ** 9 

orcester, Mass...... 4 148 ** 9 

Fall River, Mass...... 4 13 iad 8.5 
Hartford, Conn....... 4 14.1 ** 9 
New Haven, Conn.... 4 14 ded u 
Providence, R.I...... 4 14 bed 8.5 
Atlantic City, N. J.... 4 13.5 * 9 
Camden, N. J........ 4 13.5 9 
meemon, NM. 3... 6s 4 Bs = 9 
Annapolis, Md....... 5 B6 * 9.5 
Baltimore, Md....... 5 i +9 9 
Hagerstown, Md...... 5 616 cha 10 
Richmond, Va........ 6 2S = 12.7 
Wilmington, N.C..... ; ai = 11.3 
Brunswick, Ga....... oe a. es 86918 
Jacksonville, Fla...... se ee Se ll 


*Georgia has kerosine tax of lc per gal., not in- 
cluded in above price. 

**A tlantic Refining transferred stations to dealers; 
no prices available. 

Price basis to undivided dealers: Dealer t.w. less 
0.5c per gal 

Price basis to commercial consumers: in Penna. and 
Delaware, effective Mar. 11, 1937, on yearly gasoline 
purchases to contract accounts taking full compart- 
ment hose deliveries, using 100.000 gals. or more 
per year, tank car price plus 0.5c per gal.; consumers 
taking less than 100.000 gals.. undivided dealer price. 
Consumers under contract and not under contract, 
taking less than full compartment delivery, and 
consumers not under contract taking full compart- 
ment delivery, get divided dealer price. Consumers 
taking less than 25 gals., t.w delivery, get 4c above 
undivided dealer price. 

Discount on kerosine: Effective Oct. 29, 1936, in 
Pennsylvania and Delaware 2c per gal off t.w. price 
on t.w. deliveries of 25 gals. or more at one time. 


S. O. Ohio 


SOHIO X-70 GASOLINE 


**Com- 
Con- mer tDi- Kero- 
All sumer cial vided sine 


Tas T.W. 3.07. De. T.W. 


Ohio State-Wide...... 5 17 15.5 16 %13.5 
Defiance county...... 5 16 z 15 eer 
Erie, Fulton, lemitven, Henry, Lucas, Ottawa, 
Sandusky, Williams & Wood counties........ 
eS Seiko een en ee ee 3 1 
Counties where prices are below statewide: 
Columbiana....... > 16.5 15 15.5 
Franklin, Knox and Pickaway.................. 
+ oehid male wanes ae 5 16 14.5 13 
ee eae 3 15.5 14 14.5 
RENOWN GASOLINE (Third Grade) 
Ohio State-Wide...... & 16.5 15 15.5 
Defiance county...... S 13.5 > ie ere 
Erie, Fulton, Lucas, Ottawa, Sandusky, Williams 
BOE WORE. oes 6s scans & 16.3 3 5.5 - 
Hamilton county..... 5 if : 16 
Counties where prices are below statewide: 
Columbiana........ 5 6416 4.5 15 


Franklin, Knox, and Pickaway................. 
wisi aintaln elas amare S$ 13.5 14 145 

a ee & 6S 13.5 14 

Counties where prices are above statewide 

Butler, Clermont, Darke, Greene. Hocking, Miami, 

Montgomery, Preble and Warren....... ere 





S. O. Ohio Cont’d 
KEROSINE PRICES 
(Off Statewide Level) 


Kerosine prices are off statewide level in the fol- 
lowing counties: 
OEE ET Ce ere *13 
Allen, Auglaize, Champaign, Columbiana, Darke, 
Geauga, Greene, Hancock, Hardin, Logan, Mahon- 
ing, Mercer, Preble, Putnam, Shelby, — 


Union. Van Wert and Wyandot:.......... 
Se, CEO Te ee re TT *12 
PIE oc vioin ,ccccleedeet anes eeesn mene *11.5 


Summit.... 


*Kerosine prices include lc state tax. P 

**Tank wagon price to commercial consumers, in 
t.w. deliveries of 25 gals. or more; less than 25-gal. 
deliveries get 8.8. price. Price to undivided dealers 
is same as to commercial consumers 

Duscounts to C cial rs on contract: 
Effective Aug. 12. thru Ohio, for 20.000 gals. of 
gasoline or more per month, lc per gal. off com- 
mercial consumer t.w. price. For counties where no 
commercial t.w. is posted, see following paragraph. 

tCommercial consumer t.w. posted price discont’d 
and Q.D.A. to t.w. consumers pul into effect July 19, 
1937, in counties of Defiance, Erie, Fulton, Hamilton 
Henry, Lucas, Ottawa, Sandusky, Wiiliams and 
Wood. For further information, write National 
Petroleum News. J 

+This price also to authorized agents, exclusive 
of 0.5c rental. . 

Sales taz: Ohio's 3% sales tax, effective Jan. 27, 
1935, is added ‘“‘where assessable, to regular posted 
prices”, S. O Ohio says. . 

On kerosine, prices to resellers and commercial 
consumers are posted generally at 3c per gal. below 
consumer t.w. price in any quantity, when such 
prices are on state-wide level. 


Fayette, Licking, Madison, Pickaway, ri 
5 








S. O. Kentucky 


CROWN GASOLINE 
(Regular Grade) 
Total 
Con- Con- Kero- 
sumer All sumer Net sine 
T.W 


oW. Tas T.W. Die. T.0W 


Covington, Ky.......13.5 6 19.5 16.5 I1 
Lexington, Ky........ 14 6 20 17 ll 
Louisville, Ky........ 14 6 20 17 10.5 
Paducah, Ky......... 14 6 20 17 10 
Jackson, Miss........ 14 7 2 18 *13 
Vicksburg, Miss......13.5 7 20.5 17.5 *13 
Birmingham, Ala..... 14 *8 22 19 12 
ee ee is Ss 19 ll 
Montgomery, Ala.....13 *9 22 19 *14.5 
oS See 14 1 2 18 *12 
Augusta, Ga..... ocvel® c = 18 *14 
Macon, G@.....0.00-.84.5 T 21.5 18:8 916.5 
Savannah, Ga........ 12 7 #19 16 *%12 
Jacksonville, Fla......12.5 8 20.5 17.5 10 
DO PUR tsp acces 33.5. 3 20:3 37.5 
Pensacola, Fla........ 13 *9 22 19 12 
pe eee 12 8 17 10.5 


KYSO GASOLINE 
(Third Grade) 


Covington, Ky....... 12 6 18 18.5 . 
Lexington, Ky........ 12.25 6 18.25 18.75‘. 
Louisville, Ky........ 12 6 18 8.5 . 
Coe SS ee 12 6 18 15.5 
Jackson, Miss........ 2.5 7 39.5 17 
Vicksburg, Miss......12 7 #19 16.5 
Birmingham, Ala..... 11.5 *8 19.5 17 
eS! “eae 10.5 *9 19.5 17 
Montgomery, Ala..... 10.5 *9 19.5 17 
oe eee 12 7 #19 16.5 
Auauete, Ga... oss 12 7 #19 16.5 
Ne eer mee | 19.5 17 
Savannah, Ga........ 9.5 7 16.5 14 
Pensacola, Fla........ ll *9 20 


ip See 

Discounts to tank wagon consumers:  Effeetive 
Jan. 4, 1937, thru territory, on Crown gasoline, 3c 

: gal. below consumer t.w. price; on Kyso, 2.5c 

elow. 

Discounts on kerosine: Prices in Kentucky are net, 
but in other states subject to 2c discount. 

*Tazes: in the tax column is included these city 
and county gasoline taxes at the following points: 
Mobile, 2c city; Birmingham, lec city; Montgomery, 
le city and le county; Pensacola, le city. Georgia 
and Mississippi kerosine prices include lc state tax. 
Montgomery kerosine price includes le city tax. 











Above prices include these inspection fees on both gasoline and kerosine. per gallon. figured on basis of 50 gallons per barrel: 


Alabama. 1/40c on gasoline. 1/2c on kerosine; Arkansas. 1/3c per gal. in a single barrel. 1/20c per gal. in bulk; Florida. 1/8c: Illinois. 3/100c: Indiana. 1/2c per gal. 


in a single barrel: 3/10c per gai. in lots of 2 to 10 bbis.. 1/3c for 10 to 50 bbis.. 2/25c for over 50 bbis.: Kansas, 1/50c. (3/50c can be charged to meet inspection department 


expenses; 


Louisiana. 1/32c: Minnesota. 1/25c: Missouri. 3/100c: Nebraska. 3/100c: Nevaaa, gasoline. 1/20c; North Carolina. 1/4c: North Dakota. 1/20c: Oklahoma, 


2/25c per gal.. in lots of more than 50 bbis.. 1/5c in lots less than 50 bbls.; South Carolina, 1/8c: South Dakota. 1/10c: Tennessee. 2/5c: and Wisconsin, 1/25c. 
a ee inspecuon fee ony: lowa, 2/25c; Micnigan, 4/5c per gal. for first 2 bbis.; 3/3c for next 3; 2/Sc for next 5; 3/10c for next 15, and 1/3c per gal. in lots over 
25 
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TANK WAGON MARKETS 


Taz column includes 1c federal tax. state gasoline taz, also city and county (ares as indicated in footnotes, and inspection fees, as shown in generai foot- 
note. These prices in effect Oct. 11, 1937, as posted by principal marketing companies ai their headquarters offices, but subject to later corrections 




















S. O. Indiana 


Red Dealer Prices 

Crown ———™W——~. Kero- 

Total Red Stano- sine 
Tax T.W. Crown lind T.W. 





Chicago, Ill.......... 4 18.8 13.3 12 10.1 
ee 4 15.5 14 12 10 1 
pL eee 4 153.5 14 13.5 10.1 
i | See 4 153.5 14 135 101 
J See .3 38:8 12.4 99 
Indianapolis. er $ 17.2 1.7 4.7 48 
Evanaville, Ind....... § 17 15.5 13 %146 
South Bend Ind...... 5 17.4 15.9 15 4 *13 6 
Detroit. Mich _...... 4 15.4 13.9 134 98 
Grand Rapids, Mich.. 4 16.5 15 145 109 
Saginaw, Mich. ...... 4163 148 143 85 
Green Bay, Wis...... S itd i8:% tt Wwe 
Milwaukee. Wis...... 5 168 15.3 142 104 
La Crosse, Wis....... 5 169 15.4 149 105 
Minneapolis-St. Paul.. 5 169 15 4 149 105 
Duluth. Minn........ § 178 188 18.3 109 
Mankato, Minn...... 5 16.9 154 149 105 
Des Moines Ia 4 15.8 18.8 12.4 %129 
Siouz City, Iea........ 4 15.5 14 13 5 *13 1 
Davenport, la........ 4 15.5 14 13.5 *13 1 
Mason City, Ia....... 4 18.7 14.2 18.7 138 
St. Louis, Mo........ 4 15.2 18.7 11.2 9.8 
Kansas City, Mo..... *4 149 134 12.9 8 

St. Joseph, Mo....... 4 149 #124 12 9 

i. 4S eee 4169 154 14.9 11.5 
nS 4 181 166 16.1 12.7 
a) Sa *% 17.8 18.8 18 8 10.9 
Wichita. Kans........ 4 144 129 11.5 8 


*Taxes: in the tax column is included these city 
and state gasoline taxes at following points: Kansas 
City, St. } mes and St. Louis, lc city tax; South 
Dakota, 0.1c sales tax. State Kerosine taxes: 
Indiana. 4c; lowa, 3c, all included in above prices. 

Discount to commercial consumers: Effective Jan. 1, 
1935, thru territory, except Michigan effective Feb. 1, 
on purchases per month, discount off t.w prices; ali 
gasolines, 25 to 1,000 gals., at t.w. price; 1,000 gals., 
or more, 1 5c off t.w. on Ethyl and Red Crown, and 
le on Stanolind (latter effective June 9, 1937). 
Minimum delivery is 25 gals. 


S. O. Nebraska 
STANDARD RED CROWN GASOLINE 
Kero- 
All T.W. Dealer sine 
Tax Total Total T.W. 


Omaha, Neb......... 6 17.9 16.4 10.4 
errr 6 18 14 10 

NOUN Sines ceeeswes 6 18.3 16.8 10.8 
North Platte......... 6 18 7 Bi.e 11.2 
Scottsbluff. .......... 6 19.4 15.9 11.9 


Discounts to commercial consumers: for tank wagon 
deliveries covered only by Standard Commercial 
Consumer Contract, effective January 1, 1935. 


S. O. Louisiana 
ESSOLENE 
Consumer Kero- 
Tank Dealer Tax- Posted sine 
Car T.W. es SS. T.W. 


Little Rock, Ark...... 8.5 ll 7.86 @* 11.5 
Alexandria, La....... 8.5 ll 8 
Baton Rouge, La..... 8 10.5 8 3 «62 
New Orleans, La...... 8 10.5710 24 *13 
Lake Charles, La..... 9 14.6 $ oe 912.5 
Shreveport, La....... 7.5 10 8 bid *9 5 
Lafayette, La........ 9 11.5 8 e* 86413 
Bristol, Tenn......... ll 12.25 8 ee) 614.5 
Chattanooga, Tenn...10.5 13 8 ee 19.5 
Knoxville, Tenn...... ll 13.5 8 ee 6 614 
Memphis, Tenn...... 9 11.5 8 ~ 8 
Nashville, Tenn...... 10 12.5 & ~~ cee 


*New Orleans gasoline tax includes 7c state, Ic 
federal, and 2c parish tax. Louisiana kerosine prices 
include lc state tax: in addition New Orleans has Ic 
parish tax. 

**S. ©. Louisiana transferred stations to dealers; 
no prices available. 

Price basis to dealers: Undivided dealers get 
dealer price, less 0.5c 

Price basis to commercial consumers: Effective 
May 15, 1937, thru territory; commercial consumers 
taking 50 gals. or more at one time will be billed at 
posted consumer t.w. price; those taking less than 
50 gals. at one time will be billed at 4c per gal. over 
posted consumer t.w. price. Generally, the posted 
consumer t.w. price wil be equivalent to the dealer 
price less 0.5c per gal. 


Humble Oil & Refining Co. 


HUMBLE MOTOR FUEL 


Kero- 
Total sine 
T.W. Taxes T.W. S.S. T.W. 
OO ES ee $.8 3 .5 27 8 
Ft. Woeth, Tez....... 8.5 4 13.5 7 8 
Houston, Tex. ....... 9.5 3 14.5 18.5 8 
San Antonio, Tex..... S.5 5 13.3 17 8 
U. S. Motor Gasoline 
(Third a 
Dallas. Tex.......... : 32 14 
Ft. Worth. Tex....... 7 3 12 14 
Houston, Tex. ....... 8.3 4 13.35 16.5 
San Antonio, Tex..... 7 & EE 14 








Price is t.w. price to all classes of dealers and 
consumers. 

*rice basis to dealers: to contract dealers consumer 
accounts off posted retail price: when posted retail 
price, including all taxes on Esso motor fuel is: 19.1le 
per gal. and above discount is 4c; 19¢ to 18.1c, 3.5c, 
and 18c —_ be ‘low, 3c. Humble motor fuel. 17.1¢ 
and above, 4c; 17 to 16.lc, 3.5c; and 16c and below, 
3c; U.S. nobis fuel, 15.1le and above, 3c; 15 to 14.1c, 


2.5c; and l4c and below, 2c. 


Continental Oil 


—Dealer Prices 

Conoco 
Bronze Total Kero- 
Ex- All Conoco De- sine 
Tax Tax Bronze mand T.W. 





Denver. Colo......... 12.5 § 17.8 16.5 11.5 
Grand Junc., Colo. ...15 5 20 19 15 
Pueblo, Wyo Siva daeuus 5 16 15 10.5 
Casper, Wyo......... 13 5 18 17 11.5 
Cheyenne Wyo...... 13 5 18 17 13 
Billings, Mont........ 14 6 21 18 15.5 
Butte, Mont......... 13.5 6 19.5 16.5 15.5 
Great Falls, Mont....15.5 6 21.5 20.5 15.5 
Helena, Mont........ 18.5 6 21.5 20.5 15.5 
Salt Lake City, Utah..14.5 5 19.5 16.5 16 
SO NG cc eadks 18.86 6 21.5 2.8 18 
Twin Falls, Ida....... 18.6 6 21.5 20.8 18 
Albuquerque, N. M....11 6.5 17.5 16.5 12 
Roswell, N. M........ 12 6518.5 15 10.5 
Santa Fe, N. M....... 13 *7 20 16.5 12 
Muskogee, Okla . -" § 18 13 7 
at menge = ane Okla.. 5 14 ll 8 
Tulsa Okla ......... H 5 14 ll 6 
Ft. Senith. ha Seeuewn 10.5 S$ 18.8 18.8 8 
Little Rock, Ark...... 105 7.5 18 15.125 9.5 
Texarkana, Ark...... 10.5 5S 15.5 12.5 8.5 
tincludes city tax of 0.5c. 
*Includes lc city tax. 
S. O. California 
STANDARD GASOLINE 
Kero- 
Total sine 


T.W. Taxes T.W. S.S. T.W. 


San Francisco, Cal....13.5 4 17.5 18.5 11.5 
Los Angeles, Cal...... 13 4 17 9 


i See 14.5 4 

Phoenix, Arts. . «2.00 15 6 21 22 «+16 

BOM, TOGO 5 ccccceces 15 5 20 2 13 

Portland, Ore........ 14 6 20 21 13.5 

Seattle, Wash........ 14 6 20 21 13.5 

Spokane, Wash....... 7 6 23 24 16.5 
acoma, Wash....... 14 6 20 21 18.5 


FLIGHT GASOLINE 
(Third Grade) 


San Francisco, Cal... .12 4 16 17 

Los Angeles, Cal...... 11.5 4 15.5 16.5 
Fresno, Cal.......... 13 4 17 18 

SEs ccececeees 13.5 5 18.5 19.5 
Phoenix, Ariz........ 13.5 6 19.5 20.5 
Portland, Ore........ 12.5 6 18.8 19.5 
Seattle, Wash........12.5 6 18.5 19.5 
Spokane, Wash....... 18.5 6 21.5 22.5 
Tacoma, Wash....... 12.5 6 18.5 19.5 


tIincludes Sc state tax. 


Discount to dealers: on gasoline, off t.w. price on 
Standard Ethy! and Standard Gasoline, to 100% 
dealers, 3c; to split dealers, 2c; on Flight gasoline, 
both 100% and split dealers, 2c. 

On Stanavo Aviation Gasoline, to all classes of 
dealers, 3c off t.w. 

To commercial consumers: off tank wagon price: 
on single deliveries of 40 gallons and over, Stan- 
avo Aviation, Standard Ethyl and Standard Gas- 
olines, 3c. Flight Gasoline, 2c per gallon. Tank 
wagon delivery, less than 40 gals., lc per gal. above 
posted t.w. price. 

On kerosine in tank car, transport truck and 
trailer delivery, 3c off t.w. price; plant deliveries to 
jobbers, 2.5c below t.w. 


Canada 
PRICES OF IMPERIAL OIL LTD. 
Per Imperial Gallon. which is 1.2 U. S. Gallons 
3-STAR IMPERIAL GASOLINE 
Kero- 
Total sine 


T.W. Taxes T.W. T.W. 


Hamilton. Ont........ 16 6 22 7 
Toronto, Ont.........16 6 22 ? 
Brandon, Man.......22.8 7 290 8 i 
Winnipeg. Man.......20.5 7 27.5 20.7 
Regina. Sask.........22.5 ? 29.5 23 
Saskatoon. Sask. .....25.3 7 $2.3 24.8 
Edmonton, Alta......22.5 7 29.3 44.3 
Calgary, Alta........20 7 37 21.3 
Vancouver. B. C......16 7 23 =3 
Montreal. Que.. avenue 6 21 7.3 
ee SS eee 16 8 24 18.5 
SS) 2 ae 16 8 24 18.5 








Note: Imperial Oil Ltd. has completed transfer of 
service stations to dealers; no 6.8. prices available. 

Discounts to undivided dealers, lc off t.w price, 
except Maritime Provinces where undivided dealers 
pay t.w. price. Divided dealers pay t.w. price, thru 
territory. 


Aviation Gasoline 


Following are tank car and/or tank 
wagon prices of aviation gasoline in prin- 
cipal marketing territories (Stanavo avi- 
ation in all territories except Continental 
Oil and unless otherwise noted) Tax 
column includes Ic federal tax. and state 
tax: also municipal taxes as indicated in 
footnotes. Prices in first four territories do 
not include state or federal taxes. 


S. O. NEW JERSEY 
*Ethyl Tank 
T.C 


Car T.W. 
oe 19.5 95 125 
Selineene, are Pee 10 125 
Wanmemstem, Ds Cu.ccccc tees eine 13 1 
Richmond, Va.......... eee owns 15.2 
Greensboro, N.C....... 0 .... caus 15.7 
i Se ee a aie 17.1 
Charleston, W. Va...... ‘ 15.2 
*This is Stanavo Ethyl Aviation “Gasolin 100 
octane number, tank car price. 

COLONIAL BEACON OIL CO. 
PIES Nev coc cssccataketveauecees 12.8 
EE is dc cdeawdcoenedannenecncs 14.1 
Sin: d dontdaecaseeasneecuce 15 

S. O. PENNSYLVANIA 
Pe vacccacectcesabnamecebes 12.8 
I ir6d.a.s cc ccdechhaeanneinne 13.1 
S. O. LOUISIANA 
Pel CEs i codakeecesendnanen 13.8 
INOD Rie. wck cennecewenwnane ea 14.1 


Pricee in above four territories are on a 74 octane 
grade aviation gasoline except where otherwise 
noted. An 80 octane product generally brings 0.5c 
premium and an 87 octane product, 1.5c premium 
over the 74 octane grade. 

Note: S.s. prices in above four territories are gen- 
erally 6c over t.w. prices. Above t.w. prices are net, 
with no discounts allowed for quantity purchases. 
T.w. prices are generally tank car price, plus freight, 
plus 2.5c per gal. 


. 0. OHIO 


Thru Ohio 
Total 

Consumer Consumer 
FWe Tas r.W. 

Stanavo Ethy Aviation: 
Peiecccieveens 15.5 5 20 5 
ee 16.5 5 21.5 
ere erie 17.5 5 22.5 


Discounts: For delivery on contract to hangar 
operators and resellers: 2c below consumer posted 
t.w price, shown above 


S. O. INDIANA 


ee a | ea 14.5 4 18.5 
Detroit, Mich........ 16 4 20 

Milwaukee, Wisc..... 14.8 5 19.8 
Minneapolis, Minn....14.9 5 19.9 
ag SD eee 14.2 *3 17.2 
Kansas City, Mo.....13.9 *4 17.9 
Fargo, N. D. eta deeme 15.9 4 19.9 
eee ee 15.3 5 20.3 


*Includes lc city tax. 
**I ncludes 0.lc to cover. 


HUMBLE OIL & REFINING CO. 


Tank Car 
5 


Baytown, Tex. (exclusive of taxes).......... 
CONTINENTAL OIL CO. 
Total 
Dealer Tax Dealer 
Denver, Colo......... 15.5 5 20.5 
Cheyenne, Wyo...... 16 5 2 
Helena, Mont........ 18.5 6 24.5 
Salt Lake City, Utah. 5 5 22.5 
Albuquerque, N. M. 6.5 20.5 
*Includes city tax 7 —_ 
Ss. O. CALIFORNIA 
Phoenix. Ariz........ 17 6 23 
Los Angeles. Cal...... 15 a 19 
San Francisco, Cal... .15.5 4 19.5 
a 1? 5 22 
Portland, Ore........ 16 6 22 
Seattle. Wash........ 16 6 = 
Spokane, Wash....... 19 6 


Note: For aiscounts, etc., see note under en. 
and Flight gasoline above. 
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Central Group. Petroleum Industries Committee Conference 


AUN 
CO 


An interstate conference on automotive 
and petroleum taxation was held Sept. 28 
to Oct. 1, in Chicago, by the Central Divi- 


sion of the American Petroleum Indus- 
tries Committee. Chairmen and _ secre- 
taries of State Petroleum Industries Com- 
mittees in Colorado, Illinois, Indiana, 
Iowa, Kansas, Michigan, Minnesota, Mis- 
souri, Nebraska, New Mexico, North Da- 
kota, South Dakota and Wisconsin at- 
tended. 


In the photograph taken at the meet- 
ing are shown: Baird H. Markham, Direc- 
tor, American Petroleum Industries Com- 
mittee; Frank E. Packard, Chairman, Cen- 
tral Division of the committee; John H. 
Bivins, Jr., Victor H. Scales, Grady H. 
Forgy, A. W. Bowser, Cal Lewis, C. E. 


Wells, Arnold Daum, Dudley Cornell, 
George Douglas, Walter Wade, J. H. 


Townsend, R. C. Wurster, Walter E. 
Brown, W. V. Butler, P. J. Schroeder, Carl 





Barker, D. M. McBride, F. H. Buehler, 
J. A. Sheridan, Leland K. Fishback, C. E. 
Holmes, U. G. Lewellen, H. H. Hahn, Gor- 
don Cox, C. W. O’Connor, F. M. Elliott, 
W. E. O’Connor, H. G. Hunt, G. T. Gal- 
breath, E. C. Thompson, Ray Simpson, 
Conger Reynolds, Jay Williams, E. R. 
Horstmeier, George Gray, J. W. Moore- 
head, Ross Barrett, G. C. Lloyd, G. W. 
Primm, J. R. Schroeder, E. B. Brose. 








note These prices in effect Oct 


TANK WAGON MARKETS 


Taz column inctudes lc federal taz, state gasoline taz, also city and county tazes as indicated in footnotes, and inspection fees, as shown in general foot- 
11, 1937, as posted by principal markeling companies at their headquarters offices, but subiect to later corrections ld 





Naphtha (In Tank Wagon) 





| 8s. O. NEW JERSEY 


| Mineral 


| Spirits V.M.&P. 
Newark, N.J............ 12.5 15.5 
Baltimore, Md........ boos 15.5 
Washington, D. C....... ‘ 15 


Discounts: 








Posted Tank Wagon Prices 


Buyers taking following quantities, 
at one time, get these discounts: Newark, 2c per gal. 
on 200 gals. or more; less than 200 gals., 0.5c higher 


price. Baltimore 2c off on 25 to 100 gals. and 3c on 
over 100 gals Washington, 2c off to contract 
buyers 

7 

a 

SOCONY-VACUUM OIL CO 

s 
Ss eee 13 14 
a. o¢ Aer 10.5 11.5 
BROGMORNOT. IN: Recs svcsiecses 12 15 
SS eee 14 15 
Boston, Mass.............. 13.8 14 
Bridgeport, Conn........... 12.5 14 
Hartford, Conn............. 12 13.5 
Providence, R. I............ 13.5 14.5 


ATLANTIC REFINING CO. 


Philadelphia, Pa............ 11.5 32.5 
ee eee er eee 13 14 
PRMOIOR. FO. 6.6 ks aciacek-s 12.5 14.5 


Note: Prices for Mineral Spirits also apply to 
Stoddard Solvent; and prices for V.M.&P. Naphtha 
apply alse to Light Cleaners Naphtha. 


Ss. O. OHIO 
S.R. V.M.&P. 
Solvent Naphtha 
Pet CI ina dseehidhidess 13.25 13.75 


Note: V.M.&P. Naphtha prices also apply on Dry 
Cleaners naphtha and special Varnolene; Varnolene 
and Sohio Solvent 0.5c below these prices. Dis 
counta to contract consumers, off t.w. price: 300 
to 999 gals., 0.5c; 1,000 to 2,499 gals., 0.75c; 2,500 to 
4,999 gals., lc; 5,000 or more gals., 1.5c. 


S. O. INDIANA 
Prices include state and federa| lares) 

Oleum V.M.&P. 

Spirits Naphtha Staniso 
Chicago, Ill....... 15.8 16.1 15.5 
Detroit, Mich. ... 19.2 18.2 19.3 
Kansas City, Mo.. 14.4 15.4 14.4 
St. Louis, Mo.... 14.7 15.7 14.6 
Milwaukee, Wis. . 19.3 20.3 19.3 
Minneapoks, Ming. 19.4 20.4 8 


Note: Prices for V. M. & P. apply also to Light 
Cleaners Naphtha. All prices, with exception of 
Missouri points, include state tax. Prices shown are 
base prices, before discounts. 


In Tank Cars (F. o. b. refinery or seaboard terminal 


V.M.&P. 

Naphtha Solvent 
PUREE oe oh oa aie a 11 10 
New York Harbor.......... 10,5-11 9.5 
Philadelphia district........ 11 10 
A re ete 10.5 10 
GN a er re 10.5 10 
Ohio points, delivered....... 9.75 *9 25 


Varnolene are same as V.M 
Sohio Solvent, prices are 0.5c less than on V.M.&P. 


Corrections 
a 
. " “ 
Notation of amount of change and 
dates not previously shown in table. 
Table in this issue is corrected to show 
these changes. 
a 
Aviation Gasoline 
S. @. Indiana: 
St. Louis, Kansas City and Fargo, cut 
0.5¢c, June 9. 
Kerosine: 


Naphtha (In Tank Cars) 


except Ohio, delivered price.) 





ros . | 
*This is on S.R. solvent. ; 
Note: In Ohio, prices on D.C. naphtha and special } 
&P.; on Varnolene and } 

| 


St. Joseph, up 0.5c, Sept. 24. 
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NATIONAL PETROLEUM 


NEwS 














P SEABOARD MARKETS, EXPORT AND COASTWISE 


All prices on this page are —— $ opinion of open market pe mon or sales, for spot shipment (10 to 15 days). In cargo markets, spot shipment 
is 90 days. Prices in —_ lon, except heavy fuel oil in dollars per barrel, in tank car lots, f.o.b. refineries or seaboard terminals in districts desig- 
nated, unless otherwise note Federal, state or municipal tazes not included. Prices quoted apply on products made from legally produced crude. 
























































° Prices Effective Oct. ll Oct. 4 Prices Effective Oct. ll Oct. 4 
Eastern Domestic intestate KEROSINE 
_ . : Diesel fuel, 24° & above $1.40 -$1. * $1.40 -$1.45 OW 5 6. 6. cities 5.50 5.50 
(inver-cefinery and export prices not {ncluded.) Diesel fuel, under 24°. $1.30 -$1.35 $1.30 -$1.35 41-43 wow... 0.112) $.25'= 5.373 5.25 - 5.375 
MOTOR GASOLINE one = diesel (gas oil). $1.45 — $1.45 ~$1.50 ek eee §.125- 5.25 §.125- 5.25 
Tt rade C fuel Mtcds » -seuues $0.85 GAS AND BUNKER wenn 
Prices Effective Oct. 11 Note: For San Francisco cargo prices, add 5c per For Domestic and/or Export Shipment 
District: *60-64 Oct. *65 Oct. & Above | Dbl. to above cargo prices. 196-00 emiebess ene 
N. Y. harbor......... 7.23 - 7.75 7.50 - 8.00 In Ships’ Bunkers, or deep tank lots, per bbl.: Mai esi'.durca vas 4.375 4.25 
TN. Y. harbor........ 7.00 - 7.25 7.25 = 7.50 *Diesel fuel oil. ...... $1.625-$1.65 $1.625-$1.65 130 plus " translucent : 
en Pucowas ie 7.25 - 7.50 7.50-7 a tGrade C fuel oil... .. $1.075-$1.10 $1.075-$1.10 : gas = ; 4.50 4.50 
MUUMROTO. 2 ow cece 7.23-7.7%5 7.50-8 *Pacifi ification 2 acifi ifcats 0 ar? _ us transparent 
ete” 750-775 773-800 “ os oS ae _ tPacific specification 400. ‘il 4.50 4.50 
Wilmington, N.C..... 7.50 - 7.75 7.75 - 8.00 asedGoods: (er case m Diesel Oil Ship's bkrs. t$1.90 t$1.90 
Charleston, S. C...... 7.50 - 7.75 7.75 - 8.00 U. S. Motor. ........ $1.45 -$1.575 $1.40 -$1.525 Grade C bunker oil, : a 
Savannah .......... 7.25 7.50 400 > blend, 65 oct. . for ship's bunkers. . $1.05 t$1.05 
Jacksonville......... 7.25 7.50 & above...... pence SI —$1.675 $1. 50 -$1.625 Grade C bunker oil, in - a 
| eee on 8.00 *40-43 w.w. kerosine.. $1.25 ; $1 325 $1.25 -$1.325 cargoes. ati $0.85 -$0.875 $0 85 -$0.875 
Bost 7.50 7.50 - 7.75 Kerosine, p.w $1.20 -$1.30 $1.20 -$1.30 . 
08 on ee eevee 25 - ‘ -~ - fo MB, PiWewcccaes «VU - ae -« ° tLess iain % of 1% sulphur, tBarging Se bbl. 
Providence Renehaietads vias t 25 - 7.50 7.50 - 7.75 *150 fire point. additional at some Gulf ports. 
*Prices are nominal. Barge lots. | MEXICAN CRUDE AND BUNKER OILS 
| New York Export (F.o.b. Steamer, Tampico) 
WATER WHITE KEROSINE ; : : Z : ; Sie Midian eaaiiin 
District: (Prices in cents per gal. in bbls. F.a.s. New York) re reg paid f *$1.00 #$1.05 -$1.10 
N. Y. harbor..... 6 30 Charlest S.C... 6.25 : IDE “er : Grade C bunker oil, 
ny. ote ecl ‘- aa ie eee |  7h-8 35 , haste OILS (Pennsylvania Products) ship's bunkers, taxes ; ial 
Philadelphia... .. 6 25 Jacksonville. 5.75-6.25 right stock: : paid ... . $1.05 $1.05 
Baltimore........ 6 25 Portland......... 6 75 a 25 P.t.... 2... 25.50 -26.00 25 a7 woe MID-CONTINENT LUBRICATING OILS 
Norfolk... . 6.25 a eee 6.40 Jark, 25 p.t.......... 25.00 -25.50 25.00 -25.5 " . i cs 
5 (Prices in cents per gal. in bbls. f.a.s. Gulf oil terminals. 
— N.C. 6.25 Providence 6.30 - 6.40 | Neutral oil: In drums and new barrels, 0.5c to le higher per gal 
ts. _ : > inst ‘S. 
er ee 200 3 color, 25 pt..... 32.00 -32.50 32.00 -32.50 seniiiien MR —— 
, 150 3 color, 25 p.t..... 27.50 -28.00 27.50 -28.00 vis. . Pao ann 
IE tock 5.50 5.50 
pon tFUEL OILS | 600 Warren E filtered. 23.00 —23.50 23.00 -23 50 15 50-160 vie. D210 brt. stock - anal 
| 600s.r., unfiltered.... 17.75 -18.25 18 75 -19.25 ” 2 50 2 50 
Or- N. > | 9° > 99 50 -23 00 0- 10 P.P.. . eeeee aa.) as . 
N. Y. harb. harb. t + wheeeeee ee Mere Be 10-25 p.p.. . 22.00 22 00 
tt, . . arb. arb. barges | 600 fl., ST ae 24.00 94.50 2 00 —2é aC 5. “40 om eeceees 31°50 21 50 
TO Bucatawyecewewes 6.30 6.125- 6.18 | 630 fl s 28.00 -28.50 28.00 -28.50 | 2: 210 brt. 
: e ~~ ~ M , = vis. E 210 brt. 
al- Nos. 2-3 P §.25 5.125 } 15 1 .e ol « 
yo See eee 2c a " ck aS 21.50 21.50 
td cceecbei §.35 5.00 - 5.125 | Pipa a : ne 0 S 
coeeee e.. } 120 vis. D210 brt. stuck 20.50 20.50 
am GMs vas tsixia cess $1.55 -$1.60 ........ | D o dE BB gg ay yp <e  F 
R. UGS cas caccevess —S  gelprer ie: | Wax, Domestic an xport a ae 16.50 
; 5 : 15-3 p.p... 16.00 16.00 
re- P . (Prices in cents per Ib. Tests made by A. S. T. M. ‘a . : 
WwW Phila. dist. Balt. dist. methods. Melting points shown below, however, are aay ape 3 color neutral 17.00 17.00 
, No. 1... ee eee e eee 6 25 6.25 | A.M. P., 3° higher than A.S. T. M. (E. M. P.) melting | ie stag sas . . 
15-30 p.p 16.50 16.50 
DP Pee avicaes canoes 5.25 §.25 | points. Export prices are f.a.s. sninead lots. Domestic estes, - pail lalla > 50 12 50 
we © on = 600 a.r. olive green... . 12 
oc SRP eres 4.75 - 5.25 5.25 | prices are f.o.b. refineries in New York and New Gthas. doth anene 11.00 11.00 
ae ee $1.475 $1.55 | Orleans districts, in bags, carload lots, _with 0.2c 63] a & cial 22 00 22 00 
Perr erry ee $1.30 -$1.35 $1.35 discount allowed for shipment in bulk. Scale, solid seine sc tih arial cal eit 
and fully refined, slabs in bags.) | SOUTH TEXAS LUBRICATING OILS 
— Bost. dist Prov. dist. | Prices Effective Oct. 11 (Vis. at 100° F., pour point 0. Tanker, f.o.b. Gulf oil 
- } "i terminals, for export shipment.) 
| Sere reer 6.40 6 40 | New York ‘ 
oe 3 er ee 5.40 5.40 | Domestic Export Unfiltered Pale Oils: 
St Sarre 40 5.40 | 124-6 Y.C. scale...... 2 85 2 85 Vis. Color 
- 3 Teverrrrrree rt $1.55 = Sa’. >ceGkuwes } 122-4 W.C. acale..... 2.90 - 2.95 2.909 -2 95 100 No. 3.... ) 0) 5 75 > 75 
Me Geis ectcedesaen > a 124-6 W.C. scale..... 2.909 - 2.95 2.90 - 2.95 200 No. 3...... ee 7.50 - €.08 
tFuel oils meet specifications of U. S. Commercial } 123-5 Fully rfd 4.45 4.375 kt eee » +. 3.00 - 8 00 
Standards CS12-35. 125-7 Fully rfd...... 4.55 4 50 500 No. 3%....... . $.5 9 00 9 00 
128-30 Fully rfd 4.80 4.75 750 No. 4....... .e 9.25 - 9.50 - 9 50 
| tBunk 130-2 Fully efd...... 5.05 5.00 1200 No. 4.......... 9.75 -10.00 -10 00 
Ee , . 133-5 Fully rfd t5.50 5.50 2000 No. 4.. 10.25 -10.50 -10.50 
C Fuel Diesel Oil 135-7 Fully rf 5.75 5.75 “e 
_ District: Red Oils: 
ose eats a New Orleans Vis. Color 
Philadelphia ikeaes +#*$] 30-$1' 35 osegs = Domestic Export 100 No. 5-6.. 5.50 - 5.75 5.50 - 5.75 
os alll 22 24-6 Y.C. scale...... 2.85 2.85 200 No. 5-6.. 7.25 - 7.50 7.25 - 7.50 
Baltimore. .......... ***$1 35 **$2 20 124-6 ~_ ~ - c— 4 ee 
Norfolk .... *$1 35 2 20 122-4 W.C. acale..... 2.95 2.95 300 No. 5-6.. 775-800 775 - 8 00 
no ali lad oa e 2 , 2.95 2.95 500 No. 5-6. $8.75 -9.00 8 75 - 9.00 
Charleston $1 30 2 20 124-6 W.C. scale tory a Sahin a an p+ om 
Savannah ..........  *$1.30 2 20 123-5 Fully efd..... 4.45 4.375 750 No. 5-6... 9.25- 9.50 9 25 - 9 50 
Jacksonville........ *$1.30 2 20 125-7 Fully rfd....... 4.55 4.50 1 ( “{ * eee 9.75 -10.00 75 - 0 
c 7 4 10.25 -10.50 
Ween. .... coc nc *$1 30 2 20 128-80 Fully rfd 4.80 4.75 2000 No. 5-6......... 10.25 -10.50 
Portland ive hkeeeees $1 45 $2.35 130-2 Fully efd....... 5.05 5.00 Note: Red oil prices shown above cover oils with 
OS Re ere *#*$1 35 ©*$2 25 133-5 Fully rfd.. 5.50 5.50 green cast; prices for blue cast red oils are slightly 
Providence. ......... $1.35 2.25 Shipment elias in ie s or in bulk lower in some cases. 
0 as tShiy & 
| 
tin ships’ bunkers. 
*For barging add 5c per bbl. | 
**For barging add 6.5c to 7.5¢ per bbl. be bs eh 
***For barging add 5c to 6c per bbl. G ulf Coast I anker Rates 
| ‘ . . | (Prices are f.0.b. ship at Gulf oil terminals representing | ¢ Approximate tanker mer rates to Continental 
Gas Oil Diesel Oil | opinions of traders, except prices specified to the | ports, in shillings per ton of 2240 Ibs., British sterling; 
28-34 Shore | contrary. Prices cover bulk shipments of 20,000 to U.S. ports in cents per bbl.) - 
a — — bbls. or more, unless otherwise noted.) a =. "s Kates Effective Oct. 11 a sce 
Philedsnhte dis... iS 5 530 pie Prices Effective ‘ Oct. 11 Oct. 4 Coe? ‘or ee ia 
25 i i : : 
1 ae ge _ aha = ee | hon soap ASOLINE Last Owners Last Owners 
— - abd si we OTOR GASOLINE Paid Ask Paid Ask 
: Savannah dist........ eee §.25 | so 0 tials *6 00 *6 00 ft x en ma 2 . 7 
Jacksonville dist..... . 5.25 |} 97 oct. & below...... pt a a he Pre | Gulf-U.K./Cont.{ 25 95/ 25/ 25/9-26/6 
60-64 oct. number.... *6.125- 6.25 6.125- 6.25 Aruba-U.K./Cont.t 21/6 21/6-22/6 22/ 23 /-24/ 
a ‘ oe 375 6.375- 6.50 Aruba-U.K./Cont.} 2 » 2 »-22/6 22; 25/-2 
| 65 oct. & above...... 6.37 § GuItN, Atlantic** 
. FUEL OILS | (not E. of N. Y.): 
Pacific Export iE susiqiias  $.25 - 5.375 §.25 - 5.375 | he pagel 
| Se SOP ‘ 4.50 4.50 gravity)  33¢ 32c-33c 
(Quotations are at seaboard, Los Angeles, in cargo a ae ae aa ear aee : 4 375 4.25 ae Gicks. tas 3° 2 “a roe } 
j lots, cents per gal., except where otherwise noted.) | KEROSINE Grav. or Lighter 29c¢ 28c-29c news ee 
. ! ‘a nie eC ae a CC nae 32¢ 30c-31c 
Prices Effective Oct. 11 Oct. 4 GRAB PiWiccccccccscs 8.33 5.375 $.3 §.375 | + pou me ae = ues 33 30 31. 30 
U. S. Motor, under - an | Wee Regede Sidgenents | Light Fuel....... ie 34c 332-330 
G5 oct........-.... 6.00 - 6.25 6.00 - 6.125 | SASC NE Note: Dirty boat nate are enlarged to cover, 
400 e.p. blend 65 oct. | GASOLI | 
ry ag r ys | “Fuel and Light Crude” quotations. 
& 6 —- 6.50 6.125- 6 U. M 6.00 6.00 
nthe ps ae zae~ ©3508 | OLOF.. +--+. 9- “los +Continental ports in range between Bordeaux and 
*38-40 w.w. kerosine. 4.50 -— 4.75 4.50 - 4.75 eee oh ee 6.125 6.125 | 
- k 175 5 O00 4 5 00 , 6.125 6.125 } Hamburg. both inclusive. 
41-45 w. ‘> ercsine. . o 00. 6 00. , 61-63, 390 meenweee ss 6 ef 6.25. } **Venezuela loading same rate; Tampico 2c to 3c 
bene erosine..... e. 5 64-66, 375 “a teens = — per bbl. additional. 
150 fire point | *Nomina } *Nominal. 
| 
| | 
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CRUDE OIL MARKETS 


Prices in $ per bbl. of 42 U.S. gals. at the well. 


A. P. I. gravity. 


Prices are effective as of 7 a. m. of dates as given 




















EASTERN FIELDS 
Posted by Joseph Seep Purchasing Agency 
(Effective Sept. 1, 1937, except Corning 
Sept. 2, 1937) 
Penna. Grade Oil in Southwest Penna. Pipe ia 


ines 2 
Penna. Grade Oil in Eureka Pipe Lines eae est 


nae TR Cee Oe Oe ee ee 2.25 
Penna. Grade Oil in Buckeye Pipe Lines 
IMIS AD oc ins Dit ticcs nn aida einem esron $2.10 


Corning Oil in Buckeye Pipe Lines (Ohio). ..$1.27 
Posted by Other 
Tide Water Pipe Co., Ltd. 
Isradford-Allegany district (Penna. and 
Y ) (Effective Sept. 1, 1937)....... $2.60 
*The Pennzoil Co.: (Effective Sept. 1, 1937) 
Penna. Grade Oil in National Transit Lines*$2.60 
Ashland Oil & Transportation Co.: 
Somerset Oil in Ashland Lines (Ky.): 
(Effective Jun. 28, 1937) 
oe ee rr ee $1.42 
Rentuc oo oa hs eT $1.50 
*The Pennzoil Co. posts $2.60 in Cochran, Frank- 
lin. Hamilton and Doolittle, Pa. fields; prices in 
ee districts range down to $2.55 per bbl. 
at well. 


Companies 


MICHIGAN 
Posted by Pure Oil Co. 
Midland, Midland County (July 23, 1937). ..$1.27 
Posted bv Simrail Pipe Line Corp. 
(Effective July 22, 1937) 


Arenac, and equal grades 
(Effective July 23, 1937) 


West Branch, 


Beaverton, Gamtek Greendale, Porter and 
DE NNONIR. 655..4acsnucnearidaveckaien $1 2% 
PN ag ee occ eaawsccomessae ee $1.245 


(Effective July 1, 1937) 

ee er reer $1.395 
CENTRAL STATES FIELDS 
Posted by Ohio Oil Co. 


(Effective Jan. 28, 1937) 
i; POUND: Soc Soxakscs Ornecsen wee $1.35 


Billings and 


Ee ra ere en eres $1 25 
Owensboro (Western OE $1.40 
Posted by Stoll Oil Refining Co. 
(Effective Feb. 1, 1937) 
ce et Ce ee re $1.40 


CANADIAN FIELDS 
Posted by Imperial Oil Limited 
Western Ontario 


(Effective Sept. 9, 1933) 
i, OE SE Cee PE OO PEELE $2.10 


IP ND Sido i cee Gab oneees tak scdalecenele $2.17 
Alberta—Turner Vallev 
(Prices fob field tankage) 
(Effective Sept. 1, 1937) 
Clear Naphtha, 65 grav. & above........... $2.36 
Crude Oil & Discolored Naphtha 

a a ee $1.36 53-53 .9. .ccccccs $1.62 
ee 1.38 54-54.9......... 1.64 
ee Sy SP Pe 1 40 ES Be Serer 1 66 
SP-ED Di cccvccne 1.42 56-56 .9....cccce 1 68 
a Se 1 44 Tees Serre iF 
45-45 9.. 1 46 SB-SB..9. ccs cccce 1.72 
eee 1.48 ep by SET 1.74 
SS Sar 1.50 conden » DY PRE ET 1 76 
Ge Siiencaxes 1.52 2 ee 17 
eat dul COE 1.54 i fe ee 1.80 
§0-SO 9. .....00. 1.56 oc de LEE 1.82 
le i Ee 1.58 64-64 9 1.84 

S2-S2.9..ncccses 1.60 65° & higher, for 

discolored owt 
tha only : 2.36 
Note: Clear naphtha: 22 color; 10 Ibe. vapor 
pressure, Reid method; 90% recovery; end point, 
410°. Diseolored oaphtha: same specifications as 


for clear naphtha except color. 


MID-CONTINENT 
Posted by Stanolind Crude Oil 
Purchasing Co., Jan. 28. 1937 
(In Oklahoma- (In North-North 
*Kansas) Central Texas) 


Below 29...... $1 06 $0 96 
oe ee 1 08 0 98 
SS. eee 1.10 1.00 
hee RF 1 02 
Ree 1.14 1.04 
BS-S0 9. .cccsee 1.16 1.06 
BO-34 9. .iccces 1.18 1.08 
eS ore 1.20 1 10 
de Oe ee! et 
fo aoe 1.24 1.14 
Be-OO 9. cccccee 1.26 1.16 
39 39 9 aia 1.28 1.18 
40 & shove. l 30 l 20 


Above Stanolind prices met as follows: 

Jan 28, Continental Oil Co. met in Okla., Kans., 
and North Texas Sinclair-Prairie met in North 
Texas and North Central Texas, Jan 28. Stanolind's 
North Texas schedule Same date. The Texas Co. 
met in North-North Central Texas 

Note: Stanolind prices in Okla.-Kans. are for 
quantities computed by 97% tank tables. In Texas, 
99%, tank tables are used, volume corrected to 60° 
F.. and deduction for full b.s. & w content 

*Effective Aug. 1, 1937, for Otis-Albert pools 
Rush-Barton counties, Kans. -» 13c less. 

















Posted by Carter Oil Coe. 


In Oklahoma 
(Effective Jan. 28 1937) 

Below 25....... $0 98 i ee $1.16 
ee 1 00 34-34 9... cece 1.18 
oy a de See 1 02 eer 1.20 
a a Re 1 04 36-36 .9. .cccces 1.22 
Bae OD. vesscene 1 06 OS Se 1.24 
eee 1.08 BS-B8 FD... cccce . 1.26 
aetna Li OEE 1.10 a De PO 1.28 
SS 1 12 40 and above... 1.30 
ek ere 114 


Above Carter schedule met Jan. 28 by the follow- 
ing companies: Sinclair-Prairie, Shell and Barnsdall 
in Oklahomer Kansas; Skelly Oil in Kansas; Tide 
Water in Oklahoma; Pure Oil in Oklahoma Kansas, 
beginuing with below 24 at $0.98 and ending with 
40 & above at $1.30. 


Posted by Magnolia Petroleum Co. 
(Effective Jan. 28, 1937) 

In Oklahoma. same schedule as Carter Oil, which 
see above. beginning with below 25, at $0.98 and 
ending with 40 & above, at $1.30. : 

In Texas: North and North Central, including 
Burkburnett. Archer. Henrietta, Electra, Comanche 
and Olden. same gravity and price schedule as 
Stanolind in North Texas. which see under Stanolind, 
beginning with below 29 at $0.96 and ending witb 
40 and above, at $1.20 

Beaumont, Tex. 
= Ks Oct. 1, 1937) 

95 


Below 21°. ArT $1.15 
1 C a eer 1.17 
22-22 9... 1.01 iy Sh ee 3.19 
23-23 Oe 1.04 fh ae ee 
24-24 9... 1.07 jo Sere 1.23 
25-25.9... 1.10 BO Osa kecwes Eee 
26-26.9..... 1.13 | Bee 1.27 
34 & above..... 1.29 
TEXAS FIELDS 
Posted by Humble Oil & Refining Co. 
(*West Central Tezas: 
(Effective Jan. 28, 1937) 
A $0 96 os Oe $1.10 
ee TT 0 98 SS ee 1.12 
on da aay POUTORP 1 00 eee 114 
J Sa 1.02 a he Ee 1.16 
nt 1.04 39-39 9... .ccce 1.18 
eee 1.06 40 and above 1.20 
DONO incteaes 1.08 
_ *includes Brown, Callahan, Coleman, Comanche, 
Eastland, Fisher. Haskell, Jones, Shackelford, 
Stephens, Throckmorton and Young counties. 
Shell Petroleum Corp., effective Jan. 28, posts 


Humble’s above schedule on Fisher county crude, 
plus these five lower grades, beginning with below 25 
gravity at $0.88; 25-25.9. $0.90: 26-26.9, $0.92; 
27-27.9, $0.94. and 28-28.9. $0.96; rest of schedule 
same as Humble's in West Central Texas 

Note: Effective Oct. 1, 1937, Humble prices are 
based on 100% tank tables at 60F. 


*Kast Central Texas 


(Effective Jan. 28, 1937) 

Below 29.......$1.03 a $1.17 
See 1.05 ao te ee 1.19 
ee cll Se 1.07 of, eee 1.21 
ey ee 1.09 BB-BB D.. cc cccecs 1 23 
Ee Bichcase cox a $9-39.9..... 1.25 
) ) eee 1.13 40 and above... 1.2 
34-34 9 1.15 


*Including Anderson, Cherokee, Limestone, Na- 
varro counties. 


Same date, Sinclair-Prairie met in Mexia Humble's 
above schedule 


PANHANDLE TEXAS 
Posted by Humble Oil & Refining Co. 


(Effective Jan. 28, 1937) 
Gray Carson- 
County Hutchinson 
od OTe Te $0 96 $0.91 
ee re 0 98 0.93 
Peer eer 1.00 0.95 
ee See 1.02 0.97 
cee fe OOP EE 1.04 0.99 
PD Ds a kainssidaen aceon 1.06 1 01 
ee ee 1.08 1 08 


Jan 28, above prices met by Sinclair-Prairie and 
Magnolia in the entire area and by Continental in 
Carson-Hutchinson and by Texas Co. in Panhandle 
Sweet, same as Humble’s Gray Co. and on Panhandle 
Sour, same as Carson-Hutchinsoa. 

EAST TEXAS 
(Effective May 22, 
Humble, Shell, 

Magnolia 


1937) 
Sinclair-Prairie, Texas 
eR ee per ey $1.35 


Stanolind, 
Co., and 


Shell also posted on Jan. 28, 
Polk County, Texas. $1.27 


NORTHEAST TEXAS 
(Posted by Humble, Jan. 28, 


in Livingston area, 


1937) 
Talco 
Posted by Magnolia. Jan. 28. 1937) 

Cass County and Panola County, Tex: 

Same gravity and price schedule as S. 0. Louisiana 
posts for Rodessa, La., which see under that company. 
(Posted by The Texas Co., Jan. 238, 1937) 
oo ET ee ee ere $1.25 





WEST TEXAS AND NEW MEXICO 
Posted by Humble Oil & Refining Co. 
(Effective Jan. 28. 1937) 


(Including Andrews, Crane, Crockett, Ector, Glass- 
cock, Howard. Winkler and Upton Counties, Texas 
and Lea county, New Mexico). 





Jan. 28, Magnolia met Humble in Crane, Upton, 
Howard. Glasscock. Mitchell and Winker. 
Shell Petroleum Corp., on Jan. 28, met Humble in 


Crane, Glasscock Howard, Pecos (except Yaves 
shallow pool). ae and —— counties, Tex. 
and in Lea County, N. Mex. On Jan. 28 Shell nated 
in Yates shallow pool in Pecos county. Tex., $0.81. 
June 4, 1937, Shell added Ector county to West 
Texas postings. 

Jan 28, Stanolind Oil & Gas Co. met Humble in 
Hendrick field, Winkler county. 

Jan. 28, Texas Co. met Humble in Ward and 
Winkler counties, Tex., and Lea County, N 

April 20, 1937, Sinclair Prairie met Humble in 
Ward and Winkler, Tex. and Lea, N. M., counties 
except that its gravity schedule ends with 36 and 
above, at $1.00. 

Posted by Continental Oil Co. 
* (Effective Jan. 28, 1937) 

Artesia, Jackson and Maljamar pools, N. M.. .$0.90 


COLORADO 
(Posted by Continentai Oil Co., 
Effective Jan. 28, 1937) 
Ft. Collins and Wellington 


Below 29....... $1.01 | i eee $1.15 
ae .03 36-36 9... cccee 1.17 
oan ee ee 1.05 ok Sea 1.19 
LS) ae 1.07 BOS Bs cccecs 1.21 
Sy See 1.09 a ee . 
ol} ae Se 40 & above..... 1.25 
i a 1.138 

Cannon City and Florence, Col............. $1.10 


SOUTH AND SOUTHWEST TEXAS 


Posted by Humble Oil & Refining Co. 
(Effective Jan. 28, 1937) 


Carroll, Clark, Darst om = Salt Flat and 
Zoboroski fields........ 1 09 
POURGE. . ccccssis $1.37 


(Effective Nov. z 1936) 
Heyser heavy. . .$0.90 Placedo ene _ 90 
Heyeser light..... 1.15 : , 0.95 
Shell Pet. Corp. on Jan. 28, posted $1. 09 in Salt 
Flat district, Tex. 


Anahuac, Dickinson, Flour 


Bluff and Turtlebay 


(Effective Jan. 28, 1937) 
Belew OS) ..0.6< $1.16 ne AOE $1.28 
2 bk eee 1.18 Se 1.30 
ok eae 1.2 So eee 1.32 
eee ee 1.22 BD-39 S. cc 1.34 
pn a tp ET 1.24 40 and above. 1.36 
- fee 2 


26 

Jan. 28, Magnolia met Humble in Darst Creek; 
posted $1.00 in Luling; $1.12 in Lytton Springs; 
$1.27 for Cleveland, Liberty county, Tex.; $1.15 
ip Hardin Liberty county. Tex 

Jan. 28, 1937, The Texas Co. met Humble in 
Darst Creek. 

Posted by Humble 


Conroe, Raccoon Bend. Tomball and Satsuma 
(Deep sand crudes) 


(Effective Jan. 28, 1937) 

Below 29....... * 20 SS. Pere $1.34 
at Oe 22 a ee 1 36 
SD ee i 24 2. Seer 1.38 
i ea 1.26 SO-SS 9... cccece 1 40 
Sree 1.28 99-29 .S. . cccces 1.42 
eer rer ; 30 40 & above.. 1.44 
yk, ree 2 


32 
Jan 28, PR aae met Humble in Tomball and 
Texas Co. met Humble in Conroe, beginning witb 
35-35.9 gravity. 


Posted by Humble 


Mirando, Heavy and Light 

(Effective July 6, 1937) 
Below 21.......$0 96 ES See $1.18 
it Sere 0.98 BPE Dice ceces 1 20 
co | re 1.00 eee re 1.22 
Bee Fs casevwce 1.02 Ee 1.24 
ee 1.04 BeOS Ps cescses 1 26 
a errr 1.06 an tt Pe 1 28 
eS, ee 1.08 eS Fae 1 30 
ee Seer 1.10 38-38 : rrr. 1.32 
oe SEP 1.33 ee SPE 1.34 
29-29 9, rer 40 & above..... 1.36 
oe ee ree 1.16 


July 6, Magnolia posted same schedule as Humble 
in Mirando. 

July 6, 1937, Texas Co. posted for Duval-Mirando, 
$0 96 for below 21, plus 2c differential, to $1.12 for 
28 & above. 


(Continued on next page) 
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(Continued from preceding page) 
NORTH LOUISIANA-ARKANSAS | *GULF COASTAL FIELDS ROCKY MOUNTAIN FIELDS 
er gre : 5 ; Vil & Gas Co, 
Posted by Standard Oil Co. of Louisiana | Posted by —— 3 Refining Co. and stag ety a se as Co 
\& -, . 
(Effectiv .2 Saret : . 
ines tieatiiins: tee ae rhe (Effective Jan. 28, 1937) (Humble) Salt Creek, Midway and Dutton Creek. Wyo., 
an — omer, aynesy le, Sabine, De Humble eras (July 6 °37) same schedule as Stanolind posta in Oklnhoma, 
+ ae Ti aor tee acca El Dorado, Below 18...... $0 95 $0 90 ae Kansas which see under Mid-Continent crude on 
. 4 . oo Aaa for 0 92 Pear previous page ; 
Below 25..... $0.90 eee 1.08 19-19 9........ below 0 94 oe G GUNES acndksdossqnunenved ‘$1 30 
26-25.9 ...... 0.92 34-34 9..... | 10 20-20 9........ 21 0 96 $1 01 fice’ hight Col. ae ae 1 18 
26-26.9 ...... 0.94 35-35.9........ 1 12 21-21 9......0. 98 0 98 1 03 ST... . «cs scccccecnnancans 112 
27-27.9 ...... 0.96 36-36 9........ 114 22-22 9. ...eees 1 01 1 01 1.05 Hogbeck, N. M.......cccccccccesesccceeees 1 33 
28-28.9 ...... 0.98 ft Soe 1 16 23-23 9......4. 1 04 1.04 1.07 GS co casccauesaaneeaneaes 1 23 
29-29.9 ...... 1.00 ee 1 18 24-24 9........ 1 07 1.07 1 09 ME EE oe co. oc cha ce caccccnecedaes 1 30 
) 30-30.9 ...... 1.02 39-39 9........ 1.20 25-25 9......-. 1 10 1 10 1.1 Grass Creek. light... ......-++eeeeeeeeeeeee 1 30 
| LY eer 1.04 40 and above... 1.22 26-26 9........ 1 13 1.13 1.13 UMMM oda cng cc kedewalssaenceccaees 0.82 
See ...... 1.06 See Discceces 115 1.15 115 
See Mencecees 117 1.17 1 17 
\. | 4 Ss 119 1 = : >. Emfecti N @ 1986 
Be Bi vcccees 1 21 1.21 2 (Effective Nov. 4, 
Rodessa, La. peed : steele : = ; = : - Grase Creek, heavy... ......-.eseeeeeeeeees 30 62 
. . ; 2 eeeaen 1 27 1 27 1 27 Frannie heavy ce ecereeceeeeeeeoeneeosoes 0 = 
(Effective Jan. 28, 1937) 34-34 9 1 20 1.29 1 29 GY BONIS WEN cc ccactcccceccens ; 0 57 
—. 3 ; flont., tings discontinued July 1, 
Below 25....... $0 93 $3-33.9........ $1.11 2 - 6 : 2 - ee sek Gat eas neon eee ee ta 
25.25 9 0 95 34-34 9 113 a ee 1 33 oil 1.33 , but Stanolind pays ¢ it y 
—<«<.. 0 97 oe ieee 1 15 37-37 9.. 1 35 34° 1 35 Oil for Kevin-Sunburst, lesa 20c per bbl.) 
97.97 9......... 0 99 36-36 9.11.1... 7 S000 ©.....502. 1 37 and 1.37 
mae *** Pe oar reste ; is 39-399........ 1.39 above. 1 39 
a 1 03 a. 1 21 40 and above.. 1 41 ea 1.41 Posted by Ohio Oil Co 
30-30 9......... 1 05 39-399... |... 1.93 Effective Dec. t, 1934, Humble prices are based (Effective Jan. 28, 1937) 
Stee @ .. 5k... 1.07 40 and above... 1.25 on 99% tank tables at 60F. Allowance or deduction - ‘ 
kr 1.09 of 1% is made for each 25° change in temperature oo Sawccecksadivecancacads $1 30 
above or below 60F Grass Creek, light Wiiescwaccadececcacascent 1 30 
*Humble’s prives apply in these fields: Barbers WON anu dex dacdcendacacccesccees 1.205 
Hill, Goose Creek, Hull, en eg = eee RT a tt 0 97 
Bluff, Mykawa, Orange, Pierce Junction, Plymouth, WIN 6 cons Ceantoecevesscacuewes 1.20 
Ch D Rabbs Ridge. Raccoon Bend ‘shallow sand), Refugio 7 
shoctaw and Darrow light and theavy, Soeur Lake, meget go 
Pee ‘ 1 West Columbia. tTExcept th { { Refugio s 
H rn 28, 1937, _. wre same schedule as hemes: eiieaiee “July 6, 1937: Below 20, $0.93: Posted by *International Refg. Co. 
umble posts in irango, 1 ex., which see. 20-20 9, $1.01; 21-21.9. $1 = 22-22.9, anaat 93- Cut Bank, Mont 
Smack | ee ee ee ee 23.9, $1.07; 24-24.9, $1.09; and 25-25.9, $1.11; rest ‘ i 
Siemans te i Oil Refg. Co., Jan. 10, 36)... be of schedule same as other Gulf Coastal crude. (Effective Jan. 28. 1937) 
Tepetate. La. (Continental Oil. Jan. 28,37)... 1.24 .. 28, — met above Humble Below gs° Tere $1 34 38-38 4 Sa anal 1 “3 
schedule in fu - a ee a > 
a a. gg ——— ~— . O. ka’ We. Rae Jats 6. Ba? oy ee o, aoe ry Ly om on ot ee 1.38 40 and above... 1.46 
rk. gravity and price schedule in Pine Island, which includes Greta, Saxet and Taft: $1.01 for be- Se .40 
Haynesville. Bull Bayou and Cotton Valley, La., low 21, plus 2c differential, to $1.17 for 28 & above. *Texas Co. subsidiary. 
and in Eldorado and Rainbow districts. Ark.; and Texas Co. postings in Gulf Coastal Texas include: 
met S. © La‘s HRodessa prices. and in Lockport, Arriola, Five Corners, Ganado, Humble, Liberty, 
lowa, Cameron Meadow. La., posted Humble’s Magnet, Manvel, Markham, Mauritz, Pickett Posted by Continental Oil Co. 





gravity and price echedule on Mirando | Ridge, Port Neches, Sour Lake, West Columbia and 






























































Jan. 28. The Texas Co. met 8S. VU. La. in N. La., | Withers. In Gulf Coastal Louisiana: Bay St. Elaine, (Effective Jan. 28, 1937) 
except that ita gravity schedule begins with below Caillou Island, Dog Lake, Four Isle, Gillis, Horse- Ce I Is on cg hccccteccseussevedess $1.40 
27 at $0.94. tt posted $1.37 for Garden Istand, La., shoe Bayou, Iberia, Lake Barre, Lake Pelto, Leesville DE WES c ccdcacuceceeuesous ecece 2.00 
$1.24 for LaFitte, La. and $0.90 for Smackover. and Port Barre. Lamee Creek, Wy... ccccccccccccccsesesss 0.97 
CALIFORNIA, Posted by Standard Oil of California 
All gravities above those quoted take highest price offered in the field. Prices effective Feb. 26, 1986, except Huntington Beach, Playa 
del Rey, Santa Fe Springs, Kern Front, Signal Hill (Long Beach) effective March 7, 1936, and Elk Hills, effecttwe June 22, 1936 
. 2-4 
Z : 5 = 
3 z 5 5 3 —_ 3 : 

a’ a = a = $ e oe ° oa mn > sv < 3 

=§ 3 s pee . 3 © oe S 7 e = i a 25 > 3 =a 

sg 22 Ft? Fb ¢ ga88 98 £ Hoga tet ds y 

= = = a e] c= 7 > 

2 = @ 28 & & 38 £8 @ € 3 2e> & gs 2 Bo § 7 G&S ES 3 

S38 ¢ s 58 §& s 25 38 & & 3 283 S&S 38 § ZF “4 659 8 4 

a> oo < we §& & 65 <&2@ A & =£ Bat 3 Bm S$ S$ a2 & as 4 5 B 
Gravity 
wt eee $0.80 0.79 0.74 0.78 0.79 080 0.76 0.80 0.76 0.76 0.77 6.78 ... 96.70 0.70 0.70 6.65 0970 0.70 
2 2 =r 80 .79 .74 .78 79 80 76 80 76 76 7 . 0 ‘ 0 .70 65 7 te ewes 
16-16 9. 80 .79 .74 .78 79 80 .76 80 6 .76 one Te wie (aoe 70 .70 .65 70 te wes 
i? 80 .79 .74 8 .78 81 80 .76 3 80 7% .76~=«.77 . eee .. eee 70 70 3.65 70 ae 
a ee 80 .79 .74 .78 84 80 .78 82 7 .%@ ae 78 is 70 70.0 .78tiCi«CSS 70 70 
19-19 9...... 82 .79 .74 # .82 87 84 =—stCé#B 1 ee 85 76 «86.78 )~= £77 ; ~- 7@ 78 74 #@6.74 ~=«.66 74 71 78 
lt Ss .79 .7%4 .& 90 88 84 88 7 22 86.88  cnka. wade 7e 78 78 86.68 78 72 7e 
si. ee 88 .79 .74 = .89 93 93 i« 88 91 80 85 = .77 > 6a anes .73 82 82 71 82 74 7@ 
i 4. ee 92 .82 .74 .92 .96 98 «£92 93 84 oS <p was hy 87 87 .74 86 78 72 
SS eee 95 .86 .77 .96 .99 102 .96 84 79 836.96 88 93S sd 82 SS .e anes .80 92 92 77 90 82 76 
SO-S8 F. occ 99 91 .80 1.00 1.02 1 06 99 88 81 99 91 96 .85 96 Ge samen .84 97 97 .80 94 86 79 
5-26..9. . 264 1.03 95 .82 103 105 111 1.03 93 83 1.02 95 .89 = (ee .88 1.01 1.01 83 98 90 83 
y ee 1.06 1.00 .85 1.07 109 1.16 1 06 98 86 1.05 98 ial Se 3.08 <P ctewn .91 1.06 1 06 86 102 . a <0 
27-27.9. In EG Sin te wz. 1.0 LS 8 «. Tt Se 3.48 . Se axes OS 2.16 2.56 2B 3 Ot icce cous 
| ek Ae 114 1.10 .90 1.14 115 - 1.14 1.07 90 . 1.06 e .99 110 Oe | saan 99 115 115 Se B.S icwe come 
tt ey Oe 1.17 1.15 .9 1.18 1.18 1.17 1.12 93 oe - 2.08 3.36 3.0 wae 1.046 1.2 1S 6 3 Mivwsck wad 
80-30. 9...... 1.21 1.19 .95 1.22 1.21 & 121 1.17 .95 * « RO LI Le we ISIS 2S wT 1.0 . én 
81-31 9...... coce Bae = 1.24 122 .97 - BR LS Ee aw 1.2 ia 99 ——— 
82-32 9...... *Elwood Terrace 1.27 « 1.27 127 1.06 1.14 1.25 116 —.. 41.18 1.34 1.34 1.02 Kettleman Hills 
Sree S. csace 1.28 econ ee R.3e 3.96 8.20 wise 3.00 3 Le LL... I oon 
ot ee 1.32 BR vene 1.87 a ic wer sk Gees ke eos ake ee pee 
85-35 9.. 1.35 . — wee PO ie eee — Ue i? ae 
| 1.39 a -e-hlCUu te CS 1.29 aw oe aon ‘ 2 ower 
ik ea 1.43 ° waa? aan » 1 a nee. anes ‘ > a 
$8-38 .9...... a . = ae - 1.36 ao on y - iF soe 
$9-89 9...... - © isa SEG) anes acae saan - 1.40 i Tae daa sane seem canes 2.@ acca 
40-40.9...... « scone hm anne “SCG «sus eaten esee a ae wi) ends udder tidal: «ie ead dae exe Teauenenee 

*F. o. b. ship. 
tAlso McKittrick, Kern River, Kern Front and Round Mountain $0.70 thru 19.9 gravity; no higher gravity quoted. **Except 
Lakeview Area. 
—_> 
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Cunsermes 


Positions Wanted 


CONNECTION WITH CONCERN desiring to 
sell equipment, processes or products to the 
oil refining industry. Have wide acquaintance 
and excellent contacts among refiners in United 
States and Canada. Many years experience 
selling this trade. Address Box 460, National 
Petroleum News, Cleveland, Ohio, 





YOUNG MAN, executive ability, five years ex- 
perience marketing division petroleum indus- 
try, wishes connection in Southeast with mar- 


keter or as Refiners Representative. Address 
Box 470. 


For Sale 





FOR SALE OR LEASE 


One of the best service stations in 
Oklahoma and two bulk plants in 
Oklahoma oil fields. Storage capaci- 
ty, 90,000 gallons. Dealer outlets. A 
money making proposition. Cash re- 
quired for inventory. Reason for sell- 
ing, other business interests 


Box 449 











Index to Advertisers 





This index is published as a convenience to 
the reader. Every care is taken to make 
it accurate, but National Petroleum News 
assumes no responsibility for errors or 
Omissions 











TRUCK AND TRAILER TANKS. Truck tanks, 
range of sizes. Trailer tanks, some mounted, 
2000 to 3600 gallons. Several 1900 to 3000 not 
mounted. Some aluminum trailer tanks. Ad- 
dress Box 471. 


Wanted to Buy 





FUEL OIL TRUCK 
Want to buy good fuel oil truck, approxi- 
mately 1000-gallon capacity. 
Wolverine Oil Corp. 
910 South Cedar Street 
Lansing, Mich. 











Business Opportunities 





SALE AND PURCHASE 
f 


oO 
GASOLINE-and-OIL COMPANIES 
BULK PLANTS and JOBBING CONCERNS 
Confidentially Negotiated 
WM. WISHAR 
Broker of Oil Marketing Properties 
2331 Grandview, Cleveland Heights, Ohio 











Professional Services 





ANTI-KNOCK VALUES 
DETERMINATIONS 
The Gray Industrial Laboratories 
Chemists and Engineers 
Specialists on Petroleum Products 
961-976 Frelinghuysen Ave., 
NEWARK, N. J. 
Telephone Bigelow 3-4020 








BURRELL-MASE ENGINEERING CO. 


Law and Finance Building 
Pittsburgh, Pa. 


PETROLEUM & NATURAL GAS 
Consultation—Construction—Testing 








ACCURATE LABORATORY TESTS 
GASOLINE OIL 
Standard Methods em: ed 
Octane Ratings by A. S. T. M. CFR Unit 


THE DETROIT TESTING elec 
554 Bagley Avenue, Detroit, Mich. 
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Allis Co., Louis 

Aluminum Co. of America 

American Lubricants, Inc. 

American Mineral Spirits Co. 
American Telephone & — Co. 
American Weekly, The ... 
Anderson-Prichard Oil Co. 


Bakelite Corp. 

Bayou State Oli Corp. .<........ 
Benjamin Electric Co. 

Berry Sons’ Co., James B. 
Blackmer Rotary Pump Co. 

Bowser & Co., Inc., S. F.. 

Brodie Co., Inc., Ralph ee 
Buckeye Iron & Brass Works .... 
Butler Mfg. Co. 


Canfield Oil Co. . 

caeiaion Spark Plug Co. 
Champlin Refg. Co. 

Chicago Bridge & Iron Co. 
Cities Service Co. 

Columbian Steel Tank Co. 
Conewango Refg. Co. 

Crown Can Co. ‘ 
Curtis Pneumatic Machinery Co. 
Cushing Refg. & Gasoline Co. 


Danciger Oil & Refineries, Inc. 
Dayton Pump & Mfg. C 

Deep Rock Oil Corp. 

du Pont de Nemours & Co., Ine., E. 


Edwards & Co., Vincent 
Electric Auto Lite Co. ee 
Electric Hose & Rubber Co. 
Electric Storage Battery Co. 
Erie Meter Systems, Inc. 
Ethyl Gasoline Corp. ..... 
Evans Products Co. 

Exide Batteries 


Fairbanks-Morse & Co. ... 

Farrell Mfg. Co. LE eer er Pee 
Federal Motor Truck Company 
Freedom Oil Works Co. 

Fruehauf Trailer Co. 


ps dan Container Corp. 
General American Transportation Corp. 
General Electric Co. ; 
General Motors Truck Co. . 
Gilbert & Barker Mfg. Co. 
Globe Oil & Refg. Co. 
Goodall Rubber Co. 

Goodrich Electric Co. 
Goodrich Rubber Co., B. F. . 
Goodyear Tire & Rubber Co. 
Graver Tank & Mfg. Co., Inc. 
Gulf Oil Corp. esa alademtee 


Hanlon-Buchanan, Ine. 
Hays Mfg. Co. ; 
Heekin Can Co. 

Heil Co Se caer 
Hewitt Rubber Corp. mee 
Hinde & Dauch Paper Co. . 
Hull, Ine.. W. Frank 
Humble Oil & Refg. Co. 


Ingersoll-Rand Co. 
International Harvester Co 


Jesco Lubricants Co. ... 
Johnston & Jennings Co. 


Kidde & Co., Inc., Walter 


Lawrence System ... 
Leland Electric Co. 
Lion Oil Refg. Co. 


McDonald Mfg. Co.. A. Y. 
Master Electric Co. a 
Metal Hose & Tubing Co. 
Mid-Contine ore Petroleum C siti 
Milwaukee Valve Co. . 
Morrison Bros. 


Nat’l Petroleum Mutual Fire Insur- 
ance Co. - 

National Pumps. Corp. 

National Refg. Co. 

Neptune Meter Co. 

New York L ubricating Oil Co. 


Ohio Oil Co. 

Oil Equipment Mfg. Co. 

Parafilow 
N. J : 

Peerless Electric Co. 

Pennsylvania Flexible Met: illic ’ Tub- 
ing Co. ecviess Oh 

Pennsylvania Grade Crude ‘Oil ‘Assn. 

Penola, Inc. eee aah eaieaceee fe 

P ape ction Stove Co. . 

Philadelphia Valve Co. 

Phillips Petroleum Co. ~ 

Pittsburgh Equitable Meter Co. 

Pittsburgh Plate Glass Co. 

Pure Oil Co. * 

Pyroil Co. 


Sales Division, S. O. Co. of 


Roper Corp., Geo. D. 


Service Station Equipment Co. 
& Jurs Co. 


Shel 
Silent Glow Oil Burner Corp. 
Sinclair Refg. Co. 

Skelly Oil Co. 

Southwest Grease & —_ Co. 
Southwest Pump 

Standard Oil Co. of N. J. 
Standard Steel Works 

Sun Oil Co. 


Talco Asphalt & Refg. Co. 
Texaco Development Corp. 
Thiokol Corp. 

Tide Water Oil Co. 

Tokheim Oil Tank & Pump Co. 
Truck Equipment Co. 


U. S. Steel Corp. 
Universal Oil Products Co. 


Viking Pump Co. 


Wayne Pump Co. 

Wheaton Brass Works, A. W. 
Wilson & Bennett Mfg. Co. 

Wood Industries, Inc., Ga 
Worthington Pump & NMach’y Corp.. 


Youngstown Pressed Steel Co. Divi- 
sion of Mullins Mfg. Corp. 


High Spots 
Of Next Wecek’s 
Meetings 


American Welding Society, 18th annual 
meeting and welding exposition, Hotel 
Traymore and Convention Hall, _ Atlantic 
City, Oct. 18 to 22 


Oct. 21, Morning: 
Symposium on Alloy Steels 

“Resistance Welding of Low Alloy ead by 
G. S. Mikhalapov, Heintz Mfg. 

“Low Alloy Steels’, by A. B. bieuct, Union 
Carbide & Carbon Research Laboratories. 

“stainless as Applied to Pressure Vessels”, 
by J. C. Holmberg, Struthers-Wells-Titus- 
ville Corp. 


Coming Meetings 


General Expositions 

The Greater Texas and Pan American Exposi- 

tion, Dallas, June 12 to Oct. 
oil Meetings—Expositions 

American Welding Society, 18th annual meet- 
ing and welding exposition, Atlantic City, 
N. J., Get. 18 tO ‘az. 

American Institute of Mining and Metallur- 
gical Engineers, Atlantic City, Oct. 18 to 23. 

National Tax Assn., 30th annual conference, 
The Lord Baltimore Hotel, Baltimore, Md., 
Oct. 25 to 28. 

Indiana Independent Petroleum Assn., annual 
convention, Hotel Severin, Indianapolis, Oct. 
27, 28. 

Society ‘of Automotive Engineers, annual din- 
ner, Commodore Hotel, New York City, 
Oct. 28. 

Mid-Continent Oil & Gas Assn. of Texas, an- 
nual meeting and convention, Dallas, Texas, 
Oct. 29 and 30. 

National Automobile Show, Grand Central Pal- 
ace, New York City, Oct. 27 to Nov. 3. 

American Association of Petroleum Geologists, 
Pacific Section, Los Angeles, Calif., Nov. 
and 5. 

Society of Automotive Engineers, Regional 
Transportation Meeting, Newark, N. J., Nov. 
6 to 12. 

National Motor Truck Show, Newark, N. J., 
Nov. 6 to 12 

American Petroleum Institute, 18th annual 
meeting, Stevens Hotel, Chicago, Ill., Nov. 
8 to 12. 

American Trucking Assn., Inc., Private Car- 
riers Div., Oil Field Haulers Div., Louisville, 
Ky., Nov. 15 to 18. 

Oil Traders Assn. of New York, New York, 
Nov. 16. 

American Institute of Chemical Engineers, an- 
nual meeting, St. Louis, Mo., Nov. 17, 18 
and 19, 

National Asphalt Conference, Memphis, Tenn., 
week of Dec. 6. 

American Society of : . rc, Engineers, 
New York, Dec. 6 to 1 

Exposition of Chemical rr Grand Cen- 
tral Palace, New York, N. Y., Dec. 6 to 11. 

Society of Automotive Engineers, National 
Production Pe ye Hotel Durant, Flint, 
Mich., Dec. 8, 9 and 10. 

Nebraska Scersioune Marketers, Inc., Omaha, 
Nebr., Dec. 7, 8 and 9. 

American Chemical Society, Division Organic 
Chemistry, Richmond, Va., Dec. 28, 29 and 30. 

1938 


Northwest Petroleum Assn., North Dakota 
Division, Minot, N. D., Jan. 24 and 25. 

Northwest Petroleum Assn., Minnesota Division, 
Hotel Radisson, Minneapolis, Jan. 27 and 28. 

American Assn. of Petroleum Geologists, 23rd 
annual meeting Roosevelt Hotel, New Or- 
leans, La., March 16 to 18. 

International Petroleum Exposition, Tulsa, 
Okla., May 14 and 21. 


NATIONAL PETROLEUM NEWS 





